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A New “Genuine Detroit” 
Product 


Here is a new Detroit Force Feed Oiler, which 
provides automatic, positive and dependable lubri- 
cation for all types of steam engines, gas engines, 
pumps and air compressors. 

Direct drive, exact oil delivery, accurate regu- 
lations, simple mechanism, positive adjustment, 
better sight feed and convenient flushing device 
are some of the distinctive features incorporated 
in its design. 

The Model JTS is a standardized product, made 
in one feed and furnished complete with neces- 
sary fittings for easy and substantial lubrication. 

It is a ready seller and profitably carried in 
stock by jobbers and dealers in Mill Supplies. 
Write for our Special Dealer’s Prices. 


DETROIT LUBRICATOR COMPANY, 





DETROIT.U.S.A. 
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Design | 

Material | 
Workmanship 
Finish 
Reputation 


Sell 
Themselves 


Service 





SAGINAW MANt'FACTURING COMPANY 
SAGINAW, MICHIGAN 
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Where one brand is a complete stock 


Our Reliance brand of leather belting gives 
the average belting dealer a complete stock. 
He can use these belts for all of his demand 
except where a waterproof belt is needed. 
Supplemented with Sea Lion waterproof 
belts he has the right belt for every drive. 
This simplifies his stock ; simplifies his price 





“Chicago Reliance 3ply belts in the U. 8. quotations, and reduces his-overhead. 
“et long, two are 42 inches wide and three are 30 Chicago Belting is made in. 14 types of 
foe, Saxteliotton: —_ giving netibfes tion —- ransing leather and these 14 types are made in 64 
ind basis for future business. 


different plies and wéights. Each of these 


belts is standardized and of a known, proved and dependable character. Each has its place. Each is a good belt for some 


drive. Each represents the highest quality in its respective class and will stand up under any legitimate tests and under 
tiny comparison with other belts in the same class. These 64 different belts are a reserve that can be drawn upon by our 
dealers to supplement their stock when needed. They are a part of the Chicago Belting Company service. <f sunple 
tock backed by a complete service is the ideal belting arrangement for dealers. 

fill gs l ji s a nevited ri é he Far e infor 

? ( f r engineering service departmen bbe» 

th F hligation their art tion wmrité s at Cl 1 








Economy is the watchword pid 
of 1922—economy, coupled with and 
common sense. Industries with this a _ 
viewpoint naturally buy supplies carefully, B — 
with the idea of getting maximum value and “y sic 
service at a reasonable outlay in expense. - 
Broom: 
Capital Brushes and Brooms represent econ- a Year” 


omy, because they outlive and outwear and 
outserve other kinds. Capital Brushes and 
Brooms are service themselves. Industrial 
brushes and brooms cannot be made better 
than we make the famous Capital line. 


Fur economy, service, efficiency in plant 
creanliness, and year ’round satisfaction, in- 
dustries should use Capital Brushes and 
Brooms. Dealers should stock up well——for 
the demand for the best broom or brush at 
the best price can be best met by selling the 
Capital products. 





Indianapolis Brush & Broom Mfg. Co. 


Capital Red Cap Broom e ° . 
All corn or corn and fibre mixed Indianapolis Indiana 


Any size 


CAPITAL 





Brushes-Brooms 


For All Industrial and Trade Uses 
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“SATISFIED” 


That Is What You Will Say After Trying 


~ C.D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


NO GASKETS REQUIRED 


DURABLE, ECONOMICAL AND SAFE 
ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


L = ™ Manufacturers of a Complete Line of MALLEABLE AND 
Sis of Manse Watiee Ate CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable Iron 


DELTA EILES 


ve SHS 
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The Highest 
Grade File Made 


“The File You Will Eventually Use’’ 





DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 











cman" — -W. ©. Davey & Sons The Only Devore 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 


every piece of goods bearing the DAVEY stamp | 






Davey’s 
guarantee 
means ° 
satisfaction 
or your 
money 


back. 





You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “sore,” dissatisfied trade. 
Try us with a sample order—your others will follow. 


W. O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 
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Sharon 


“BRUTE” 


Trailer 


It's your customer's handling cost per ton 
mile, that counts, in his internal transporta 
tion system—long after initial equipment 
cost has been forgotten. Youll help him 
keep his ton-mile costs down to the lowest 
figure, if vou sell him the pressed 
“Brute” with its unequaled stand-up-abil 
ity, its case of handling, its correct design 
as a low-cost haulage unit. 


steel 


Cold-pressed, hot-rolled, open hearth steel 


throughout (except wheels and tloor), 
braced and riveted into a solid unit: all 


roller caster swivels ball 
bearing: can be used as a lift truck with 
standard tractors, entering 
pacity with a big safety factor. The 
“Brute” is a trailer from which your 
tomer may reasonably expect a life-time of 


wheels bearing: 
cither end: ca 
3 tons, 


CcuSs=- 
SCTVICE. 


Isk us for complete specifica- 
tions on the “Brure”’ Pressed 
Steel Tratler and on the “Biue- 
NOSE” Pressed Steel Hand 


Truck 


SHARON PRESSED STEELCO. 


MAIN OFFICEAND WORKS, SHARON,PENNA. 








Your Trade Needs 


this Power Drive 


N mills, factories, power plants and 

manufacturing concerns you'll find 

complete pipe-fitting equipment— 
geared hand threading devices and cut 
ters. 


You will also find a drastic need for the 
“Toledo” Portable Power Drive to oper- 
ate these pipe tools. 














For the power drive speeds up threading 
and cutting—takes the place of ratchet 
handle and operates tools FIVE times 
faster. 


There’s a virgin field for this remarkable 
drive in your territory. Cultivate it. Send 
for our new catalog “F.” 


The Toledo Pipe Threading Machine Co, 
Toledo, Ohio 


New York Office: 50 Church St., New York City 
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Two Fast Selling 
BEAVERS 


That Carry 
a 
Good Profit 


No Dies or 
- Bushings 


to Change 
Used as Standard Equipment 


by all who seek to 
cut the cost of work done. 


No. 6 Beaverette, 14 to 34 and No. 25 Beaver | to 2 inch are two of 
the fastest selling die stocks manufactured. With no dies or bushings to 
change—no loose parts to become lost or mislaid, these two tools pay for 
themselves many times over—and return a worth while profit on the in- 
vestment. That’s why pipe users demand Beavers—and that’s why you 
should keep your stock of Beavers to a safe point—where you can give 
your man a Beaver the minute he asks for it. 


No. 6 Beaverette No. 25 Beaver 





The only die stock made threading 14 to 34- 
inch pipe without changing dies or bushings— 
cuts a thread while changing dies in other tools. 
Instantly adjusted to standard or variations, or 
to thread another size. Universal centering 


chuck eliminates loose bushings. The ideal tool 


The Standard, High Grade, Easy Working 
2-inch Die Stock. Narrow, receding, vanadium 
steel dies, expand with each turn, giving the 
standard pipe taper and easing the labor as 
the thread is cut. It’s a cinch to thread 2- 
inch pipe. Instantly adjusted. Universal cen- 





to take on the job—complete within itself. For 
15 years the most popular '4 to 34-inch tool 
made. 


tering chuck as in No. 6. Pays for itself in 
time and labor saved. Will outwear cheaper 
tools. 














Push Beavers, and you are helping your trade to 
reduce their costs—you are helping them to become 
more efficient—to do more work with less effort. 


Other Time and Labor- 
Saving Beavers 
The Borden Company 


511 Dana Avenue 
WARREN (Trumbull County) OHIO 


The Borden-Canadian Company, 109 Church Street, Toronto, Can. 





3 Jr. 1g to 1 inch. 
No. 4 Ratchet, 1 to 2 inch. 

No. 23 Beaver Plain, 1 to 2 inch. 
No. 26 Beaver, 1 to 2 inch (Ratchet). 
No. 41 Beaver, 214 to 4 inch. 

No. 80 Beaver, 414 to 8 inch. 

No. 61 Beaver, 21% to 6 inch. 

. 90 Beaver, 9 to 12 inch. 
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Medart V-Groove Friction Clutch, 
type 1 and 2, with Medart Steel- 
rim Pulley attached to remov- 
able extended sleeve. 














g MLANS | V-Groove Friction Clutches 


> IMPLE, rugged construction gives Medart Clutches 
° | S | great mechanical strength. Hard maple grip blocks 
and the specially machined V-groove insure large 

starting capacity without shock or jar. 





LI NE Easy to install—economical to maintain. Built either 
solid or split, with removable, extended sleeve. 
SHAF'TING More than 50,000 in constant daily use. 


EQUIPMENT Send for booklet, ‘‘The Clutch that Clutches’’—a treatise 


on friction clutches and their economical application to 
industry. 


MEDART PATENT PULLEY COMPANY 
General Offices and Works: St. Louis, U. S. A. 


Oftice and Warehouse: Cincinnati Offices: Chicago and Philadelphia 


































































































‘J 
Male and Female Flange 

Cast-iron Pulley. Sizes Coupling. Pressed on Double-brace, ring-oiling, pone nipge mlhy binpgetind 

range from 3-in. to 160- shatt ends and faced to four-way adjustment, aly thom. Gears out Gp 

in. diameter, and up to insure accurate align- Drop Songer. Heavy <5 tain. diameter 

50-in. face. ment. strong, self-lubricating. se-tR, 

aad 
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MU 
THAT MUCH ABUSED WORD 


American Injector Co. 
66 rd 99 
Service 


has a great deal broader meaning than 
merely quick delivery, especially 
when applied to 
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Get Our Prices 
Before Putting in 
Your Stock Order 











HVHOCIVULUHOYHATINIIULL UU 

















00 
Engineers’ = 
Red Book = 
Free for = 
Asking E 
lA 





CALDWELL 
Service 


Half a million dollars’ 
worth of well selected 
stock, constantly main- 
tained, and an organiza- 
tion keyed up to the 
theory that plant effi- 
ciency is measured by the 
number of orders shipped 
on the day of receipt, ac- 
counts for Caldwell serv- 
ice. Let us figure on your 
requirements. 











This 28 x6° “THE REEVES” Wood 


Split Pulley has been in continuous 





use for 29 years without even tight- 


ening the clamping bolts. 





THAT’S SERVICE 


Just the kind of service that all 
The Reeves” Wood Split Pulleys 


give. 





Sold exclusively through 


jobbers and dealers. H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
CHICAGO, 17th Street and Western Avenue 


REEVES PULLEY CO., DALLAS. TEXAS, 709 Main Street ea YORK, 299 Broadway 


i? > la’ f? I> 
Columbus, Ind. — / | dee 
Chicago Branch, Corner Clinton and Monroe Streets A P P : Y 
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Sometimes Happen 


But the continued quality of materials entering into 


LINE 
2. 2 CO. 


of POWER TRANSMITTING MACHINERY is NOT ACCI- 


DENTAL, but rather the result of studied experience and a PUR- 
POSE. 


During the SIXTY-FIVE YEARS of our EXPERIENCE we 
continually made, and are still making a study of all the conditions that 
present themselves to the user of POWER TRANSMITTING 
MACHINERY, with the PURPOSE of maintaining our enviable rep- 
utation and improving our product so that now the mere mention of 
PULLEYS, HANGERS, CLUTCHES, COUPLINGS, etc., leads one 


to think immediately of 


LINE 
2. 2 CO. 


Whether for a single article or complete equipment, our corps 
of Engineers, experts in this field, is always at your service. This 
makes it an especially attractive line for dealers, as it gives them engi- 
neering service without cost. 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG PENNSYLVANIA 
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A Few of the Sixty 
Styles 


Irom the famous No. 30-Star Riv 
et-Box Joint Pher down through line 
of sixty styles of Box-Lap-and-Slip 
Joint Pliers there is a pher for every 
purpose and every tvpe of workman. 

The automobilist, the electrician, 
the machinist and handy man will tind 
one or more pliers suited to his indi 
vidual needs. 

PEXTO quality and PEXTO sery 
ice is built into each and every plier 
from the forge shop to final inspec 
tion, and the durable, attractive finish 
makes them the easiest plier to sell. 

We would like to tell vou about our 
Silent Salesman for PEXTO Pliers. 

\ 32-page booklet illustrating and 
describing the entire line will be 
mailed on request, or we will be glad 
to imprint a supply for our dealers. 

They are indeed Worth While 


Tools. 


Tyr Peck Cr 
j g iv . gn ‘ © °F ‘SY mH dl fe 
IHE PECK Ow OV | 
bt DP bn Toes 9 Pe Py * 


-_ at-Lesae ct : eg = of ag A 
So eee Cras OP Sk nS he t ton, Conn ect Cut, U. Ss. A, 
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O-B DISC VALVES 


Although one of the younger members of 
the O-B family, O-B Disc Valves are just as re- 


liable and unyielding to heavy strains as the 
others. 


The reason is because the O-B Disc Valve 
incorporates all the good points learned thru 
years of experience. They are made under the 
same supervision, the same tough metal is 
used, and the monogram, an emblem of 
quality, is on them, too. 


The Ohio Brass Company 
Mansfield, Ohio 


50 Church Street, 710 Witherspoon Bldg. 343 S. Dearborn St. 
New York Philadelphia Chicago 





WM. P. HORN & CO., Pacific Coast Agents 


San Francisco — Portland — Los Angeles a Seattle 


























HOOVER 
High Carbon Chrome-Alloy Steel Balls 


\ll Hoover Steel Balls, regardless of size, price or grade, are made of the 




















same gerade of steel—a genuine chrome alloy, according to specifications de 

veloped by us, and proven in use by eighty per cent of the manufacturers 
in the industry to be the quality exactly suited for this service. 

Hoover Balls carry a guarantee of accuracy in diameter, uniformity of heat 

treatment, a combination of hardness and toughness, perfect finish, absolute 

freedom from flaws and absolute sphericity that manufacturers have learned 

to appreciate as a means toward bringing their products to highest perfection. 
A Certain Difference in Money Per Thousand = 

’ . mS — 

Doesn’t Mean a Saving an. 

The real saving comes from economy in service, attainable only 

from vigilance in every operation of manufacture, resulting 

in returns that build up a performance reputation that is re 

flected in the volume of sales for the finished product. 

The World’s Largest Ball Plant 


Manufacturing 


Compare the 
results from 
Hoover Balls 

-then price 
comparisons 
will lose 


their charm. 


Steel—Brass—-Bronze—Bell-Metal—Aluminum 


Monel-Metal—Hollow Balls 


Hoover Steel Ball Company 
Ann Arbor, Mich. 


Chicago 180 North Market Street 
Philadelphia 259 Middle City Bldg. 
Cleveland 3124 Edgehill Road 
Chattanooga Saniord Bldg. 





<< 
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HILL 
FRICTION CLUTCHES 


DIRECT FROM FACTORY TO CUSTOMER 
THRU THE SUPPLY DEALER 








The installation of Friction Clutches to meet customers 
particular conditions is an engineering proposition. 


Your customers would rather wait a few weeks 

for factory shipments and secure the clutch 

that is kest suited for their requirements 

than to obtain immediate delivery of 

the wrong size or an inferior de- 
sign. 


The advantages of the 
Smith Type Hill Clutch lie 
in its unequalled mechani- 
cal stability, tremendous 
starting power, ease of 
adjustment, and removal 

of wearing parts. ’ 





Smith Type Hill Friction Clutch Couplings 
Built solid and Split in Sizes From 9 H, P. te 1300 H, P. at 100 RK, P.M. 


Obtain complete information from your back to you when he again needs a friction 
customer—such as speed, frequency of en- clutch. 


gagements, size of shaft, character of serv- 
ice, etc., and then advise us and we will ship 
the proper size clutch for their particular 
service. Your sale will then have made a 


On a direct-from-factory-to-customer ship- 
ment of equipment such as friction clutches, 
you have no capital invested in stocks and 
can work on a smaller margin with far more 
lasting friend and a customer who will come profit to your company. Figure it out yourself. 


Sell the tried and proven Smith Type Hill Friction Clutch and earn 
the reputation of being the clutch people in your territory. 


Dealer Prices and Bulletins printed with your name as Sales Agents 
sent upon request. 


Write for Descriptive Catalog 


rae ILL CLUTCH ce. 
General Office and Plant New York Office 


CLEVELAND, OHIO 50 Church St. 
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Uniformity of Strength Made 
By Ferry Heat Treatment 


At No Extra Cost 


Metallurgists insist that only by the use of heat treatment can cold 
headed products be depended upon to give that year-in-and-year- 
out service that is so necessary to good engineering. 
, RD The fourteen years Ferry Process Serews have been manufactured 
iT 1) they have been heat treated. During this time they have proven 
their dependability for lasting strength and uniformity. 





They have passed rigid government tests. as well as tests made by 
ee eo leading manufacturers. 


You are not experimenting when you buy Ferry Heat Treated 
Cap Screws. 


Send us your blue prints for quotations. 
“If it's upset, it must be heat treated” 


The Ferry Cap & Set Screw Co., Cleveland, O. 





PROCESS SCREWS 
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“PIONEER” 
STEEL SHAFT a 


—_— 





Patented 


THE “PIONEER”, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER”, the original, the genuine steel hanger. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THe “PIONEER” STEEL HANGER PEOPLE) 
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“‘Standard for Forty Years” 


An Unusual Broom 


Five Points of Perfection meet in this 
Lay Superior Stapled Metal Case Broom 
and constitute a combination of excel- 
lence simply unmatchable for Economy 


and Durability. 





The (1) handle is Al, accurately 
turned and fastened with 
every regard for proper balance in 
sweeping. The (4) tough, pliable 
broomcorn is rigidly held by the (2) 
Stapled Metal Case and auxiliary band 
which in turn are reinforced with (3) 
Waterproofed Flax Twine. This com- 
bination maintains a continually per- 


(5) Sweeping Tip and holds it 


until worn to a stub. 


securely 


fect 





Lay Brooms stand the most exacting 
tests and meet every sweeping require- 
ment in Factory, Mill or Shop. 


Your Customers Will Be 
Highly Pleased With 
Lay Brooms 


Every Broom fully guaranteed as to 
material and workmanship 


The Joseph Lay Company, Inc., 
Ridgeville, Indiana 


Originators of the Metal Case Broom 
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F you make something better than your 

neighbors, it is reasonable to assume 
that some of them are going to imitate either 
the type or style of your product. However, 
you, as the originator, of that particular 
style or type have a distinct advantage over 
those who set themselves up as your com- 
petitors. For there is one word that you 
alone can give to your product that will set 
you apart from your rivals, and that word is 
“Genuine”. It brands your wares as being 
of the original or true stock. 


Discriminating buyers, the country over are 
demanding, “Genuine Jenkins Valves” because 
they want the original and true stock. 


As many buyers are coming to you, a Jenkins 
dealer, to buy the valves that they know are a 
standard of dependability and service, you can 
point with confidence to the “Jenkins Diamond” 
and signature—the identifying marks cast on the 
body of every Jenkins Valve—for you know they 
symbolize assured service that will make for you 
satisfied and permanent patrons. . 


JENKINS BROS. 
Ne York Boston Fl adelpl ‘ 


Montreal London H 





JENKINS BROS., Lit 
Mentreal, Canada Lon«don Englar 


ACTORIES Bridgeport, Com Eliza 
etl nN. J Montrea Car 
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Do you Ayow the Mill Supply field? 


\re you capable of visualizing the possibilities 1 in developing the business of Mill Supply Jobbers 
by butk ling and selling to them catalogs covering their lines that will help them increase their sales? 
There is a relief for those Mill Supply Jobbers who have heretofore 
felt compelled to devote a tremendous amount of the time of their own 
staff (with its corresponding cost) to the preparation 





and compilation of data, the securing of cuts and 
preparation ot copy for the printer. 


Our Column ij Unit Cat: log, National Standard 












Size, is the sain to this problem. By its adoption She FAIRB 


we provide a complete catalog, cov ering in illustra 
tions and text any and all the lines carried. Mill [= 
Supply Jobbers can readily select such pages as they 









desire from those alre: ady set in type and kept con | 







stantly up to date. All these pages are compiled by 
our staff of men of experience and pri actical knowl- 
edge in the Mill Sup ply field, who, prior to acquiring 

the knowledge of catalog produc tion, were brought ea ecstaabions Satie end Oo wenn eneneees te a 
up in the Mill Supply industry. eS ances Sus gtdafabtion xth thts extalog thish you promos 


Wynkoop Hellenbeck Crawford Co., 
60 Lafayette Street, 
New York 


Deer Sirs: Attention Mr, Semel Graydon, T 


Qur new Mill, Mine & Reilway Supplie 


for us on your Column Unit plan, 


proper illustration, legibility, compactness, flexibility 
of matter, economy, duis of compilation work 
on your part, good mechanical production in printing 


and PUMPS From past aperseue with catalogs of varying 

MACHINE TOOLS style, sizes and bulk, ery much favor your Column 

end ELECTRIC MOTORS Unit style made in the National Steniard raeee and have 
> been glad that wo awarded the contract to you 


T } 1 f Cc IU Cc | i .enens : ee ee type ane afforded rgF, eta 
ral ¢ te ea re tional St a Size peze appeals to us, 4 t ce j 
le advanti tees of our olumn ® nit ata we a TRUCKS and the ranber of pages required for the same amount of | 
r “pec | HEELBARROWS f thet of our for bool ith 1 bulk, j 
National St: ind: urd Size, embrace accessibility ot | is cma qe eoneies danersgkton iavcmceayine ia iten mate | 
. - . - . . it CASTERS and to the catalog as 4 selling medium, and in typography, i 
information, read y reference, intelligent grouping, | DRAG SCRAPERS logical arrangement end compact style of compilation, j 
engines it is excellent, 





BENCH LEGS 


As you will recall by referring to other of our 
| he li 1: TRANSMISSION — 3 gre _ = & ppc oa /_——— ae 
Ms or us) ar ncidental pamphlets, we have favore C) 
and inding, the de Ivery of comp ete up- to-date cata WHEL, MINE ond National Standerd Size, 7% x 10-5/s, and will be glad i 


RAILWAY SUPPLIES 1 mend c Uni - 
logs truly representative of the Mill Supply Jobber | fy Sak pounce cies ede eee bh ar aes 


AUTOMOBILE and 
and his goods, in a fraction of the time formerl) 


SERVICE STATION Yours very. truly | 


| 

CQUIPMENT 
required; in short, a Mill Supply catalog that will Pe ag eee ee 
yr > it lf be a | a oo ati Oo: eet ac hs | SHELVING. ETC Ale. Pango 
prove tse to e a Dusiness-creating asset, a ¢ | ou /z eS 5 


the typical one herewith. 


Realignment in our Sales Department and a 
recent death, coupled with business expansion, made desirable the addition of two men to our sales 
organization, One such man has come to us and is doing well. We need one more, that ‘ncreasing 
opportunity may be cared for. 

The caliber of man we require is not a peruser of the want ad columns of the daily papers, nor of a 
roving disposition with his ear constantly to the ground for a change of job. 

The man we have in mind is one thoroughly experienced and highly su ccesstul in his present con- 
nection, but who, for some legitimate reason, through no fault of his own, and beyond his control or 
remedy, is not hap pily situated, or who feels he is not in the niche where he can accomplish that of 
which he 1s capable. 

If you are that man, possibly with latent sales ability, who, when provided by us with such technical 
knowledge of printing as you may perhaps lack, has the confidence that you can ade: juately represent our 
institution and present to the Mill Supply Jobbers the merits of our Column 1U nit Catalog, National 
Standard Size, we believe it would be to our mutual interest for you to communicate with us. 

FS> 
Ts 2] 
4 


WHC 
1856 


WYNKOOP HALLENBECK GRAWEFORD CO. 
“Printing sane 
Printers—Trade Catalog Publishers—Binders 


LAFAYETTE. STREET NEW YORK CITY 
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GAUGE GLASSES 


HIGH AND LOW 
PRESSURE 


The traditions of a century of quality manufac- 
ture are squarely behind Libbey Gauge Glasses 
for high and low pressure service—an American 
product worthy the respect of the world. 


Libbey High Pressure Glasses are guaranteed 
unconditionally to be uniform in size, to with- 
stand steam pressures of 400 pounds, as well as 
sudden and radical changes in temperature; to 
remain crystal clear and transparent in service. 


Libbey High Pressure Gauge Glasses have passed 
rigid railroad and other tests even more severe 
with a perfect score in each instance. They are 
made with fused ends. 





Libbey Low Pressure Gauge Glasses are also 
absolutely uniform in size and of the very finest 
quality; made and guaranteed to withstand 
pressures up to 200 pounds. 


We welcome inquiries for prices or literature 
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THE LIBBEY GLASS MFG. CO. 
C Toledo, Ohio, USA. 
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Two Sherwood Class “A’’ Double Tube Injectors on a boiler in the 
malleable plant of the Massey-Harris Harvester Co., Inc., Batavia, N. Y. 








Sherwood Double Tube Injectors 
Bring Jobbers Repeat Orders ‘heii 


Double Tube Injector 


Massey- Harris Harvester Company is but one 
of the many manufacturers that has standard- 


ized on Sherwood Double Tube Injectors. Four- 
teen years ago this company purchased its first 
Sherwood Injector. Today four are in operation 
in the Batavia plant. 


Are you getting your share of this repeat-order 
business on Sherwood Engineering Specialties ? 


Once jobbers and dealers introduce one of the ie 
Sherwood Engineering Specialties they are as- copy of the Sherwood 


book ? It is well worth 
sured a satisfied customer and additional future reading. It describes all 


Sherwood products, in- 





business because more and more engineers every- cluding injectors, eject- 


where are standardizing on Sherwood. Sales 
and advertising cooperation — including catalog 
pages—is gladly offered jobbers and dealers. 


SHERWOOD MANUFACTURING COMPANY 
BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. 








ors, oil pumps, tlue 
cleaners—acomplete line 
of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 
Write your name and 
address on the margin 
of this page. Forward it 
to us, and we will send 
the Sherwood Book to 


you by return mail. 
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CA New Drill fora 
Neglected Field 


Foe YEARS there has been a neglected field to which drill manufacturers have not 
given sufficient attention. This field is the shop which could not obtain production 
with Carbon Drills and yet was not equipped to realize full efficiency from High Speed 
Drills, and therefore could not use them satisfactorily. 


These shops demanded a drill which would stand higher speeds and feeds, give far 
greater drilling capacity than Carbon Drills and still sell at a moderate price. 


To meet this demand, we present 
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Heating the cutting edge of “Mezzo” even to a 

dark blue color will not draw its temper. “MEZZO” 
P 

works at its best efficiency this way. 


“MEzzo” was developed after months and months 
of research involving not only the use of a new 
steel but also new hardening and heat treating 
processes. 


The 
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We believe that we have extended our leadership 
into a new field—but not with an untried product. 


“Mezzo” has been tested and re-tested—-a drill on 
which we are proud to place our name. 


Write for the “Story of Mezzo.” It is a most inter- 
esting little booklet which gives full information on 
“MEZZO” and its uses. 


TWIST DRILL 
COM PANY 


CLEVELAND 
NEW YORK- CHICAGO-LONDON 


TRADE MARK REG. IN U. S. AND FOREIGN COUNTRIES 
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from Literary Digest. 





THE J SHEPARD ELECTRIC 
The Shepard Electric LiftdAbout makes power lifting : 


available for everybody—thousands right in your city. In 
every store, warehouse, shop, factory, mill or yard, even 
in the apartment house, in fact wherever loads are picked 
up, carried, and put down, this time-and-money-saver will 
be quickly accepted. Reasonable in price, it is within 
reach of all. Made in.4%4 and 1 ton capacities for A. C. 
or D. C. current. 
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5 ee j ae Anew dhd smaller 
Nationally Kn & _ : Liectrtc Horst 
YVationaity a Fie - : yay Power lifting available “4 every load moving Los 
The LiftAbout is liberally and regularly advertised in the Ti bn Bei Hoist for Everybody Alita sweet pnt (he 
Literary Digest,, and in trade and business papers of wide ‘ ‘sen : 
circulation. You can sell it on merit, for the LiftAbout 
follows the same design and construction that have made aanins : 
“Shepards” the most widely known and used Electric A Lit Aber perrcrdenn sed nos 
Hoists. Everywhere the name “Shepard” is synonymous ma 
with Electric Hoists. 
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Write for Proposition 


A proposition, that we feel sure will interest, awaits your 
inquiry. 


SHEPARD ELECTRIC CRANE & HOIST CO. 


432 Schuyler Ave., Montour Falls, N. Y. 


Branches in principal cities 


lo sect q rutact -” I> 
nber Electric Hoist Manufacturers’ Assn 


Your customers—everybody 
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Youll hind this protection in 
A WILLIAMSPORT 


WIRE ROPE 
Notin one trade but all, (grades 


Every foot of Williamsport rope made 
since November has a patented Telfax 
tape running clear through the hemp 
core, which plainly indicates each 
grade. 


For years able engineers who have 
sensed the dangers from errors and 
substitution, oftenatthe cost of human 
lives—have demanded the protection 
you now get from WILLIAMSPORT. 


A handsome Telfax Color Chart and a booklet 
on Modern Wire Rope mailed on request. 
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No concern who sells you wire rope 
has a right to expect you to take his 
word for its grade. Human life is too 
sacred to risk to careless mistakes, so 
easily made. 


WILLIAMSPORT is a Quality product 
and for years the output of this mammoth 
plant has been absorbed by operators, whose 
requirements demanded uniformly high quality. 
Increased facilities now make available to all 
this famous rope with Telfax tape protection. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works 


Williamsport, Pa. 


‘‘accepted as the best’’ 


General Sales Office: Peoples Gas Bldg. 


Chicago, Illinois 
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A Dependable Line 


is an incentive to sell 


When you have implicit faith in the soundness 
of the products you are selling you have won half 
the battle of salesmanship. Successful salesmanship 
is built on confidence—confidence in yourself and 
your line. Confidence breeds enthusiasm. Enthu- 
siasm builds business and profit. 


Check up the successes of many of the leading 
jobbing organizations—{as told in our trade jour- 
nals}—and you will find as the backbone of their 
business Goodrich Mechanical Rubber Goods, 
Hose, Belting and Packing. 


Make Goodrich Belting, Hose and Packing the 
backbone of your line. They'll give you additional 


incentive to sell—greater orders— repeat orders, 
and BIGGER PROFIT! 


THE B. F. GOODRICH RUBBER COMPANY, Akron, OHIO 


Goodrich 
Belting 
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Yesterday, the uncertain hot air 
bag. Today, the wide-ranging 
blimp. The Atlantic has been con- 
quered—tomorrow may see the 
dirigible master of every air lane. 


THe NICHOLSON FILE 


a triumph too, for it represents 
difficulties overcome. One hun- 
dred per cent. perfect and is pre- 
ferred by experienced mechanics 
everywhere. Nicholson files are 
so finely tempered that they cut 
sharply from the first stroke and 
retain their cutting efficiency 
where an inferior product be- 
comes powerless. 
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ICHOLSON FILE @o. 
PROVIDENCE ,R.I.,U.S.A. 
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A valuable Bulletin 


_forallwhothread pipe }f 
either by machine or 


by hand methods 
20 pages | 


PULETKY tel atey 7 yy 












Free_on request, from 
any District Sales Office 
of National Tube Company 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 

DISTRICT SALES OFFICES 

w Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
s Co S. rancis Lo 1 ortiand Seattle 








Atlanta Boston Chicago Denver Detroit Ne 
PACIFIC COAST REPRESENTATIVES: U. S. Steel Products mpany an co .os Angeles 
EXPORT REPRESENTATIVES: U. S. Steel Products Company New York City 
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If it is a pulley ? 





LIMESTONE 
QUALITY 























Powell Valves 


Especially the White Star Valve 





























TRIPLE ACTING NON-RETURN 


REGULATING BOILER CHECK 
VALVE 


Safeguards Lives—Protects Property 


It is not necessary to close down the plant when a boiler 
tube blows out, if your power plant is equipped with the new 


Powell Triple-Acting Boiler Check Valve 
Steam Governing Cylinder—Absolutely non-chattering 


Cast Iron Body and Yoke for Standard Steam Pressures up 
to 250 pounds. 


Cast Steel for Superheated Steam. 
Please your customers with “POWELL VALVES” 


WRITE FOR CIRCULAR 


THE WM. POWELL CO. 


1208 DRAPER ST., CINCINNATI, OHIO 
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GREETINGS, THE NEW YEAR 

As the whistles blew and the bells rang out at 
the birth of the New Year, it was difficult to shed 
a tear or feel keenly regretful over the passing 
away of our old friend Nineteen-twenty-one. It 
is so much easier to look with pleasure on joyous 
youth than it is to gaze on the battle-secarred and 
weary face of the departed. The past is just what 
it is, but the future is whatever our fancy wishes 
to paint it, and in the final will be exactly what we 
make it. So it is up to each and every one of us 
to make the coming year one of accomplishment, 
worthy of our industry, our associates and 
ourselves. 

The coming year holds for us all a splendid 
promise, and if these promises are not fulfilled 
the fault will lie largely within our cellective 
selves. The day of the inefficient, half-hearted 
and unenergetic is gone, and the reign of the man 
who knows what he wants and is willing to work 
hard for it, giving his fellows a square deal all the 
time, commences. In this issue Mint Suppiies 
presents the views of many manufacturers and 
distributors on business conditions past and pres- 
ent. They are worth reading. 


The old vear tested the strength and courage 
of all, and has left our people stronger and better 
because of the struggle. So much has been aecom- 
plished that it would be exceedingly difficult to 
look regretfully on the past. Perhaps an indiffer- 
ent, grasping, reckless and hardhearted world 
needed to be war-torn to realize that it was slowly 
drifting on the roeks. The sound of breakers 
ahead carried no real warning. It needed the crash 
of rending timbers and the resulting wreck to 
awaken the crew to actualities. Grasping and 
selfish the survivors still are, but fearful of fresh 
disaster, and fairly ready to listen to reason. You 
know the story up to the minute. Business has not 
improved greatly within the past few weeks, but 
is undeniably on a sounder basis than it has been 
for a year. A year ago the country was still hit- 
ting the high spots, carried on by the momentum 
gained in 1920, but the kick was out of the force 
behind it, and the inevitable slide or tumble back- 
wards was taking the joy out of those who cared 
to look backward or downward. The next time we 
climb there is a reasonable chance that all hands 
will cut foot and hand holds in solid rock, and will 
refuse to move higher until a safe grip can be 
obtained on the upside. Mi_t Suppires wishes you 
all a happy and prosperous New Year. 





WHAT THE FUTURE HOLDS 

Mitt Suppiies presents in this issue, letters 
from some forty manufacturers and dealers con- 
stituting a resume of the business woes and good 
fortune attendant during the past vear, and pre- 
dicting in what measure these joys and sorrows 
will be repeated during 1922. 

In general, the tone of these Jetters is sanguine, 
not exuberantly hopeful, but the feeling is 
expressed that 1922 will see better days. Little 
space is devoted in these letters to deploring the 
general business situation of last vear. True, in 
some instances, slight depression is mentioned 
as a fact but is generally accepted as an inevitable 
aftermath of the World War. 

It is the consensus of opinion that while prices 
may continue to decline, a greater volume of 
orders, already manifesting itself by more 
inquiries, will more than offset any loss the mill 
supply manufacturer or dealer may sustain 
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through lowering prices to meet competition. One 
manufacturer states that he believes that nine out 
of every ten mill supply dealers in the United 
States sold more goods than they bought during 
1921, so that they must buy more or at least as 
much as they sell in 1922. 

An adjustment of wages in the building indus- 
try, according to one manufacturer, which would 
come as soon as those engaged in that industry 
come to the realization that the war is over, 
should result in a marked building boom early in 
the spring. This will provide work for a large 
number of the now unemployed, which will greatly 
increase the buying power of the nation and reflect 
favorably on business. 

The darkest cloud appears as a result of the 
labor situation. Manufacturers, it seems, have 
gone as far as they can in reducing prices until 
they are able to reduce production costs. Little 
palliation is expected from lower prices on raw 
materials until labor takes a reduction in wages 
and no little trouble is expected from this source 
as attempts are made to adjust them from time 
to time. 

Considerable expectation of good is manifested 
over the probable outcome of the disarmament 
conference at Washington. Should the four great 
powers agree to engage in a naval holiday, which 
amounts practically to an agreement to keep the 
peace, a stability of governments resulting in their 
economic soundness is assured, and the mill sup- 
ply industry along with all other industries will 
benefit. 

As a whole, these letters reflect what amounts 
to a most careful analysis of the past, from which 
is deduced the most probable trend of business in 
the future. They are tendered by those in closest 
touch with the world’s economie forces and, con- 
sidering their source, wear the cloak of authority. 





ASSOCIATION HISTORY 

In the present issue Mitt Suppuigs takes pleas- 
ure in presenting the first section of an article 
covering the history of the three big mill supply 
associations in the United States, embracing the 
leading manufacturers and distributors of fae- 
tory, mill, mine and steam supplies, machinery 
and tools. The manufacturers are in a single 
organization, the American Supply and Machin- 
ery Manufacturers’ Association, while the dealers 
are united on geographical lines under the ban- 
ners of the National Supply and Machinery 
Dealers’ Association and the Southern Supply 
and Machinery Dealers’ Association. The South- 
ern association was the first to organize, at 
Charleston in 1902. The other two associations 
were not organized until 1905. All have made 
remarkable strides not only in membership and 
efficiency, but in creating and developing a spirit 
of trust and cooperation between manufacturer 
and dealer. Business men have at last come to 
know that going it alone, and working out their 


problems in secret, is unprofitable. Every man 
and organization gets out of trade associations 
just what is put into them. The story of these 
mill supply associations, as it unfolds, is mighty 
interesting, and you will miss something if you 
do not read it carefully, and later will be regretful 
if you do not file it away for future reference. 





LIMITATION OF ARMAMENTS 


In its possible and probable effects on the peace 
and comfort of the world, the limitation of arma- 
ments conference being held in Washington by 
the greater powers, stands out as potentially the 
most momentous meeting in history. Carried out 
with any reasonable degree of honesty, it gives 
every nation an opportunity to mobilize its people 
for peace instead of war, to return to a pay-as- 
you-go basis, and with a fair chance of ultimately 
paying vast sums incurred as a result of past 
wars. Our perplexing problems in the far east 
will no longer contain a menace, and poor old 
China will have a chance to hold up its head, pay 
its debts and regain its sovereignty, taken away 
piecemeal by more powerful nations. 

No one supposes that all armed conflicts can be 
prevented, but another world’s war will be 
impossible if the agreements already made are 
‘arried out. There is a general belief that the 
present conference will be but the first of a series, 
and that the second one will be convened early 
this year for the purpose of reducing the military 
strength of all nations, and reaching an agree- 
ment on economic problems that now disturb the 
financial and industrial world. 

One stands amazed and dazed at the future 
possibilities for good in the awakened conscience 
of governments. The subject is all too new, and 
we are standing too close to the stage to realize 
the greatness of the play. Only as time passes, 
and proposed innovations become actualities, can 
we awaken to the stupendous benefits to accrue 
to all peoples. 





MILL SUPPLIES AS SOLD 

How do you sell your mill supplies? From the 
standpoint of a man sitting in a lazy-back swivel 
chair at a mahogany desk or from the standpoint 
of a factory worker? To the average buyer of 
mill supplies, the personal opinion of a salesman 
expounding the merits of a certain article is 
merely the opinion of a man who spends half his 

vaking hours at a desk and the other half riding 
around in Pullman ears or lolling around the 
lobby of some hotel, and is worth only what that 
man’s opinion is worth. This is partially due to 
the impression salesmen give buyers. Some sales- 
men, however, breathe into their selling talk the 
life of the factory worker, and give opinions of 
actual users of mill supplies in attempting to 
prove the merits of their goods. These opinions 
really count for something with the _ buyer. 
Salesmen of mill supplies would do well to 
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remember this, and get as much of a factory 
atmosphere into their selling talk as possible. The 
oil stock salesman who sprinkled oil on his 
clothes, and the automobile salesman who 
perfumed his handkerchief with gasoline cer 
tainly believed in local color, and their belief was 
fairly justified. 





MONEY IN GERMAN MARKS 

Did you ever stop to think how many hundreds 
of millions of dollars the German individual has 
pocketed as a result of selling German marks to 
the hopeful investors and speculators in other 
countries? Time has demonstrated that soon 
after peace was declared abroad the sale of Ger- 
man marks began, first through pro-German bank 
and brokerage connections in the Allied countries, 
and mostly to those of German blood. To them 
the mark carried a potential value of par, and 
purchases were made as a demonstration of belief 
in the future of their mother country, coupled 
with a speculative hope for ultimate financial 
reward. 

The well informed in Germany banked on the 
knowledge that the marks sold could be repur- 
chased later at a lower figure as a result of the 
bountiful supply being furnished by their govern- 
ment’s printing Every month that 
passed proved the soundness of their information 
and reasoning, and sales rapidly increased, espe 
cially in the United States. Men who were not 
interested when the price was twelve or even ten 
cents per mark, invested heavily as the quotations 
declined. With money plenty in this country, the 
speculation in marks became an orgy of buying 
as prices declined. In the evening up process 
they purchased these printing press evidences of 
German indebtedness at prices ranging down to 
less than a third of a cent per mark. 

An unusually well informed government official 
in Washington recently stated his belief that 
German speculators had profited to the extent of 
not less than a billion of dollars in these sales, 
that sum exceeding by four hundred millions of 
dollars the entire sum paid by the German gov- 
ernment on account of war reparations to the 
Allies. As a result, while the German govern 
ment is in a precarious situation financially, do 
not waste any sympathy on her financial and 
speculative nationals at home, taking them as a 
whole. German individuals and industries have 
never been taxed as have the individuals and 
industries of the United States and Great 
Britain. In a lesser degree the same is true in 
France as regards taxation. The French people 
are not and have not been tax-burdened as we 
have been and still are, and if Germany pays the 
Allies according to agreement, never will be. In 
no country is the output of industries so near the 
pre-war level as in France. Our sympathy for 
France should not blind us to the fact that her 
officials, diplomats and financiers are not only 
intensely patriotic, but are old in the game they 
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are playing, and never allow altruism to prevent 
them from scoring points. 

It is well, too, to remember that insiduous 
propaganda, which reached its heighth during the 
war, did not cease when peace was declared. It 
is still working smoothly and effectively, largely 
to create sentiment against Great Britain. In 
this country, [reland and her wrongs is the prin- 
cipal reason assigned for creating hate, while in 
India soviet money stirs up the natives. In 
France the efforts to create distrust of Great 
Britain emanates from no one knows where, but 
there is a well grounded suspicion that it finds its 
way across the Rhine, and is directed from 
Berlin. No one for a moment believes that Ger- 
many has accepted the loss of Alsace-Lorraine 
as a permanent territorial settlement, or that she 
views with pleasure the big four agreements 
consummated at Washington. The Prussian’s 
last hope of punishing France will go glimmering 
if, at a later date, a suecessful parley is held 
restricting military strength and expenditures. 





LET’S GO TO WORK 

Now that the holidays, with their attendant 
increase or falling-off of business, are over, and 
most of our New Year’s resolutions are broken, 
we can all settle down to a sane reconsideration 
of what has gone before and what we are going to 
do about it. 

To begin with, let’s all go out and throw mud at 
ourselves, lest we look too white—then take a 
Turkish bath, lest we look too black. In other 
words, let us judge ourselves sanely and with the 
greatest possible degree of fairness. 

Business pretty poor last year? Let’s make it 
good. Business pretty good? Let’s make it better. 
Yes, mere platitudes will help. Like the steam 
engine climbing a hill, keep saying to yourself: 

“T think I can, I think I can, 
I'm going to try, I’m going to try, 
I know I can, I know I can, 
I knew I could, I knew I could!” 
instead of the doleful refrain of the back-sliding 
flivver; 
“Tt looks too steep, it looks too steep, 
I hate to try, I hate to try, 
I know I can’t, I know I can’t, 
I knew I couldn't, I knew I couldn't!” 

It’s common knowledge in athletic circles that 
a good offense is the best known defense. More 
psychological than physical. The man or team 
intent on winning will bend all its energies toward 
winning, and it’s usually a ten to one shot that it 
will win. The same holds true in business. 

With all indications pointing to a further reduc- 
tion in interest rates, business is sure to expand 
during 1922. A downward adjustment of freight 
rates with a similar adjustment of coa] and build- 
ing materials should create an active market for 
mill supplies. It remains only for the mill sup- 
ply dealer to put his shoulder to the wheel and 
push. Let’s all go to work. 
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Pointers For Mil! Supply Dealers’ Salesmen 


Retired Mill Supply Dealer Names What He Considers of Great- 


est Importance and Value 


What do you consider the greatest obstacle a mill 
supply salesman has to overcome? That was the 
question put to a retired mill supply dealer and his 
answer brought forth a number of points which may 
well be considered at this time. 


“Obstacle?” he inquired, “let’s make it plural, for 


there are many of them. 

“First, | would say, the greatest of the obstacles a 
mill supply salesman has to overcome is competition. 
In few fields is competition so keen as in that of mill 
supplies. Particularly is it keen in large cities. There, 
nearly every hardware dealer sells mill supplies, and 
there are many hardware dealers. In fact, in many 
of these cities each general store has a hardware 
department where some mill supplies are sold. 

“A large number of these hardware stores and 
general stores with hardware departments have mill 
supply salesmen calling on the trade, and in these 
localities the mill supply business is drummed to 
death. Not only has the mill supply salesmen this 
competition to meet, but he has also that of the sales- 
men from large mill supply houses nearby, and some- 
times that of the salesmen of the mill supply manu- 
facturer. 

“How can he successfully meet this competition? 
Well, first he must establish himself favorably in the 
good graces of his customers. Nothing will accom- 
plish this better or within a shorter period of time 
than regularity of calls. 

“I remember when I was selling mill supplies, 
I called on my customers at least twice a week. 
Now it happened that a mill supply house in a nearby 
town had one or two salesmen on the road, one of 
whom used to call on my customers. On one occa 
sion one of my customers gave this salesman a very 
large order. I forget just how I found out about it, 
but find out about it I did and I decided that an ex- 
planation was due me from this customer. I hurried 
out to see him and in righteous indigation demanded 
to know why he had given this order to my compet- 
itor, who called only once a month, when I was out 
to see him at least twice a week and was ready to 
deliver small items that the other fellow wouldn't 
even bother about. 

“*Furthermore,’ I said, setting aside the one excuse 
he might have offered, ‘any article I haven’t in stock, 
[ can get, and can guarantee delivery on sooner than 
my competitor.’ He looked sheepish, but he saw the 
logic of my argument and the fairness of it. From 
that time on he was one of my best customers, and 
[ never had to fear competition where he was con 
cerned. 


“Yes, that’s the method I used in meeting competi- 


tion. I saw to it that my calls were made _ reg- 
ularly. How could one of my competitors hope 


to get an order from one of my customers on a 
Wednesday when my customer knew that I would be 
around, without fail, for his order on Thursday? 
“The second obstacle a mill salesman has to over- 
come is lack of knowledge about his goods. A man 


Salesmen of Mill Supplies 


handling as varied a line as a mill supply salesman is 
sometimes pretty much in the dark as far as his de- 
tailed knowledge of many of his articles is concerned. 
It is one thing to lay out a line of wrenches or drills 
on the counter, enumerate the best qualities of each 
and then let the customer decide which one he wants, 
but quite another to walk into a factory and describe 
a line of wrenches and drills so vividly that the cus 
tomer is able to make his selection with intelligence. 

“Unless the mill supply salesman has been a user 
of mill supplies or has seen his wares in use often 
enough to know exactly how they operate or are oper- 
ated, his knowledge of his goods is bound to be 
limited. 

“How can he enhance his knowledge of the articles 
he is selling? He can do one of two things, or, which 
is better, he can do both. He can visit mills, factories 
and places where his wares are used and study them 
in their actual operation, or he can get the manufac- 
turers of the goods he sells to demonstrate these 
articles. Then, when he is describing a wrench or a 
drill to a prospective purchaser, he can visualize it in 
operation, and his description will be clear and his 
explanation of their superior qualities will be lucid. 

“A third obstacle the mill supply salesman has to 
overcome, one which is subjective rather than object- 
ive, is the tendency to sit back and take orders rather 
than to go out and sell. Especially when the mill 
supply salesman has a fairly large clientele is this 
tendency marked. There is only way to overcome this 
tendency, and that is by making a conscious effort to 
sell. The salesman can do this by selecting one or 
two staple items of mill supplies when he makes his 
calls and actually trying to sell these items to each 
of his customers. From time to time he can add to 
these items until, after a while, he is actually selling 
his entire line instead of merely taking orders for 
them.” 


or 


NEW BRANCH ESTABLISHED 


Chicago Office Opened to Secure Closer Contact Between Home 
Office and Middle Western Jobbers 

The Buffalo Weaving & Belting Company, Buffalo, 
N. Y., with branches in New York City, San Francisco 
and London, England, on January first opened a branch 
at number 229 West Lake street, Chicago, carrying com- 
plete stocks of their solid-woven rubber belting, rubber 
sheet packings, rubber mattings, etc., as well as white 
woven cotton belting, cotton webbings, twines, etc. 

This new branch is established with a view of placing 
its mill into closer contact with its middle western job- 
bers and will serve as a distributing center for its 
products into that field. 

In charge will be Messrs. R. H. Geier and L. H. 
Winne, both men for a quarter of a century familiar 
figures in the rubber industry of the West and of late 
connected with W. H. Salisbury & Co., Chicago. The 
trade is extended a cordial invitation to visit this new 
branch. 
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Producers’ and Distributors’ 
Views on Business Conditions 


For Twelve Years the Manufacturers and Dealers in Mill Supplies Have in Jan- 
uary Favored Us with Their Letters—While 1921 Proved a Year of Liquidation 
and Retrenchment, the Letters That Follow, While Unusually Conservative, Carry 
a Note of Confidence in the Future That Is Not Only Convincing But Refreshing 


Greetings to the players in the greatest game ever 


invented by man—the game of business. In no other 


form of contest is greater strength, stamina, downright 
courage and judgment needed, and in no other game are 
the rewards greater. The year past was early 
declared to be a period that would reward fighters, and 
it so proved to a degree never before known in the 
industrial and commercial world. 

That does not 


mean, necessa- 


“Sales Resistance,” as 


sound banking conditions, depleted stocks of goods in 
almost every line in the hands of dealers and distrib 
utors, inventory losses written off, “lower federal taxes 
in the future and a reduced government budget, higher 
efficiency per man among all workers, and the almost 
universal determination among all classes to make good 
on the job. The letters that follow from manufacturers 

and distributors of the varied 


ae i SUPPLIES rep- 
Viewed by the Pirst lines which MILL SupPPLies req] 


rily, that the individual scored National Bank, of Milwaukee, Wis.: resents, well reflect sg 
¢ ee shy ae : not alone in these industries, 
for his company a marked and “The sales manager ts asking himself how he ; . : 

os . ° i Bu be snaviios j a te but in all industries, because 
detinite victory, for the vear can get Dack Ris market, and is trying to find the ‘ i his 1 es 
SE tas tees tl spots where sales are most likely. But every- these manufacturers and dis- 

~ Ms ave “10se f < 4 et e : 

" lave closed with a where he runs against sales resistance Too tributors are in closest contact 

record of a drawn battle, but to 


of'ten tt does not 


the game fighter, that stood as a prices he is asking 


triumph against odds. 


Similar conditions now confront 


unusual 


obvious enough why 


occur to him to compare the 
with 
customers are receiving for their products. 
the farmer buys sparingly, 


with every activity that touches 
our financial, commercial and 
industrial life. The letters speak 


those his prospective 


It is 


us all, but the same situations 
There 
is a new line-up, true, but the 
game will have to be played 
under the same general rules, 
with much the same old crowd, 
but we have learned a lot dur- 
ing the past twelve months, and 
are prepared to show the world 


that we can and will profit by 


can never again prevail. 


but the same reasons that are behind the farmers 
price resistance are, m lesser degree, behind the 
price resistance oy other classes of people. 

“If prices are too high to sell the goods, tt is 
pretty certain that the wages and overhead of 
the industry or plant are too high to sell the 
goods. In other words, the maladjustment of 
prices is, to a larger extent, a surface indication 
of the maladjustment of producing costs. The 
question tndustry has to ask itself in the last 
analysis ts whether its wages and overhead are 
out of line, 
as possible, whether it 1s stopping all of the leaks 
and neglecting none of the opportunities to make 
a saving. These are the fundamental realities of 


whether it is operating as efficiently 


for themselves: 

From E. E. Strong, President, 
The Sirong, Carlisle & Ham- 
mond Co., Cleveland. There 
are so many conditions that are 
uncertain, and so many that are 
entirely unknown, and there 1s 
so little in history to rely upon 
in attempting to predict the im- 
mediate future, that it seems al- 
most impossible to do more than 
guess what it holds for us. If 





eames 


our experience. 

Deflation and reconstruction, 
as worked out in terms of writing off inventory losses, 
reducing manufacturing and selling costs and cutting 
down overhead, is still being thrown at us from every 
angle, and to the extent that we have been able to meet 
the issue tells whether or not the closing of books on 
the last day of 1921 permitted nights of sound sleep or 
restless tossing. If indecision resulted in matters of 
moment being left for adjustment and settlement some 
other day, there you are. 

All that precedes may sound like preparing for a hard 
luck story, but it is nothing of the kind. ‘It is simply 
the truth, and some of it is not pleasing. [very cor 
poration and individual in active business is supposedly 
trained to the minute and stripped for the contest, all 
ready to get into the game and win with the aid of 
team mates equally able and willing. 

The outstanding facts that point to better conditions 


are lower interest and freight rates, reduced labor costs, 


a period of severe price readjustment.” 


ever before the whole world was 
out of economic balance it was 
so long ago that the lessons of 
that time are useless today. 

The capacities of the country are, no doubt, much in 
excess of the probable demands in the near future, and 
perhaps this is not the worst feature of the situation. 
During the war manufacturers ordered thousands of 
machine tools which they knew could not be delivered 
in less that from six to eighteen months, and merchants 
bought just as immense quantities of supplies with deliv 
cry just as indefinite. The government bought almost 
without limit of both machine tools and supplies, and 
unused goods from all three sources are now being 
offered at prices which no manufacturer or dealer can 
compete with, and one of the worst features is that no 
one knows how many there are or how much there is 
of them. I have on my desk specifications asking for 
bids on over two hundred thousand pounds of riveis 
now on hand at the submarine base at Boston, and simi 
lar specifications covering both machine tools and sup 
plies are appearing frequently. 

I hope and believe that the result of the conferences 
at Washington is going to have a very beneficial effect 
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on the psychology of the situation, and will result in 
quickening the betterment which has been slowly grow- 
ing for several months, and that the New Year will! sec 
an accelerated improvement. I do not look for a com- 
plete return to normalcy during 1922, but believe that 
business in the machine tool and supply line, carefully 
and prudently managed and in good territory, will get on 
the right side of the ledger during the first quarter or 
early in the second quarter of the New Year, and grad- 
ually improve for two or three years, followed by some 
vears of sound prosperity. 


From S. P. Browning, Vice-President and Treasurer, 
The Ohio Valley Pulley Works, Maysville, Ky.—We 
believe the year 1922 will show a marked improvement 
over the year 1921. Basic conditions are much sounder 
than they were a year ago. The banking situation is in 
excellent shape, and a great deal of necessary liquida- 
tion has been accomplished, and altogether the first of 
the year should see a marked, if not a rapid, improve- 
ment in the movement of merchandise. 

The year 1921 has presented difficulties for all of 
us. Those concerns which have been conservatively 
managed have come through this time of stress stronger 
and better than ever before. The weeding-out process 
has eliminated some of the mushroom growth—among 
both manufacturers and distributors—which came up 
during the war. With this unstable competition elim- 
inated, the concerns which are conservatively and effi- 
ciently managed will have an excellent opportunity next 
year to do a satisfactory business. We do not antici- 
pate that 1922 will witness a recurrence of the frenzied 
buying and selling which went on both during and shortly 
after the war. We do believe, however, that there will 
be plently of business to be had for those of us who 
diligently search for it. 

It should be the aim of every manufacturer, as well as 
of every distributor, to seek to give the best possible 
service to his customers, to ask only a fair margin of 
profit, and so do his part to bring our industry back to 
a normal basis. 


In general, we look for a condition in 1922 similar to 
that which existed in what we might call “the normal 
years before the war.” Liquidation has been had in 
almost all lines, and the dealers should now give careful 
thought to keeping their stocks of stable merchandise 
well filled. Just as the manufacturer who gives good 
service will get his share of the business, so the dealers 
who give good service and keep their stocks well filled 
will be the ones to reap the reward. Altogether, our 
feeling about 1922 is distinctly optimistic. 


From Alvin M. Smith, President, Smith-Courtney Co., 
Richmond, Va.—Distributing conditions in our line dur- 
ing 1921 have been anything but satisfactory. 

While our company has materially reduced overhead 
costs in order to meet changed conditions, we have not 
been able, with these reductions, to offset our losses to 
the extent of showing a profitable business for the year. 

The rapid decline in the value of stocks on hand and 
the reduced demand for goods, with the added evil of 
unrestricted and unbusinesslike competition which has 
prevailed in this section, have made it impossible to do 
business in 1921 except at a loss. 

We confidently look forward to improved conditions 
in 1922. As a matter of fact, we have noticed consid- 
erable improvement in the last thirty days. 

From Hunter Morrison, Sales Manager, The Hill 


Clutch Co., Cleveland——So much has been said and 
written recently about business cycles and curves, that 
I assume that we are all convinced that business affairs 
do move in cycles, and that depression does follow pros- 
perity, and vice versa. 

No one has come forward as yet with a formula by 
which we can figure the rate of change from one period 
to another, so that predicting prosperity by curves, inter- 
esting and instructive as it is, is still far from being an 
exact science. It seems that there must always be a 
large element of guesswork, or hope or despair, as the 
case may be, in making such prediction. 

Optimism based upon faith in the world, in the United 
States, in the product you manufacture and the neces- 
sity for such products will survive any crisis. We have 
the above kind of optimism in large chunks, but it will 
take time to further clear the skies of the storm clouds 
that still remain, although the storm itself is over. 

Nineteen twenty-one was a poor year for most of us. 
It will soon be over, and the losses of 1921 will, then 
be forgotten along with the big profits of the years that 
just preceded. 

Sales are up a little from the low point reached last 
fall. As conditions are decidedly better in some of the 
many industries from which our orders come, and 
changes from “bad” tu “not so bad” in many other 
industries, we anticipate a slow but steady improvement 
for 1922 and 1923. It won’t all come in 1922, however. 

I feel sorry for the man who cannot be cheerful and 
hopeful on the upgrade, no matter if the progress is slow. 


From G. L. Reeves, Treasurer, Reeves Pulley Com- 
pany, Columbus, Ind.—It was just about a year ago to 
the day when we wrote you a few lines relative to pros- 
pects for 1921. We stated in the closing part of that 
letter that if one-fourth of the inquiries we had at that 
time materialized into business, that we would have good 
business. We believe that one-fourth of them did ma- 
terialize, and judging from reports we have of other 
‘businesses, we believe we fared quite as well and perhaps 
better than the average, but that is not saying a great 
deal. 

About the best that can be said for 1921 is that it is 
almost gone, and perhaps from a reconstruction stand- 
point the world has much to be thankful for. 

I feel strongly disinclined to venture an opinion as re- 
gards prospects for 1922 beyond the statement that I see 
no reason for being either buoyant or unduly depressed. 

While interest rates are low, the farmers are in dis- 
tress and not in a buying mood. Some lines of industry 
report they are having the poorest business in all their 
history. Millions of workmen are still seeking employ- 
ment, and of course cannot become purchasers under 
present conditions. 

But, the tax law has been enacted, we all are anticipat- 
ing a successful outcome of the disarmament conference, 
and common sense prevails. Besides, no one ever thinks 
of such a thing as a financial panic, except to rejoice 
over changed conditions which make such an occurrence 
practically impossible. 

I do not believe the year 1922 will yield great returns 
to industry, but there will be some business, perhaps a 
greater volume than during the year just closing. Let 
us hope so. 


From J. W. Wright, President, Colcord-W right, St. 
Louis, Mo.—We, like nearly everyone else, found 1921 
a very difficult year, as we had to contend with heavy in- 

(Continued on page 43) 
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Semi-Historical Story of the 
Three Mill Supply Associations 


Movement Ilas Started by 
Conditions Not Only Between Themselves, 
tributors—In 





he Organization Southern Dealers to Improve 
but Between Manufacturers and Dis 
Organised, and the Same Year the 


Was Formed 


y - \ ] — . ] = 
1005 Northern Dealers 


lmerican Supply and Machinery Manufacturers’ Association 


\t every convention of the three big mill supply Kichmond, Va., and for many years secretary-treasure1 
associations, manufacturers and distributors compris of the Southern Association, furnishes the following in 
the “old guard” contingent recall the old days ot formation regarding the birth of that association, which 
price cutting, fierce competition, jealousy, secrecy and vas organized in Charleston, N. C., April 15, 1902, with 
all the attendant evils, and in the main failed to recall the following charter members: 

them as “the good old days.” Manufacturers did not George A. Smith, Smith-Courtney Co., Richmond, 
always appreciate the dealer, and the dealer in many Va.; S. Milnor Price, The Henry Walke Co., Norfolk, 
cases could not understand the selling methods of the Va.; Levin Joynes, Southern Railway Supply Co., Rich 
men who produced his stock mond, Va.; Geo. R. Lombard, 
in trade. The trouble was Lombard Iron Works & Supply 
they had no common meeting Co., Augusta, Peter E. 
eround, and lacked organiza- Blow, Southern Brass & Iron 


Ing 


Good News From President Harding, Recently 
Submitted to Congress 


( a: 





: : : : bit herewith the budget of the ited § ‘ : ? ae T ‘ : 
tions to bring about any det Diels an vi he United tate Co., Knoxville, Tenn.; Jno. G 
ee - 1: ae for the fiscal year ending June 30, 1923. It will be 1 rer - : 
inite set of working rules. It | ° oarers - : = Doon, The Fairbanks Co., Bal- 

-* . . noted that the esttmated ordinary expenditures for 1922 : . : 
was every man for himself, | ., _, Ame an eke cod oso, | tumore, Md.; A. D. Schofield, 
; 3 : show a reduction $1,513,537,082.20, compared with ta : sag : 

3s a — . , 2 : ‘ —) Gas > e < . 
and in many cases the devil the actual ordinary expenditures for 1921; and that J.5.5 chofield s son A Os; Ma 
took the hindmost. ihe estimated ordinary expenditures for 1923 show a | CON, Ga.,; A. Morris ( arey, 

Today all is changed. | reduction of $447,704,230 under 1922, making the Carey Machinery & Supply 

While the pre ducers and the estimated ordinary expenditures under the budget for Cox. Baltimore, Md. ; ¢ reorge 2 
distributors are organized un- | 1923 $1,967,241,921.20 less than the actual ordimary Denny, Georgia Supply Co., 
der separate banners; they | “*Pénewures sor 1921 Including transactions in the Savanah, Ga.; J. A. Riechman, 

. . runcipal of the public debt and wvestments of trust 4 be : id a . 
are working closely together, °”" ai ‘s ae , . . iy: The Riechman- Crosby Co., 
5 , funds, the total estimated expenditures for 1922 show . 


each appreciative of the other 
fellows’ rights and interests, 
and in the majority of cases 
hold their conventions at the 
time and place, and 
then and there iron out all the 
wrinkles that have developed 
during the year, or are likely 
to appear in the future. 

The old guard in the three 
organizations 1s growing no 
more youthful as the years 
and some have passed 
on whose testimony as to the 
early struggles and chaotic 
conditions that prevailed 
would have been interesting 
and instructive. 


Same 


pass, 


\t the suggestion of Melville W. Mix, president ot 
Co., 
Mitt Suppiirs has secured material covering the his 
tory of the Southern Supply and Machinery Dealers 
Supply 
Dealers’ Association, and the 
Machinery Manufacturers’ Association. 


the Dodge Manufacturing 


the National 


Associati¢ yn, 


It has been found impossible to so arrage this material 
as to carry it chronologically, or under the titles of the 
various associations, owing to the fact that into the melt 
ing pot was thrown all the basic materials that later pro 
So we are compelled to present the 
matter in the order that appeals to us as most informa 
tive, and with some duplication of facts that seem prac 


duced them all. 


tically unavoidable. 


Alvin M. Smith, president of Smith-Courtney Co., 


L_reduction under the total actual expenditures for 192] 





of $1,570,1718,323.30, and the total estimated expendi 
tures for 1923 show a reduction of $462,167,639 under 
the total estimated expenditures for 1922, making a 
reduction in total expenditures im the estimated budget 
for 19023, as conpared with the total actual expendi 
tures for 1021, of $2,032,285,9062.30. It will also be 
noted that the total estimated receipts for 1922 are wm 
approximate balance with the total estimated expendt- 
tures, including reduction in the princi the publi 
debt, and that the total estimated receipts for 1923 are 
within approximately $150,000,000 f balance with 
he total estimate rpenditures hat year. Such a 

wha ac é HOKUANONS OF C2 

a bew Pu ring the process 

budget closing, but ways are provided for relativel 
casy adjustini ‘ dded taxation 


Memphis, Tenn.; J. W. Glad 
ding, FE. C. Atkins & Co., Mem 
phis, Tenn.; J. J. Dissosway, 
Cotton States Belting & Supply 
Co., Atlanta, Thos. G. 
Hyman, Hyman Supply Co., 
New Bern, N. C.; John G. 
Christopher, Jacksonville, Fla. ; 
©. M. Reynolds, Anniston Sup 
ply Company, Anniston, Ala.; 
J. C. Greenfield, Atlanta Sup 
ply Co., Atlanta, Ga. 

The first official family con 
sisted of, president, C. B. Jen 
kins, The Cameron & Barkley 
Company, Charleston, S. C. 
! 


(sa: 


rst vice Levin 


president, 


Joynes, Southern Railway Supply Company, Richmond, 


Mishawaka, Ind., 


and Machinery chinervy & 


\merican Supply and 


Supply 


topher, Jacksonville. 


Supply C6. 


Manufacturers’ 
Bailey | webby 
I 


‘Transportation committee, J. C. 
\tlanta; Robt. L. 

& Supply Co., Memphis; Thos. G. Hyman, Hyman 
Supply Co., New Bern, N.C 
committee, 
Co., Charleston: John G. Doon, 
‘airbanks Co., Baltimore: 
field’s Sons Co., Macon, Ga. 


Va.; second vice-president, Geo. R. Lombard, Lombard 
fron Works & Supply Co., Augusta, Ga. ; 
urer, C. B. Carter, 117 Gay Street, Knoxville, Tenn. 

executive committee, 
Co:, 
The Riechman-Crosby Company, Memphis; S. Milno 
Price, The Henry Walke Co., Norfolk; Jno. G. 


secretaryv-treas 


\. Morris Carey, Carey Ma- 
Baltimore; J. A. Riechman, 
Chris 


i \tlanta 
Wi « ds, | AN ermore [re Qn 


Greenfield, 


R. Bee The 
The 


\. D. Schofield, J. S. Scho 


Lebby, 

















Grievance committee, O. M. Reynolds, Anniston 
Supply Company, Anniston, Ala.; Geo. V. Denny, 
Georgia Supply Co., Savannah; Peter E. Blow, South- 
ern Brass & Iron Company, Knoxville. 

Writing further, Mr. Smith says: “All the above 
officers are still living and active in the mill supply 
and machinery business with the exception of S. Mil- 
nor Price and John G. Doon, who have passed away ; 
Messrs. Peter E. Blow and A. D. Schofield, who have 
retired from business; Messrs. J. C. Greenfield, Robt. 
L.. Woods and O. M. Reynolds, whose firms retired 
from the association some years ago. A. Morris Carey 
also is no longer affiliated with the Southern organ- 
ization, his company having dropped their member- 
ship and affiliated with The National Supply & Ma- 
chinery Dealers’ Association. 

“Mr. Jenkins, in his opening address on ‘Why We 
Organize,’ called particular attention to the necessity 
at that time for more friendly and closer communica- 
tion among competitors and manufacturers, so that 
the ethical standards of our industry could be raised 
and information disseminated along educational lines, 
that would show our industry the cost of doing busi- 
ness and the fallacy of selling goods at cut prices. This 
being a fact, it was definitely determined to organize 
and have a yearly meeting for the discussion of diffi- 
culties and the relating of experiences, thereby light- 
ening our burdens; discouraging ruinous competition 
and eliminating useless expenses. 

“It was particularly stressed at the organization 
meeting that the association would not at any time 
concern itself with any regulation of prices, but would 
educate and instruct its members so that they could 
secure legitimate profits on the sale of their goods, and 
improve the standard of ethics of the industry in the 
South. 

“This meeting was followed by the first annual 
meeting in Memphis, November 12, 13 and 14, 1902, 
by which time a membership of thirty of the leading 
Southern dealers had been secured. 

“Also at this meeting a large number of manufac- 
turers were present, and out of this meeting the nu- 
cleus of the American Supply & Machinery Manufac 
turers’ Association was formed, though this associa- 
tion did not come into existence until April 25, 1905, 
when our fourth annual convention was held in Sa- 
vannah, during the interim the manufacturers being 
organized as honorary members of our association. 

“IT would prefer not reminiscing as far as my con- 
nection with the association is concerned. I do not 
care to give myself any publicity in the matter, and 
will only say that I was elected treasurer of the asso- 
ciation at the St. Louis meeting in 1906, and, the fol- 
lowing year, secretary-treasurer, which position I have 
Oc upied ever since. 

“In closing, I cannot omit referring to the magnifi- 
cent work done by Peter E. Blow, of Knoxville. Dur- 
ing the early days of our association he was the 
wheel-horse who really put the association on its feet, 
and made it a power in the business world and among 
the jobbers of mill supplies and machinery in the 
South. Mr. Blow gave practically his entire time for 
two vears (1903-1905), to building up and extending 
the work of the association. 

Melville W. Mix, in recalling the 
Mill Supplies organizations, writes: 

‘T have forgotten the routine of the early conven 


1 


tions. but do recall that it was at the Savannah con- 
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early days of 





vention of the Southern Association that the committee 
on permanent organization submitted a report to the 
manufacturers who were there assembled to meet with 
the Southern dealers. It so happened that at previous 
conventions there had been a great deal of incrim- 
ination and _ recrimination amongst dealers and 
manufacturers regarding the recognition of the 
dealer as the legitimate outlet for the manufacturer’s 
product, and there was undoubtedly a great deal of 
ground for complaints, because many manufacturers 
who were not able to make connections with good 
dealers, were, in some portions of the South selling 
direct to consumers at various prices, while in other 
portions, they were disposing of their product entirely 
through dealers. There was a great disturbance in 
the price situation and much price-cutting. 

“The effect of the organization of the Southern 
Supply and Machinery Dealers’ Association had been 
to create a very much better feeling of confidence 
between the dealers themselves, so that they were 
coming into a frame of mind conducive to stabilizing 
their re-sale prices and realizing a profit upon their 
business. The slogan previous to that time seemed 
to have been to get the orders regardless of price 
quotations, and for the manufacturers’ salesmen to 
take orders wherever they could get them and fight 
it out with the dealers afterwards as to whether or 
not they should receive a commission or profit upon 
such transaction. 

“The manufacturers, up to this time, had been per- 
mitted only to participate in the proceedings of the 
convention as visitors, and without any organization 
amongst themselves which would serve the purpose 
of providing an organized form of business relation- 
ship with the dealers’ organization. It was then 
realized that a better form of contact should be pro- 
vided, and that the manufacturers should organize 
amongst themselves for the purpose of promoting and 
assisting the dealers in broadening the policy of mer- 
chandise distribution through jobbers and dealers, and 
by having an organization with an advisory board or 
grievance committee to whom such matters could be 
referred, and that a great deal of the friction and mis- 
understandings that arose once a year during the 
conventions could be avoided. An organization com- 
mittee was appointed, of which I was chairman, and 
the report of this committee was made at Savannah. 
The organization was there perfected and Edward C. 
Hinman, of the American Steam Pump Company, of 
Battle Creek, was named as the first president of the 
association. 

“As is usual in such cases, as soon as there was an 
organized method provided for dealing with griev- 
ances, the extent of the grievances became immedi- 
ately minimized, and I do not believe there has been 
altogether, a dozen instances wherein the functions of 
the advisory board were exercised. The net result 
has been that the manufacturers and dealers have 
been working for the improvement of their ultimate 
relationship, each with the other, and as a result there 
is no better established or more firmly entrenched 
business in the country than the mill supply and 
machinery business. 

“The success of the Southern Association in dealing 
.with the situation that arose in the South so encour- 
aged the dealers in similar lines in other parts of the 
country that they formed an organization which was 
known as the National Supply and Machinery 

(Contmucd vo. page 60 C) 
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Six Definite Things That All Workers Want 


A Chance to See the Wheels Go Round—Giving Employes Better 
Information About the Business Enlists Their Valuable Aid 


At the peak of war production, a New England 
plant began paying its employees a bonus of one 
week’s wages every three months, with two weeks’ 
Every time the bonus was slipped 


pay at Christmas. 
into pay envelopes a_ letter 
went in, too, speaking of busi- 
ness conditions. Thus em- 
ployees understand that this 
extra money was not a gift, 
but extra earnings—their divi- 
dend on good times. 

When depression came, em- 


ployees felt that the bonus 
must stop. To their great sur- 
prise, there was an_ extra 


week’s pay when the next bo- 
nus came around. This time, 
however, the letter speaking of 
business conditions explained 
that, as the mill had only been 
working two to three days a 
week for several months, an 
early reduction in wages would 
be necessary. The reduction 
was accepted without protest 

everybody knew that it was in- 
evitable, caused by outside bus- 


iness conditions beyond the 
control of the management. 
The large number of em- 


ployee periodicals published by 
business throughout 
the United States is sufficient 
proof that workers like to 
know what is going on in the 
organization of which they are 
a part. They want to see the 
wheels go round. Such peri 
odicals print pages of personal 
items that serve the same pur 
pose as items in the country 
weekly. But there is even 
keener interest in solid articles 
about current business condi 
tions, company policies, tech- 
nical equipment and methods, 
the work of different depart 
ments. In a widely scattered 
organization like that of a tel- 
ephone corporation, for exam- 
ple, the worker in the account- 
ing department may have little 


concerns 


opportunity to become personally familiar with.the peo 
ple and methods in the operating or wire chief’s rooms 
exchanges, the routine of long-distance 
traffic, the repair department, the gangs that erect new 


of the many 


lines across states or fight sleet damage. 
their employee magazine, telephone people keep track of 
the service as a whole, are better fitted for their own 
work because they know about the work of others. 


* Copyright, 1921, by J. K. Novins, 


JAMES H. COLLINS* 


Good News From Various Sources, Forecasting a 
Happy New Year 


For the first eleven months of 1921, gold imports 
totaled $660,000,000, against $372,000,000 for the same 
period in 1920, while exports aggregated $22,000,000, 
compared with during the first eleven 
months of 1920, a gain of $638,000,000. 

The Department of Agriculture now estimates the 
1921 cotton production in the United States as 8,340,000 
bales, of approximately 498 pounds each, a gain of 
1,803,000 bales compared with its preliminary estimate 
in October. Some punk estimate, say cotton factors 
and speculators of all grades 

Continued improvement in industrial and commercial 
conditions is\shown by figures published by the Depart- 
ment of Commerce in its monthly survey of current 
business. Greater output of iron and steel, and of 
textile products 1s shown, while a widespread increase 
it building, stimulated to a large extent by the presi- 


$305,000,000 


dent’s recent conference on unemployment, has made 
itself felt in lumber, cement, brick and related 
industries 

The relative stability of prices and the wnproved 
banking situation, as evidenced by increased reserves, 
smaller loans and lower interest rates, are considered 
favorable to further business improvement. The most 
serious drawback is stated to be the low price of agri- 


cultural products and the 

power of the farmers. 
Exports for the last fiscal year totaled $6,385,636,030, 

against 


$3,654,449,4 


; ; 
consequent decreased buying 


$7,050,4290,180 the ear before, while imports 
5,2. The bal- 
ance of trade for this vear was $2,731,186,600, compared 
with $2,711,807,512 the he} 

Lower prices rather than diminished quantities are 
responsible for 
foreign trade in 


were 30, against 





vear before 


} a 
the decline m the value of American 


the last fiscal 


year, as compared with 
the wnmediately preceding year wm the opinion of Dr 
Julius Klein in his first annual report as director of 


the Bureau of Foreign and 
Department of Commerce. 

“In fact,’ says the director, “a 
ported commodities, reduced, so far as possible, to a 
quantity basts, increases of 34 percent 
for the groups of raw materials and of 37 percent for 
foodstuffs in 1921 over 1920, with a decrease of 4 per 
cent for such partly or wholly articles 
as can be shown m weight.” 

“Tt will surprise many pessimists to learn,” declares 
Dr. Klein, “that the final totals in this compilation, 
which included articles forming 60 percent of the 
value of domestic exports im 1921, indicated that the 
exports of these goods increased 23 percent in quantity 
over the amounts sold last year, though their value 
decreased 10 perc - 


Domestic Commerce of the 
compuation of ex- 


Sioa 
shows weight 


manufactured 


ent. 


lining. 


Yet through 
thermometers 
20 percent in a year, 


two 
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Workers in a certain eastern organization have a 
spirit that can be illustrated with a story. 
persuaded one of its girl stenographers to become his 
secretary, at an increased salary. 


A customer 


In a couple of weeks 
he came in and said she was 
homesick for her old associ- 
ates, and asked if she might be 
taken back, a request that was 
granted. Thts organization has 
an atmosphere of friendliness 
and service—even the fifteen- 
year-old office boys show it in 
their alert courtesy to stran- 
gers. That spirit has been cre- 
ated largely by showing, 
through the printed word, 
opportunities for advancement 
the personal stories of men 
and women who have risen as 
they learned different branches 
of the company’s work and 
developed personal ability. The 
wheels of promotion are pur 
posely kept in plain sight. 

Not every business concern 
is large enough or rich enough 
to publish employee magazines 

certainly not of the kind 
issued by middle-western 
manufacturing company which 


one 


is said to pay its “house organ” 
editor $10,000 a vear. Apart 
from printing and paper costs, 


writing and editing such a 
periodical involves a great deal 
of work. But there are other 


Ways, involving little expense, 
by which 
given 


employees be 
information 


slips in 


can 
about a 
pay envel 
opes, announcements on bulle 
tin boards, talks at employee 
gatherings, special exhibits that 


business 


visualize, exhibits that make 
information visible. 

During the difficult down 
ward adjustment of wages, 
when pay envelopes were 


shrinking two ways—in wages 
per hour, and the number of 
hours’ work —the personnel 


director of an eastern factory 


used a simple device to show that the cloud had a silver 
Wages were falling, but the cost of food, cloth 
ing and other items in living expenses was falling, too. 
Taking wages in that plant, and the government’s com 
modity-price figures month by month, he showed by 
that, 
the purchasing power of a dollar 


while wages had 


dre ] yped 


had risen a litthe more than 20 percent in the past six 
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Steel Split Pulley 


made by 
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Dodge Sales and Engineering Company 





;XAMINE the small sketch closely. 
It shows you a big reason why 
Keystone Steel Split Pulleys reduce 
bearing friction, lessen power losses, 
and cut power costs. 


Note the way the belt hugs the face 
of the Keystone oval crown, giving per- 
fect contact over the entire face of the 
pulley. This means that they can be 
operated under very low belt tension. 


The beadless, accurately turned rim 
assures perfect balance and true running 
under high speeds and variable loads. 


Dodge-Keystone products stand for 
quality, satisfaction and long service the 


_ world over. Made in Dodge shops— 


the most modern and completely equip- 
ped of their kind—where forty years’ 
experience in the production of every- 
thing for the mechanical transmission 
of power is built into every item of the 
complete line. 

Your Dodge-Keystone dealer maintains 


a complete stock and can handle your 
orders on an immediate delivery basis. 


General Offices: Mishawaka, Ind. Works at Mishawaka, Ind., and Oneida, N. Y. 


Philadelphia Cincirnati New York Houston Seattle San Francisco Pittsburgh 
Atlanta Minneapolis Chicago Boston Newark St. Louis 
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Metals counter- 
sunk—no shear- 
ing strain on 

rivets. 








ODLIDA 


Steel Split Pulley 


Send for Booklet 





sé E grooveless oval crown of the Oneida Steel 
Split Pulley provides a surface of perfect con- 
tact for the belt. Tension is unnecessary as with 
angle surfaces. Low belt tension means less 
bearing friction, lower power costs and mini- 
mum strain on belts and equipment. 


This is only one reason for Oneida efficiency. 
Double arms are provided in sizes from 8-inch 
face up. In other makes this additional strength 
is only provided in the larger sizes beginning 
with 18-inch face. 


Arms are interwoven with hubs which gives 
strength where most needed. In all of the 
larger sizes, a steel plate is used at the juncture 
of arm and rim—this affords extra rim reinforce- 
ment and allows the use of larger rivets. 


DopcGe-OnEIDA products provide a most effi- 
cient and economical means for transmitting 
power from the prime mover to the driven ma- 
chine. There isa single standard of quality which 
is maintained throughout the entire line. Made 
in the Dodge shops, where 40 years’ experience in 
the production of everything for the mechanical 


_ transmission of power is built into every product. 


Your Dodge-Oneida dealer has a complete stock and 
can handle your orders on an immediate delivery basis. 


Dodge Sales and Engineering Company 


General Offices: Mishawaka, Ind. Works at Mishawaka, Ind., and Oneida, N. Y. 


Philadelphia Cincinnati New York 
Atlanta _—_—s Minneapolis Chicago Boston Newark St. Louis 


Houston Seattle San Francisco Pittsburgh 
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months. By changing his thermometers each month 
he set employees thinking of what the economists 
call “real wages” instead of dollars—the purchasing 
power of the money they earn. 

There was considerable carelessness among the em- 
ployees of another concern in using supplies—little 
things like thumb-tacks, clips, twine, wire. One night 
the junk and sweepings of the plant were turned over 
to the purchasing agent, who sorted out different 
things, tagged them with the prices he was paying 
for each article, and arranged them in an exhibition. 
It was an interesting show. Some fellow had tied up 
a package of rubbish, thinking he was helpful. But 
he had tied it with sixty-five feet of good copper wire, 
worth not less than fifty cents! Another package was 
tied with a special kind of thread worth two dollars 
a pound. Screws, bolts, nails, small tools and the like, 
all fit for use again, had been swept up from the floor. 
(ne practical way of saving such things was indicated 
by two tool bags. Sloppy Sam’s tool bag had every- 
thing jumbled together so that nothing could be found, 
while the contents of Orderly Otto’s tool bag were 
shown as he sorted the different things out every 
night, and packed each where he could immediately 
put his fingers on it. 

Every employer has some information by which to 
estimate current business conditions, forecast the 
future and plan output. He may know that six weeks 
hence the work force will be decreased. He is already 
trying to make the shrinkage as small as possible. 

Employees might help in a half dozen ways if they 
knew the value of economy of materials and time, 
attention to quality, more intelligent teamwork. But 
lacking knowledge about conditions, and fooled by 
present activity, they may be thinking about a wage 
“Aw, the company’s rich, and can stand it!” 
Put in simple diagrams, the Old Man’s data, the foot 
rule he puts on business conditions, would be interest 
ing to employees and give them a viewpoint based on 
lacts. 


Increase 


Giving better information about the 
business will correct much misunderstanding about 
their personal interests 


and hours, 


employees 


concrete things like wages 
which they see close at hand. Better in- 
formation is even more effective in creating better 
understanding between different departments, and 
taking up expensive slack. 

When re-adjustment loomed up, Henry Ford found 
that he would need forty-odd million dollars to meet 
early obligations. Wall Street discovered it, too, and 
hurried to suggest a loan. Mr. Ford declined to 
borrow, closed his plant down six weeks for an inven 
tory to find out where he stood, and raised the money 
by cutting out inter-departmental slack and stimulat 

teamwork. There were ninety-three thousand fin- 
ished automobiles on one hand, and a sales organiza 
tion capable of increasing its activities on the other. 
When the sales force knew what was necessary, it 
sold the cars. There was a war-swollen supervisory 
ireanization of desk men. The desks were sold, and 
the men offered production jobs in the factory. 

Mr. Ford owned a railroad by which, through quick- 
ening the traffic in both raw materials and finished 
cars, he cut down the material and finished product 
investment nearly $30,000,000. Had these drastic 
changes been attempted without letting employees see 
the wheels, there would unquestionably have been 
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misunderstanding and opposition. By making the 
whole situation plain to everybody, there was such 
teamwork that the labor and overhead cost of building 
a “Tin Lizzie” dropped nearly ten dollars a month 
during the next six months. 

After making a study of two hundred employee 
publications, Professor Robert E. Park, of the Uni- 
versity of Chicago, says that while most of them seem 
to be edited for the employer and at the employee, 
their publication assumes that the relation between 
employer and employee is not one of mere money, and 
that there is nothing that so satisfactorily ameliorates 
between employer and employee, and maintains 
morale, as a well-conducted employee publication. 
This conclusion may be broadly applied to all honest 
information given employees by employers, by what- 
ever method distributed. The remarkable increase in 
such information is not wholly voluntary on the part 
of executives—it grows because there is a genuine 
employee demand for it. 

tor 


DALLAS W. CLEM ADV ANCED 


Placed in Charge of New Power Transmission Department of 
Manning, Maxwell & Moore, Inc., New York 

Manning, Maxwell & Moore, Inc., New York City, 
have installed a power transmission department as a 
sub-division of their supplies department and have placed 
Dallas W. Clem in charge. Mr. Clem has spent his entire 
business life in the mill supply field, and more particu- 
larly in the line of power transmission. As a transmis- 





DALLAS W. CLEM 


sion engineer he has eight years of practical experience, 
and has made installations of all kinds of transmission 
appliances in almost every type of manufacturing indus- 
trv. He has specialized in installations for giving 
variable speeds, and it is partially due to this specializa- 
tion that his advancement was made. 

About thirteen years ago Mr. Clem entered the employ 
of the Reeves Pulley Company, Columbus, Ind. There he 
made rapid advancement through their sales and engi- 
neering department, and it was by mutual agreement that 
this company released him to head the new department 
of Manning, Maxwell & Moore, Inc. 
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Perhaps you might learn something about how to 
sell goods by noticing what characteristics and meth- 
ods you like in the salesmen who sell to you in stores 
and elsewhere. 


The kind of house you represent and the class of 
supplies you sell is going to determine the kind of 
salesman you will become. 

When you become particularly friendly or intimate 
with a buyer, do not allow yourself to grow careless 
of the technical details in handling his orders. * Have 
every order in proper form, no matter who is buying. 

Carelessness in your business life will cost you time 
and money, and in the end it will 
position. 


cost you your 

If you are satisfied to travel for a house of anti 
quated methods and back number goods, you may 
expect soon to be a back number yourself. 

There are lots of buyers who will never notice 
if you are not tidily dressed, but there are some who 
will find in untidiness a reason for not doing business 
with you. 

The longer you stick around after the buyer has 
signed the order, the more chance you give him to 
change his mind. 

It’s a fine thing to be able to call every customer 
and prospect by name when you walk into his office, 
and it is a practice that costs nothing. 

If you persist in featuring price in your efforts to 
make sales, you may expect to find yourself compet 
ing with houses making lower grades of mill supplies 
than your house makes. 

It is a mark of minus selling ability to have to cut 
under the other fellow’s prices in order to make sales. 

If you do not really like to read the business papers 
that cover your field of business, then it is likely 
that you are not deeply interested in your work. 

Even though the buyer has bound himself by sign 
ing the order, be sure he understands all the terms 
and conditions, and so avoid subsequent trouble and 
misunderstanding and cancellations. 

Is your anxiety to catch an earlier train, to travel 
a little faster, to get somewhere a little sooner, due 
to a desire to do more business or to a wish 


good time at the journey’s end? 


for a 


Some of the items in your line are slow sellers, are 
not paying their share of your expenses. Is _ that 
because the items are not ood ones or because you 
will not make the extra effort to sell them? 

No salesman ever bettered his standing or made any 
money in the long run by padding 
account. 


his expense 

Some salesmen take it easy with the easy buyers 
because they will buy anyway, and they take it easy 
with the difficult buyers because they think they will 
not buy anyway. Such a salesman loses at both ends. 


Pertinent Paragraphs 


uccessftl Salesmanship 


By Frank Farrington 
4 Rights Reserved 


The way to get even with the salesman who knocks 
your line is to say nothing at all about him and his 
line. 

When the house adds a new number to your line, 
don’t forget they do it to make 
merely to add to your labors 
sales, they make no money. 


more 
and if 


money, 
you make 


not 
no 


You might easily get information out of one number 
of MiLt Suppviks that would pay you well for reading 
it for a year. To read any such trade journal regu- 
larly will give you not one but many good ideas and 
much useful information. 

You may keep calling on a buyer and asking him 
to buy, and he may not buy, but when you stop call- 
ing on him and cease asking him, he is sure not to 
buy. 

It is a mark of a good salesman to know what not 
to say and when not to say it. 

No buyer before whom you have lost your temper 
cares about seeing you come around again. 

If buyers order from you because you are both 
members of the same fraternity or order, take their 
orders and be glad to get them, but don’t ask for 
orders on that basis. 
created for such 


Fraternal organizations are not 
purposes. 

If you want to sell a buyer again tomorrow, see that 
you give him a good value when he buys today. 
Today’s good values are what bring tomorrow's good 
orders. 

When you tell a man you are offering him a bargain 
in a special value, be sure you are actually doing just 
that. If you are not, you will lose his confidence and 
his future business. 

The orders you get are going to be dependent upon 
how hard you work for them, not on how hard you 
wish for them. 

When you get a customer to buy better equipment 
once, you make him a buyer of better equipment for 
all time. 

Don’t mix comedy monologue stuff in with your 
selling talk. [ven buyers who laugh at your jokes 
may be mentally resenting your mixing vaudeville 
with business. 

There are more concerns in your territory buying 
your kind of supplies than are buying from you. Why 
aren't you selling them? 

Most of the new customers you land have to be 
weaned away from somebody else, and that is why 
you must work hard to get the new business. Many 
of those customers of others are pretty well satisfied 
with their present source of supply, and they will 
change only for good reason. 

The man with the small, slow growing business, a 
man you have not thought it worth while to visit, may 
be just needing a little help and inspiration from a 




















Waterproof 
Leather Belting 


ON’T wait for business to 
“pick up.” Lf you do, you 
will still be waiting, while 

the other fellow has secured the 
business you expected would fall to 
you. 


\We offer to supply dealers leather 
belting which is not excelled by 
any other make, and a sales propo- 
sition that will enable you to build 
up, with our assistance, a perma- 
nent and satisfied belting clientele. 
Don’t wait. Write us about it 
now. 
rO BELTING USERS—Ask for a 
sample of Comber Waterproof Leather 
Belting, and the name of dealer 
nearest you who carries a_ stock. 
Comber Belting is guaran 
teed by us. 
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salesman with ideas to get him started on the road 
to development. 

Successful salesmanship is as much the ability to 
help people to buy the right kind of supplies as it is 
the ability to get them to buy anything at all. 

If you want to convey the impression that the busi 
ness of your house is big and growing, don’t talk 
about hard times and about the disinclination of buy 
ers to buy. 

In taking orders from men of business 
habits, don’t be careless. That is just the time when 
you must take pains to be unusually accurate. 

Whether you consciously or unconsciously adopt 
some other man as an example of what you would like 
to be in salesmanship, be careful to choose the right 
kind of an example. 

There may be some lines that are self selling, but 
there is no line that will not sell better for being 
pushed. ‘Taking orders for self selling goods is not 
salesmanship in any sense. 

Your customers like all the service they can get 
from your house, and service is a great help in sell- 
ing, but it is worth while to bear in mind that service 
costs money and your house must make money on its 
sales or it might better not make the sales. 

Are you competent? Have you an adequate knowl 
edge of the line of mill supplies you are selling? If 
not, you cannot expect to hold your job much longer. 
Goodness only knows why they haven’t fired you 
before. 

If you think there is nothing in the business papers 
for you, the probabilities are that you lack the ability 
to recognize good business ideas when you see them. 

When you have occasion to talk to a buyer over the 
telephone, take pains to be twice as courteous as you 
would be if seeing him in person. 

Caveat emptor never was a good motto, and the 
salesman who tries to use it in these enlightened 
times will find that buyers will beware of him and 
his house. 

If you have no better reason for the use of certain 
selling methods than that you always have used them, 
it is high time for you to cast them aside. 

Don’t even hint at any guarantee to your goods 
that the house will not stand behind up to the last 
letter. 

When you meet with real, concrete objections to 
anything in your line, see that those objections are 
placed before the proper people back in the house. 

Any detail of the sale that is just a verbal under- 
standing between yourself and the buyer is likely to 
prove a source of complications when questions arise 
between the buyer and the house, with you not a 
party to the correspondence. 

When your customer asks to see a catalog or pho- 
tograph, do you have to go out and get it or perhaps 
paw over the entire contents of a handbag partly filled 
with garments and toilet articles? You ought to plan 
better than that. 

When the house issues orders or makes plans that 
you do not like, instead of offering objections, offer 
suggestions. The former are destructive; the latter 
constructive. 

It would not be much of a mariner who would allow 
his ship to drift with the winds and tides and trust 
to luck to bring him to port. There are salesmen who 
go about their business in just about that way, taking 
the business as it comes instead of making business. 


careless 
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You owe it to your success to look well in dress, 
face and carriage. If you do not look the part of 
success, you will find it hard to attain success. 

Consider your companions, your cronies, your best 
friends. What type of men are they? Be honest 
about it with yourself because you are probably just 
about that type of man yourself. 

The easy way along the business road, the way of 
the least resistance, is down hill. You have to make 
an effort to climb. Anyone can slide. 

Dreaming or boasting of what you are going to 
do will not bring about accomplishment. Action is 
what produces results. 

It is very likely that you have faults and that your 
goods have faults, just as there are faults in competi- 
tors. What are those faults? It is worth while to 
uncover and correct them. x 

The way to convince the sales manager that you 
ought to have a large salary is not by telling him 
how long you have been with the concern, it is by 
showing how much better you now are. 

The more you find out about what other salesmen 
have done to get business in your line, the more you 
will know about what you can do. 

When you are discouraged by the look of a big 
task, go at it and you will find it is made up of a 
multitude of small tasks to be tackled one at a time, 
each within your powers. 

The harder you have to work to earn an adequate 
income, the more you appreciate the money when you 
get it 

The mistake you make will be helpful if by making 
it orce you learn not to make it again. 

If the methods you have been using to make sales 
are not producing results now, change your methods, 
but don’t give up. 

Don’t waste time looking for luck or waiting for it. 
Whatever of sheer luck is to be yours will find you 
in due time. Meanwhile be making your own luck. 

If you cannot be honest with your buyers, you will 
lose their trade, but if you will not be honest with 
yourself, you will have no buyers and soon no job. 

When you make the mistake, don’t try to saddle it 
upon the shipping or billing clerk or upon somebody 
else. Shoulder your own mistakes and apologize for 
them. 

When customers ask difficult questions about what 
you sell, don’t give off-hand and perhaps inaccurate 
or inadequate answers. Take time to reply carefully 
and acquire a reputation for being a reliable source of 
information. 

The advice you get about how to be a better sales- 
man is just as valuable as you make it—and no more. 

If you have learned nothing in the past year’s expe- 
rience that will help you to do more business this com 
ing year, you must be a dull pupil indeed. 

Do you give careful thought to what you are going 
to say to a prospect, or do you depend upon an inspir- 
ation to come on the spur of the moment? Put your 
brains back of your sales talk, but not too far back. 

No matter how desirable the goods and how many 
arguments in their favor, it is still possible to say too 
much, to talk too much in their favor and lose the 
customers by over-commending the line. 

With everything coming your way, it is easy to 
think yourself a good fighter, but what really shows 
your mettle is the way you act when misfortunes 
befall you. 
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An Exceptional Selling Plan—Plus— 
An Exceptional Line of Barrows 





NE factory may offer you a good contract with 
() good prices, good discounts, and good service. THREE LEADERS 
That is desirable. COMPLETE AKRON LINE 


Another factory may manufacture and offer you a 
good product, backed by a good name and by years of 
experience. That is more desirable. 

On barrows, the AKRON Barrow Co. offers you both. 
That is most desirable. 

As to the contract; you can obtain the AKRON Ex- 
clusive Selling Arrangement if you are qualified to take 
on suchacontract. As to the product; the AKRON line 
of barrows has been made for thirty-five years; every 
article of the line is such that when users examine bar- 
rows, point for point, AKRON Tubular and Contractors’ 
barrows, carts, etc., sell themselves. 

Jobbers commensurate with the quality of the AKRON 
line are wanted in open territories—jobbers who will put ag- 
gressive selling behind this leading product. Ask us to explain 


in terms of “‘profit’’ what the AKRON Exclusive Selling Plan 


means to our distributors. 


THE AKRON BARROW COMPANY Concrete Cart. 
Factory: Akron, O. Offices: Cleveland, O. 





Tubular Steel Barrow. 





Contractor’s Wood Handle Barrow. 
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(Continued from page 32) 
ventory breaks and an overhead considerably out of bal- 
ance with curtailed business. 

We have been hoping from month to month that con- 
ditions would improve, but so far the chance for the 
better has been very slight, although we are inclined to 
think that there is some change in the right direction. 

We do not anticipate that the first few months of 1922 
will be very satisfactory, although we do look for con- 
tinued if slow improvement, and are hopeful that the 
latter part of the summer and early fall will see matters 
moving fairly satisfactorily. 

From A. H. Rahmann, George Rahmann & Co., New 
York.—It is a very difficult matter to make any forecast 
at this time concerning the future—that is the immediate 
future. Most of us, fortunately, are optimistic and have 
no doubt as to the ultimate outcome, firmly believing that 
we are again going to see business as good as we have 
ever seen it in this country. 

It does not seem unreasonable to expect a decided 
change for the better after the first of the New Year, 
and when the disarmament conference at Washington is 
concluded. In our own business we do not feel that it 
is a speculation to say that conditions are improving; we 
believe we have at least passed the turning point. Up 
to November 1 our sales were exactly 49.5 percent of 
last year, while we find on December 1 that the propor 
tion had increased to 51 per cent. 

Business so bad last December that 
doubt that our vear should end somewhere above the 50 
mark. 


Was we do not 
percent At first glance this comparison would 
seem to be unfavorable, but when it is considered that 
prices in our line have declined rapidly and without 
precedent, compared to last year the volume in bulk com 
pares very much more favorably than the volume in 
dollars. And then we must not overlook the fact that 
last year was the very best vear in the history of our 
business, which goes back well into the last century 
There are many indications that there should be better 
business after the first of the New Year. 

We are enthusiastic about such moves as the Rotary 
Club is inaugurating with its poster campaign for better 
business, and believe that if all similar organizations, 
trade papers and newspapers would adopt a more opti 
mistic tone, there would not be so much doubt as to 
future prosperity. 

From Frederick H. Payne, President, Greenfield Tap 
and Die Corporation, Greenfield, Mass 
word was passed to every manufacturer, jobber, supply 
house and retailer in America to liquidate. As is always 
the case, the pendulum swings too far either way. In 
our line we find that the jobbers and supply houses of 
this country have liquidated from 25 percent to 50 per 
cent. The number of orders that we have received this 
vear is practically the same as 1920, except that the aver 
age amount in dollars and cents is very much less, which 
shows that our customers have been ordering only what 
they absolutely needed, and ordered more frequently. 

The tone of our orders and letters since the first of 
September have been decidedly better, and we feel that 
th turning point in our industry was reached in Septem 
ber. We anticipate and believe that having put our foot 
on the first round of the ladder we will see in 1922 a 
slow but gradual improvement in both our domestic and 
foreign business. I believe that nine out of ten retailers, 
supply houses and jobbers, in all lines in America, have 
sold more goods in 1921 than they purchased. That be 
ing the case, they must purchase at least as much if not 
more than they sell in 1922. 


Over a year ago 


From H. W. Kelsey, Sales Manager, The Russell 
Manufacturing Co., Middletown, Conn.—As far as the 
past is concerned, we do not feel that anything which 
we might say could contribute greatly to the knowledge 
of business men. The past is still too vivid in the minds 
of most of us to call for any remarks on this subject. 

We are passing through a business reconstruction 
which exceeds in extent anything of a similar nature 
which comes within the experience of the present busi- 
ness generation. While business at the present moment 
is at a very low point, we feel that fundamentally con- 
ditions are much better, and that as soon as the inventory 
period is past, there will be a decided upturn in the 
volume of business available. 

Statistics show that within about 100 years we have 
passed through three periods of inflatien which coincided 
with the three principal wars. The index figure of 
wholesale prices reached relatively the same level during 
the War of 1812, the Civil War and the recent World 
War. Following the War of 1812 and the Civil War, 
we passed through a period of declining prices, reaching 
its lowest point in about thirty years. After both pre 
vious wars the period of abrupt liquidation covered about 
two to three years’ time, but wholesale prices steadily de 
clined for the next thirty vears. The low point in both 
cases Was approximately the same. 

We have been going through a period of liquidation 
recently, and while in our opinion this is not complete 
in the case of all commodities (and we regard labor as 
a commodity), it seems reasonable to suppose that we 
are approaching the end of this period. We expect to 
see the general level of wholesale prices continue to de- 
cline, although there will naturally be 
from time to time. 
porary, however. 


some advances 

These advances will only be tem 
In our opinion prices will not gO to 
as low a level as they did in similar periods in the past, 
neither do we feel that the period of declining prices 
will last as long as it has in the past. In our judgment 
we may look for a period of about ten years, or at the 
outside fifteen to twenty before we reach the 
lowest level. From that point on we may expect an up 
ward trend in prices over a considerable period of time. 
This condition means that business will have to be con 
ducted along somewhat different lines than has been the 
experience of most men who are active in business today, 
and the success of any business will depend upon the 
ability of the people at its head to adjust themselves to 
the changed conditions. 


vears, 


Declining prices do not in any sense indicate a declin 
ing market, in fact we believe that beginning early in 
the vear of 1922, we may look for a steady increase in 
volume in all lines of business, and while we do not an 
ticipate a rapid return to maximum production, we feel 
that it is reasonable to suppose that after all lines of 
business become thoroughly liquidated, the volume will 
steadily increase over a period of some years to come. 
We are, of course, unfavorably affected by the condition 
of foreign countries at this time, and we do not believe 
that anyone cares to predict how long a period will 
elapse before the foreign situation approaches normal. 
That it is improving in most countries is a matter of 
common knowledge, and while the improvement is slight 
at the present time, we look for better conditions during 
1922, and this will be retiected in the volume of business 
which will come to this country from outside sour¢es. 

The agricultural situation has been a very serious one 
during 1921, but with new crops produced on a labor 
cost which approximates normal, and with the increasing 
consumption by the world at large, we see no reason 
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Recognized by the Trade as Standard 





Our jobber and dealer lists are the most complete and accurate records obtainable. 


Manuiacturers of mill, steam and mine supplies, machinery and tools, plumbing 
and heating supplies, hardware and auto supplies, who cover the trade either by mail 
or with salesmen, cannot afford to be without these lists. 


All lists have been thoroughly compiled, and made as nearly complete and perfect 
as possible. We guarantee all lists to the extent of refunding postage on all letters (cor- 
rectly addressed) returned by the United States Post Office as undeliverable. 


You could not buy a single one of these lists separately at the price of the Direc- 
tory. Will be ready for delivery about January 20th. 


The Sellers’ Guide Section for 1922 will con- 
tain the following lists—comprehensive and 
accurate, and in daily use by thousands of man- 
ufacturers. It is convenient in size, 4x 634 
inches, strongly bound, and contains the follow- 
ing lists: 

Jobbers and Dealers in Mill, Steam, Mine, Heating, Con- 
tractors’ and Kindred Lines of Supplies, Tools and 
Machinery in the United States, classified by States 
and Cities, naming kinds of goods handled, giving 
names of officers, buyers, etc. 

Jobbers of Plumbing and Heating Supplies in the United 
States, Classified by States and Cities, giving names 
of officers, buyers, territory covered and other de- 
tailed information. 

Jobbers and Dealers in Mill, Steam, Plumbing and Heat- 
ing Supplies and Machinery in Canada, classified by 
Provinces and Cities, specifying kinds of goods han- 
dled 

Manufacturers’ Agents representing Manufacturers of 
Mill, Steam, Mine, Plumbing and Heating Supplies, 
etc., in the United States. 

Wholesale Dealers in Hardware in the United States 
and Canada. 

Dealers in Plumbing Sundries and Specialties. 

Dealers in Automobile Supplies and Accessories (whole- 
sale). 

Dealers in Electrical Supplies (wholesale). 

Trade Associations. 


This section alone is $3.00. 


The Buyers’ Reference Section contains com- 
plete classified lists of manufacturers of Mill, 
Steam, Mine, Plumbing, Heating and kindred 
lines of Supplies, Heavy Hardware, Tools and 
Machinery. 


The products of 9,000 manufacturers, carrying 
over 50,000 trade of brand names, are classified 
in this section under 4,000 headings. 


This section is handsomely bound in cloth. 
Size 734 x 1034 inches. Thousands of buyers 
have stated that it is practically indispensable 
to them. 


There will also be found a complete Alphabetical list of 
Manufacturers of Mill, Steam, Mine, Plumbing, 
Heating, Lighting and Allied Lines of Supplies, 
Tools and Machinery in the United States giving 
Street addresses and branch offices, and specifying 
kinds of goods produced. 


Both Sections of the Directory and Mill Sup- 
plies for one year, $4.00, so why pay more? 
The only Directory specializing in the lines 
named. 





The Crawford Publishing Co. 
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why the farmer and all sections of the country will not 
be in a much better position during 1922, and this will 
have a very decided effect upon the business of manu- 
facturers in all lines. 

With a reduced volume of business, competition will 
be necessarily much keener than in the past, and efficient 
selling methods will be of prime importance. It is our 
belief that whereas of late years distribution has been 
considered by many of secondary importance, from this 
time on it will take its place at the head as the prime 
requisite of successful manufacturing. We do not wish 
to appear as belittling the necessity of modern manu- 
facturing methods, in fact we feel that competition in 
this regard will be keen, but in our opinion a manufac- 
turer, no matter how efficient his organization may be, 
cannot hope to succeed in the coming competitive con- 
ditions unless he is in a position to distribute his products 
in the most efficient and economical manner. 


From W. R. R. La Vielle, President, Neill-La Vielle 
Supply Co., Louisville—While it is our desire and en- 
deavor to always take the optimistic view, we find that 
our past experience is such that we involuntarily lean 
to the pessimistic side. We have an apprehension that 
conditions are still far from normal, but just the solution 
of our predicament is a matter that we feel is too deep 
for us. We feel that basic conditions are still wrong, 
and until they are righted the business world will be sub- 
ject to spasmodic periods in a greater or lesser degree. 
A review of our local field bears this out. These re- 
marks apply principally to conditions as they have 
existed for the last twelve months, and as they do now 
exist locally. However, the future appears some 
brighter, and we are inclined to the opinion that if 50 
percent of the business materializes that is now in a 
good way to be an accomplished fact after the holidays, 
we will be well along on our way to a resumption of 
conditions much more satisfactory than those existing 
during the year 1921. 

We are hoping and using our best efforts to make 
this an accomplished fact, and we believe that this is 
generally true of all the other supply houses in this 
vicinity. 

From W. T. McLeod, President, McLeod Leather & 
Belting Company, Greensboro, N. C_—The period of ad- 
justment is of long duration. We are not yet through 
with it, but many things are happening to indicate that, 
although the process of returning to a normal basis is 
very slow, it is sound. There is an inclination to thresh 
out each problem completely, getting definite and per- 
manent results, instead of patching it up, necessitating 
duplication of effort at a later date. 

This year will not produce a big business boom, nor do 
we want it. Industries have found they can operate on 
an economical basis and they will continue to do so. 
People have decided they can do without certain luxuries 
and they are not buying them. Labor has found the 
dollar is purchasing more value each day and is willing 
to make its contribution toward economical operation. 

Present conditions have brought out a higher degree 
of efficiency than we have known for several years, 
which will guarantee greater returns for money spent. 
We have stopped thinking in extravagant terms 
fictitious values are being done away with. 

The leather belting industry is a good barometer of 
general conditions, and the gradual improvement being 
shown in leather belting sales indicate that the wheels of 
industry are speeding up. Nineteen hundred and twenty- 
two should develop into a good business year—a little 





slow to start, but sure to get better, and it is my opinion 
that legitimate business will make a showing this year 
that will develop a feeling of confidence and sound 
optimism. 


From W. C. Longenecker, Treasurer, The Toledo Pipe 
Threading Machine Co., Toledo, Ohio.—Responding to 
your request of December 7: Our viewpoint regarding 
the business for 1922 is, of course, limited by the horizon 
of our own peculiar business. 

We are happy to say that the outlook for the coming 
year seems to us entirely satisfactory. As a matter of 
fact, business has not been bad with us this year. There 
is a very considerable volume of building and other con- 
struction work going on, requiring more or less pipe 
threading, and this reflects itself in our business. 


From W. J. Radcliffe, President, The E. A. Kinsey 
Co., Cincinnati—As far as the year 1921 is concerned, 
it is one which we feel that most all dealers are perfectly 
willing to forget, as far as their business experience is 
concerned. 

This year has been very unprofitable to manufacturers 
as well as distributors, as they have been compelled to 
accept merchandise losses from time to time. 

As to the year of 1922, we sincerely trust that these 
general conditions will show an improvement not later 
than the early spring months of the year, but we cannot 
help but feel that the outlook is uncertain, and possibly 
will remain so for some time to come. 

It seems to us that the general conditions would indi- 
cate some tendency toward improvement, but before 
prosperity will again reach us, we feel that the foreign 
situation will have to be in much better condition than 
it is at the present time. We also feel that there will 
have to be a decided improvement in the general rail- 
road situation, both as to rates and the labor situation. 

There is no doubt that we are nearing the eve of quite 
a building boom, providing the different organizations 
that contribute to building will see the light. If they 
could only realize that the war is a thing of the past, and 
know that it is impossible for war-time wages to con- 
tinue, we feel that the building boom would be on in full 
force in the early spring. 

As far as we are concerned, we feel that the wise 
thing for us to do at present is to make the best of the 
situation as we have it, and be ready for the resumption 
of business when it comes. 


From E. T. Creiger, Sales Manager, Medart Patent 
Pulley Co., Inc., St. Louis, Mo.—Referring to your re- 
quest for our views on varied aspects of business, the 
unusualness of the times renders compliance with such 
request unusually difficult, particularly so when what we 
may say is to be taken in part solution of some of the 
enigmas of the past months, and a guidance during the 
require more intimate knowledge of certain facts than 
we have time for their ascertainment, and a more care- 
ful study of them than we could consistently give. 

Of a few things, however, viewing them casually, we 
can write with some assurance. Standing at the threshold 
of the new year we have greater reasons for confidence 
than we did twelve months ago, when we were still 
touching hands with the prosperous era and confidence 
was a matter of course with the majority of us. No very 
keen observation of the general trend of world affairs is 
needed to reveal that if business is slow in its progress 
towards normalcy, the foundations are building for its 
enthronement at no distant date. There are divers rea- 
sons for this conclusion, but if there were none other so 
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DAGGETT 
Ball Bearing Hanger Boxes 


The CHICAGO Line 


will fit any standard line shaft hanger 





Simple in Construction—Accurately Made 
Noiseless—Dirtproof—Oil Tight—Durable 
sf 


The Daggett Ball Bearing Hanger Box removes the final objection to 
ball bearings for lineshaft use 


Because 
It will fit present hanger frames—no need to buy new ones. 
ofe 
A valuable, fast selling, appliance for reputable Dealers. 


Territories now being allotted. 
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Manufactured exclusively by 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 
40 So. Clinton St. 
Chicago, Ill. 


FACTORY: 
Menomonee Falls 
Wisconsin 
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patent, who can doubt the stabilizing effect to the dis- 
armament arrangement (with its peace ramifications) at 
Washington ? 

During the past few months getting orders in many 
lines has become much like chasing the will-o’-the-wisp, 
such an orgy of price cutting has been inaugurated 
through seeming desperation to secure them, and we can- 
not but conclude that in many instances either prestige 
has been sacrificed or loss sustained to obtain momentary) 
advantage, judging from the price basis on which the 
commodities have been offered. 

In view of many considerations, upon which perhaps 
the foregoing is merely consequent, for many of us the 
past months have been full of deepest uncertainty, the 
close of which brings us face to the fact that accom 
plishment in the form of dollars and cents, has been nil. 
Our organization, however, has managed to keep head 
above water and hold together its integral parts. And 
this has not been due to any sort of good luck, but to 
persistent grinding and careful watching of the business 
barometer, coupled with unwavering faith in the re 
cuperative powers of this great country, latent with 
prodigious resources. 


From H. H. Hellerman, President and Treasurer, The 
Penn Engineering Co., Philadelphia—Since July 1 the 
volume of business has been very satisfactory, and Oc 
tober and November were two of the largest months we 
have ever had. As far as we can see at the present 
time, business should be better in 1922, as we find that 
the majority of the jobbers have very small stocks of 
goods in our particular lines, and we believe conditions 
will be more stable during the coming year, and the 
jobber, therefore, will have greater confidence and order 
in nearer to normal quantities. 

In our estimation “the price-cutter” has been one of 
the greatest drawbacks to normal business during the 
present vear. By this we do not mean legitimate reduc 
tions in price due to decreased cost of manufacturing, 
but price-cutting without cause or reason. 

No manufacturer can permanently keep up the stand 
ard of his goods if the price is persistently cut. Pretty 
soon he is compelled to use cheaper materials, and to 
cut down the wages of his workers. The man who cuts 
prices puts up the sign: “This way to the junk heap.” 


From Paul Armstrong, Secretary, Armstrong Bros. 
Tool Co., Chicago.—Nineteen twenty-one has not treated 
us badly, as we have kept our organization together and 
our plant in continuous operation. Orders have been 
plentiful, but naturally for quantities smaller than here 
totore. 

However, during the last few months we have noted 
a great improvement, with substantial stock orders com 
ing in from many of our jobbing customers, and as this 
continues despite the near approach of the holidays and 
stock taking, it seems évident to us that the vear 1922 
is due for a good start and will develop steadily improv 
ing business conditions. 


From L. G. Isaacson, L. G. Isaacson Company, Aber- 
deen, IVash.—We are already placing our orders with 
manufacturers for next year’s anticipated requirements. 

In so doing we are confident that 1922 will exceed 
1921 in volume of business, although the vear just pass- 
ing has been satisfactory. 

A fact not to be overlooked is that some producers 
have yet to learn that prices will not “fly back” to a 
war basis. There is also still an opportunity to lower 
prices on the part of some groups who think they have 


a monopoly. We shall soon try for relief by offering 
our orders to manufacturers outside of the United 
States. 


From IV. H. Dangel, President, Lovejoy Tool Works, 
Chicago.—We are glad to report that business seems to 
be improving right along. Our November sales were 
the best of any month since March, and we look for a 
modest and gradual improvement, with approximately 
normal business by the middle of 1921. 


From F. G. Skinner, Secretary-Treasurer, The Sterling 
& Skinner Mfg. Co., Detroit, Mich.—In reference to our 
point of view in regard to commercial, industrial and 
economic conditions, would rather speak of the future 
than the past or present, as the vear 1921 has been a 
rather disappointing one to the majority of manufac 
turers. From all that we can learn there seems to be 
two distinct views in reference to 1922 and 1923. The 
financial interests seem to be of the impression that 1922 
will be a very good business year, as money is getting 
cheaper, which will give a better opportunity 
investments, but 1923 will slow down again. 

Others have the opinion that while 1922 wiil be much 
better than 1921, the possibilities for profits may not be 
encouraging, as they are still under the impression that 
the cost of production has not been entirely liquidated. 

Of the two opinions we lean towards the 1922 being 
more of a normal vear, as the conditions of the past vear 
have been more of liquidating stocks, they would appear 
to be very low, and will necessitate purchases to put them 
in a normal condition for trade. 

However, we are hopeful, as the past few months have 
been constructive periods and must bring forth some 
thing good for the future. 


for new 


From Irving Il. Lemaux, President and Treasurer, 
indianapolis Brush & Broom Mfg. Co., Indianapolis 
The last quarter of 1921 has shown a healthier con 
dition in business, and I am contident that after inven 
tories have been completed, that we may expect a steady 
continuance of conservative 
basis, which will insure a long, prosperous period in this 
country. 


From D.C. Henderson, The Chas. A. Strelinger Co 
Detroit, Mich—In response to vour letter asking for our 
opinion of business conditions in 1922: Frankly we are 
not looking forward to a big year in 1922. However, 
we do expect at least to break even for the vear. 

As far as business in general is concerned, we feel 
confident that there will be a large increase, but in 
machinery and tools it must be remembered that there 
is still a large amount of used equipment on the market. 
In all probability, the sale of new shop equipment wiil 
be considerably curtailed until this used equipment is 
absorbed. 


increasing business on a 


From many indications it would seem to us that busi 
ness in general will be very much better next vear, and 
in many lines the year should show a profit. Many of 
the people that we are in touch with feel that the worst 
of the depression is past, and they look for a much 
better business next vear. However, as stated above, in 
the machinery and tool lines, on account of the used 
equipment to be absorbed, we do not feel confident of 
doing much more than breaking even in 1922. 


From W. H. Glatt, Sales Manager, Victor Balata & 
Textile Belting Co., New York.—The present business 
condition, in our opinion, is improving. During the past 
few months we have received a number of orders from 
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customers who have not bought for some time, and while 
the orders are not large, they show a tendency toward 
the revival of business. 

As you know, manufacturers will not purchase belting 
to operate their plants unless it is necessary to run 
machinery, in which event it shows they must have busi- 
ness booked. 

We believe that business will gradually improve to 
such an extent that by the middle or latter part of 1922 
the same will be at least back to normal. 

Raw materials in our line, such as cotton, etc., have 
advanced, and we look forward to still further advances. 


From Samuel Graydon, Treasurer, Wynkoop Hallen- 
beck Crawford Co., New York.—In harmony with your 
request for an expression from us concerning business 
conditions and the outlook, am glad to contribute our bit: 

“Again the silent wheels of time their annual round 
have driven.” Those fortunate enough to attend recent 
conventions in various leading industries could not help 
being impressed with the spirit of optimism pervading 
these gatherings. Not the least of the desirable results 
of the various sessions was that the delegates went home 
feeling that their confreres in their respective industries 
were going forward with confidence, conviction and de- 
termination that 1922 would be a good year. 

This sentiment is not confined merely to the member- 
ship of the different associations, but permeates the re- 
spective industries as a whole. 

Those who during the past twelve to eighteen months 
did not allow themselves to become panic-stricken or 
stampeded into methods or policies which their normal 
business judgment would indicate as unsound, or who 
did not lose their sense of proportion, have found that 
the mill supply field is a good one in which to be—one 
filled with great possibilities. Those who are well 
grounded in their business and have familiarized them- 
selves with and adapted themselves to revised conditions, 
have a justifiable confidence that the mill supply business 
in stability and in volume is on the increase. 

Fundamental forces, monetary, economic, industrial, 
national and international, governing business in general, 
supplemented by underlying factors that relate particu- 
larly to the mill supply industry, all forecast renewed 
activity. 

Inquiry reveals that this general attitude and feeling 
is not one of unthinking optimism, but is based on tangi- 
ble activity. 

That the spring of 1922 will usher in a pronounced 
increase in business in the conviction of the informed 
man, and those who are prepared for it from the first 
will get the larger share, with resultant profits. 

Possibly no one so well as the printer can sense the 
increased activity, for as the possibility of increased busi- 
ness is felt, manufacturers, jobbers and dealers begin 
their printing, so that from the outset they may derive 
the added profit resulting from the increased business. 
The condtiion of our own business evidences business on 
the up grade, by the number of inquiries, volume of busi- 
ness and increasing number of employes necessitated 
by it. 

Our interests are so closely and vitally linked up with 
those in the mill supply industry that we are virtually 
a part of it. Our constant, intimate touch affords a 
knowledge and appreciation of the mill supply jobbers’ 
problems, and our progress in large measure is con- 
tingent upon the degree with which we are able to co- 
operate in helping them to be more successful. 

“Printing—the Mother of Progress,” the slogan 
(Continued on page 55) 








If you are particular about 
the wrenches you handle get Armstrong 





You realize how easy it is to sell supplies that are 
well known and for which there is a constant demand. 


Consider Armstrong Tools, which are known by most 
every manufacturer, superintendent, purchasmg agent 
and mechanic, wherever tools are used. 


They have become standard equipment in many fac- 
tories, so that they sell themselves—you simply fill the 
order. 


There is real satisfaction and of course, some real 
profits, in selling standard goods that create their own 
demand and stay sold. 


Armstrong Tool Holders, Wrenches, Ratchet Drills, 
Dogs and Clamps belong to this class of tools. 


‘ Send for our catalogue B-20 and full in- 
formation about our complete line of tools 


ARMSTRONG BROS. TOOL CO. 
“‘The Tool Holder People’’ 
305 N. Francisco Ave., Chicago, U. S. A. 





If you want tool holders that sell themselves 
get the Armstrong Line 
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more or less than we,” 


had given Peter Monet 
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(Copyright by ” Daniel L. Hanson) 


“Tam going out to Bellmore and see just what the 


had said that morning in 
hundred thousand peo 


ple with two mill supplies distributors, should give 

business than we are getting out of it.” 
“The Consolidated is working that territory hard,” 

Peter Monet had replied, 


“they alternate their two 


our competitors getting 


retorted Aaron Steele, “all of 
us together are not getting near what Bellmore should 
i The point is that the two distributors out there 
fallow. Heavens, Peter, six 


mills, three plow works, 


I am just touching the high 
should keep all of us busy with shipments! 
There is something wrong with their advertising. We 
might national-advertise for 
get a 10 percent return unless our distributors do 
am going.” 


a million years and not 


He was gone two days, and said very 
little about what he had found there. In fact, a fire 
in the foundry along the river front during his absence 
a world of details to look after, 
salesmanager had been not at all inquisi 


his secretary, had asked 


“VY hat did you find out there in Bellmore? Are we 
getting a fair shake?” 

“We are getting just what we deserved. We should 
have kept our eyes on the two distributers. One has 
to watch his customers nowadays, else something is 
going to show wrong on the books. I guess there will 
be more orders from there before long,” Aaron Steele 
answered her. 


} was; much more business. 
meantime Miss Myrick from her desk by 
farther window 


noticed that Aaron Steele was 





getting every day a package of Bellmore daily papers, 
and gave them close reading. 

That trip had been in the early Spring; in fact, 
snow was still on the ground, and the crocus had 
just made its first brave attempt to greet the oncom- 
ing season. By Fall, Bellmore was turning in fine 
business to the Aaron Steele salesman, and other 
manufacturers in the same line were speaking about 
the “boom in mill supplies at Bellmore.’ 

Most natural, then, the qeustion: “What did Aaron 
Steele start when he made that trip?” 

And let us answer it by giving a bit of the con- 
versation between Aaron Steele and Eugene Driggs, 
Bellmore’s leading mill supplies house proprietor—a 
conversation that took place in Aaron Steele's office, 
with Peter Monet among those present, 

“You are right, Driggs! Back of each business, 
sitting into every directors’ meeting, looking over the 
auditor’s shoulder, is the Public. The business man 
only has reached wisdom when he sees this invisible 
Public, and recognizes that it is part and parcel of his 
management.” 

“Well, I didn’t see it.”’ Driggs frankly admitted. 
“What little advertising I did was directed—at least 
I intended it should be—at the purchasing agent. And 
it never touched him.” 

“No, because we look upon that purchasing agent 
as an individual, and he is a whole regiment. I didn’t 
catch that point myself at first. I was after the stock 
holders of the silk mills, of the hosiery factories, of 
the plow works—of all the other plants. For Bell- 
more is peculiar in that respect, its stock has been 
placed among those thrifty Swedes, Norwegians and 
Scotch who settled the town back in the fifties, and 
is still held there. I knew that and felt, as I then 
told you, that we would have to reach them, work up 
among them a sentiment touching their innate sense 
of thrift, that it would be cheaper to spend money 
now, rehabilitating the different plants, than spend it 
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Hitting the 
Bull’s Eye 


ENUINE oak-tanned leather belting cut from kackbone 
center stock, Cocheco rings the bell for lasting satisfac- 

tion. Quality and length of service are the things on 
which the popularity of ihis efficient power transmission 
medium have been built, and long experience (79 years) in 
manufacturing belting has taught us that these can only be 


elye obtained from first quality stock by scientifically planned, 

I. B. Williams carefully supervised processes. 
& Sons Our belting booklets will tell you all about Cocheco Belting 
and how it is made, and will give you in addition some inter- 
Dover, New Hampshire esting general information on belting and its use. They will 
BOSTON, MASS.. a i help you understand why Cocheco Belting has been hitting 
NEW YORK, N. Y., 71-73 Murray St. the Bull's Eye with discriminating buyers for so many years. 


CHICAGO, ILL., 14-16 N. Franklin St. Let us send them. 
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for that purpose later. That advertising campaign 
you and I laid out with Wurthen (this was the 
other dealer in Bellmore)—‘‘was aimed at them.” 

“And it hit them, too,” 

“It got them, but its reaction was more towards 
that of economy this year, and spending next year, 
than for immediate action. There is Filmore, the 
furniture dealer, you know. Well, he and I are old 
friends and we usually meet at the Union League 
when he is in the city. He owns a lot of that plow 
works stock and a bunch of stock in that silk mill. 
Well, he was thoroughly sold on rehabilitation to the 
extent of making a motion that a new superintendent 
be chosen at the plow works, a chap alive to the need 
of keeping the plant up, but in spite of it all, it was 
‘next year’ that was to see the overhauling. He did 
not want any dividend cut out this year.” 


said Driggs. 


“Yes, 1 know a number of them felt that way,” 
agreed Driggs. 

“Yes, but what we were selling through the Journal 
and the News was this year’s rehabilitation. But the 
only reason we put it over was because our shot scat- 
tered and hit the innocent bystanders, the Public. 
We sold our idea, but to the Public, or through it.” 

“All this is most interesting,” commented Peter 
Monet, who had been listening faithfully, “but it is 
something like a story of Joseph Conrad’s; it tells 
backwards, and when you reach the last page you are 
at the beginning. As salesmanager of this organiza- 
tion, I have a shadowy interest in looking over the 
program of the sales department, even if it is the Boss 
who goes a-selling. Now what did you find, what 
did you do, and what more are you going to do in this 
Bellmore ?” 

\aron Steele looked out the window toward the 
grain elevators across the river, those vast storehouses 
of the world’s necessities, the basis of the world’s real 
wealth. Then, stretching himself up to his full meas 
ure and towering over the others in the office, he said: 

“T knew, of course, that the local market in Bell 
more, her mills, foundries, factories and shops, would, 
were the situation properly developed, give a zip to 
business that would keep the local mill supply distrib 
utors eternally busy. I knew also that the situation 
was simply one of purchasing agents, because of their 
instructions from boards of directors, letting their 
properties actually run down, so as to make a fair 
dividend showing for the year. You don’t say any- 
thing in that annual report about half-worn out shaft- 
ing, frayed belting, leaky hose lines. If that were 
properly listed and put on a cash valuation, certain 
annual reports wouldn't look so good. But business 
would be run on a cleaner and more honest basis. 

“T knew, too, that while the directorates were the 
ones to be ultimately reached, still advertising ammu- 
nition would have better chance of landing on some 
one if there were more targets. And, as I already 
have said, in Bellmore there lived eighty percent of 
the holders of stock in these various industries. | 
reasoned we could accomplish more by newspaper 
advertising in Bellmore than by sales*lettering the 
directors.” 

“We had done something at sales-lettering,” Driggs 
offered. 

“You had just played with it, Driggs! Just as the 
kid in bathing suit spends the first two hours in sim- 
ply wetting his feet. But, on the other hand, it would 
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have to be diplomatically done, this advertising, so as 
not to antagonize the very people we were after.” 

“Seems to me that you were sort of wetting 
feet by degrees, too,” said Salesmanager Monet. 

“You are reading history in the light of subsequent 
events, Peter. You have a hindsight made up of 
about a thousand volt nitrogen bulb. We who pio 
neer carry a rushlight or a ha’penny candle. 

“Mr. Driggs and I went over that first copy most 
carefully. We would have preferred to have worked 
it out as editorial, or reading matter, but postal in 
spectors are pretty keen nowadays and_ publishers 
must walk the chalk line. Besides, the newspapers of 
Bellmore were not yet sold on the idea. In fact, 
neither Mr. Driggs nor myself had a clear conception 
of what we were starting. So we began with a small 
quarter-page in the Journal. You can as easily knock 
a man down with a big display of-blank paper, as with 


your 


a page of heavily worded copy. And we were not 
figuring on knocking any one down. We were not 
blasting our way; we were just grading it. Here ts 


our first ad.” 

He spread out a copy of the Journal on his flat- 
topped desk, and read: 

“The financial condition of Bellmore’s manufactur 
ing plants is recognized as being the best in the land. 
They can finance themselves to any extent in that 
business revival that is already on the threshold. 

“But how about their physical equipment’ Are 
they in condition to stand the racking strain of night 
and day shifts which will be necessary when the full 
tide of business is on us? 

“Are the manufacturing industries of Bellmore only 
strong financially ? 

“Are the manufacturing industries of 
weak in their physical equipment?” 

It was clean looking copy, and signed by both the 
mill supply distributors of Bellmore. 

“Well, did something start?” asked Peter Monet. 

“Yes, sir!” replied Aaron Steele, “two reporters 
started out to make a survey and were thrown out of 
the first plant they entered. 

Mr. Driggs laughed at the remembrance: “If we 
had staged the thing it couldn't have been any better 
for our purpose. An outraged press rose in defense 
of its representatives. There was a fight on immedt- 
ately and we were neither contestants nor bottle 
holders.” 

\aron Steele went on. 
and bought more space. 
ment :” 

This was half a page and still asking questions, as 
follows: 

“Would it not be a calamity to Bellmore if, in the 
midst of this oncoming business revival, one of her 
largest factories should collapse, walls tumbling in 
and roofs going to the basements? 

“Would it not be as great a calamity, almost, if the 
machinery broke down because repairs had not been 
made during the time of slackness? 

“Ts not today the time of slackness—theretore, of 
rehabilitation? If this opportunity is not being used 
in Bellmore for the rehabilitation of her factories 
who is to blame?” 

“What were the editors doing all this time?” asked 
Peter Monet. 

“It took them a few days to get themselves into 
close formation after the superintendent of the Silka 


Bellmore 


“Then we changed our copy 
Hlere is the next advertise- 
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Entirely Satisfactory”’ 

“ Will Continue to Use Them”’ 
“Best We Have Ever Used” 
““Saves Much Valuable Time”’ 
“Best I Have Ever Seen”’ 


“Using These Centers Exclu- 
sively”’ 


“Giving Excellent Results” 
“Excellent Tool’ 


“Very Handy’”’ 
and 


hundreds of other endorse- 
ments from thoroughly sat- 
ished users are in our files 


available for your reference. 












Why Waste 

Time Grinding 

Lathe Centers 
When the— 


Inserted Point 


CENTER 


requires only ten seconds to change a point which can be done without 
removing the sleeve from the machine? 


The Detroit Center consists of only two parts—a high speed steel center 
or point and a sleeve of hardened steel. The sleeve is not subject to wear, 
is permanent and takes up all wear insuring perfect alignment and rigidity. 
Both hole and center are ground to a Morse taper. 

The life of the high speed steel point is extraordinarily long. The average 
Detroit point will outlast from ten to one hundred carbon centers, even 
under the most exacting conditions. And when a new point is required, its 
cost is less than that of salvaging the ordinary center. 


If you are interested in reducing your operating costs, order several sets of Detroit Inserted 
Point Centers. They will eliminate delays and shut downs due to burned and frozen points, 
they will eliminate point grinding on the part of high-priced mechanics; they permit you to 
operate your lathes and grinders at continuous maximum speed—and they cut the time to 
an absolute minimum. 


Detroit Inserted Point Centers have been in use over a long period of time in some of the 
largest machine shops and factories in the United States. 


Dimensional Chart and Price List on Request 


Detroit Twist Drill Company, Detroit, Michigan 
45 Warren Street, New York Hurt Building, Atlanta 
Canadian Detroit Twist Drill Co., Limited, Walkerville, Ontario 
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tex Mills threw out the reporters. But they got that 
close formation within a week, and we helped close 
up the ranks by taking space in both dailies. Nothing 
like that for getting the press of any fair sized city 
into close fighting formation. Within a week both 
had handled the matter editorially and both were mak- 
ing surveys. It was public service that the Journal 
and News were doing—didn’t they say so in their 


columns’ Bellmore must hold her prestige in the 
manufacturing world, Bellmore could not do that if 
her factories, mills, foundries, shops, ete., were not in 


the same high condition of repair as those in other 
cities 
“And that is 
Peter Monet. 
“Yes, my dear Monet. 
came in 


where the Public came in?” asked 
That is where the Public 
solid phalanxes of that Public. We had 
aimed at the directors, had hoped to puncture the skin 
of a few stockholders and here we had succeeded in 
peppering the Public till that same Public took the 
matter out of the hands of stockholders, directors, 
managers and so on. Bellmore’s pre-eminent position 
as a manufacturing center must be maintained, even 
if directors and managers were dumped in the deepest 
pool of the Bellmore river. Naturally, there was a 
rush on the part of directors and managers, both, to 
square themselves. Managers urged rehabilitation, 
directors passed resolutions roasting managers for 
having been asleep at the switch, and the battle was 
won. 
Monet. 
\aron Steele brought his black eyebrows closer to- 
gether as he looked at his salesmanager. “We cut 
the guy ropes, threw out the ballast of common sense 
and let the craft of our industry aviate into those 
realms where there neither mills nor = mill 
supplies?” 


“And you have stopped advertising,” said 


are 


“T simply 

“Well we did nothing of the kind. We changed 
copy, but we kept space, and we are going to keep 
on buying space, are we not, Mr. Driggs?” 

“We are!” 

“T bet there will be smaller dividends out in Bell 
more next January,” ventured Peter Monet. 

“Yes, and There are two kinds of dividends, 
shrewd men now recognize. .\ cash dividend is one 
kind and not always the best. Then there is the 
rehabilitation dividend, money put into repairs which 
will enable the plant to pile up bigger cash dividends 
than ever before. Stock values respond to both kinds, 
but quickest of all, and more so all the time, to the 
rehabilitation dividend, Study industrial stock quo- 
tations in connection with directors’ reports and you 
will see that I am right.” 

“And you reason that it is up to us to put over this 
change in valuation? Are we not getting outside our 
legitimate functioning?” asked Peter Monet. 

“Any honest—therefore any sane—development of 
our industries is legitimate and necessary. Why the 
mill supply manufacturer and the mill supply distrib- 
utor should sit still and wait for some one to toss 
business into their laps, is beyond human understand- 


asked,” Monet justified himself. 


said that solemn gentleman. 


RO. 


ing. It is expecting the miraculous, and the miracu- 
lous never has happened, and never will. Work 


brings results, idleness brings death. Peter Monet, 
we have been pikers in this line of ours! We have 
let other industries, other lines—some of them those 


of luxuries with our share of American 
dollars. 

“Did you ever stop to think, Peter, that the worst 
competitor the mill supply man has isn’t the other 
mill supply man, nor all the other mill supply men? 
No, sir; it is the other industries competing against 
our industry.” 

Peter Monet mulled over this idea for a minute: 
“If so, then it is up to us to revise our selling code!” 

“To scrap it, Peter, to scrap it!) And now I'll show 
you what | have in mind.” 

~—+or 


UNIQUE CAMPAIGN LAUNCHED 
Wire Trade-Marked 
Rope in Trade Publications Exclusively 


walk away 


Williamsport Rope Company Advertising 

Something new in the way of an advertising campaign 
has just been entered into by the Williamsport Wire 
Rope Company, Williamsport, Pa. It has recently 
started advertising in 47 different trade publications, 
commencing with a broadside of four-page, illustrated, 
colored inserts. This campaign, it is stated, is to run for 
three vears, backed by suitable direct by mail matter. 
All copy for this campaign is being prepared and placed 
by M. FE. Maggart, general manager of the De Luxe 
Advertising Bureau, Chicago. 

The feature of this campaign, and one of its chief 
reasons for being conducted, is to awaken interest on 
the part of wire rope users in a trade-marked product. 
To allay any possible fears the prospective purchaser 
might have as to the honesty of the quality representa- 
tion of the rope it manufactures, the Williamsport Wire 
Rope Company has trade-marked its product, definitely 
identifying each grade. 

Wire rope is usually bought on faith. That is, the 
wire rope manufacturer represents his rope as being 
of this or that grade, and the purchaser has to take 
the manufacturer’s word for it. A laboratory test to 
determine definitely the quality of the rope bought is 
usually too expensive to warrant its being made and 
there are few purchasers of wire rope who have the nec- 
essary materials and equipment for this purpose. 

This state of affairs is said to have led to substitu- 
tion on the part of some manufacturers and some 
dealers. Sometimes this substitution is made uncon- 
sciously or accidentally, as it is exceedingly hard to tell 
the difference between various grades of wire rope at 
sight. 

The Williamsport Wire Rope Company has found a 
comprehensive means of identifying each grade of wire 
rope in its Telfax marking tape. This tape is five- 
eighths of an inch wide, of colored fiber imprinted with 
the name of the manufacturing company and the grade 
of rope, and is run through the entire core of every 
rope made. Thus, the purchaser has only to glance at 
the end of the rope he is buying to see whether it is of 
plow steel or extra strong crucible cast steel. 

Some of the results hoped for from this campaign 
are these: First, the establishment of consumer pref- 
erence for Williamsport wire rope. This hope is based 
upon the natural consumer preference manifested for a 
branded or trade-marked article. Second, the creation in 
the minds of wire rope purchasers the question, are we 
getting the wire rope we pay for? This, it is hoped, 
will lead to the buying of rope on a quality rather than 
on a price basis. Third, the awakening in the mind of 
the workman that his very life depends upon the quality 
of rope he is using. This should lead to his demanding 
that a wire rope of known quality be used on every job. 
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Wood Split | . | | ‘ TRUCK CASTERS 


DISTINCTIVE IN QUALITY 
ORIGINAL IN DESIGN 


The result of careful experiments 
and investigations into the require- 
ments of the Mill Supply Trade. 


from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 


& @ Wire them—'phone them—they'll go off our 
















Bond Swivel 
Truck Caster 


warehouse racks and on the cars in a jiffy. Double Ball Race Type 


@ You can always get them from stock, and for a \ DOUBLE  rov 


fair price, at ‘Medart's.” of lardened Carbon 

MR. SUPPLY DEALER Steel Balls carries the 
{We've been engaged In the Pulley business for 40 years, and we know load and takes care ot 
a great deal more about making good pulleys than many other concerns. the ide thrust in 
FOUR POLICY In bullding Wood Split Pulleys Is: Cheapness Is every directior 


suicidal; products must be the best in their class. We wouldn’t think 
of running the silghtest risk of impairing the value of our most 


valued asset—our Good WIil. . 
GET the ““MEDART” WOOD SPLIT PULLEY from STOCK! ing under hea load 
Medart Patent Pulley Company They are absolutely 

inti-iricts ind post 


Main Office and Works: St. Louis, Mo. 


2 her ° : tl will, not drag. 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio vely Ira 


Shafting, Couplings, Collars, Hangers Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 


Bo DD es A inosc Rubber Tiree 
: , . — Ball Bearing Caster 
l cl m| WmnMates ho 

“Chicago Rawhide’”’ | the Frition “and ihe 
noise of trucking er 


LaceLeatherandCutLacing | |: isin 10» 


(too lone to tell here) 
| 
| 





about these rubber tires 
and how our engineers 
eliminated the “creep.” 
| Ask fou Booklet iN 
which tells all about it 











Made 
from the } pa : 
| best green | The two small illustrations show a 
salte ack nee a ‘ ‘ } : 
nigites — | me lium and a heavy duty Bond Sta 
a MECHANICAL ionary Truck Caster. Built for en 
RAWHIDE Leath- durance under all conditions. Made 
| 


er for Belt Lacing purposes. from the best mate- 


By all means sell a high grade Belt Lacing because 7 rials The wheels 


| there is nothing so costly in power transmission as turn freely on cold 

poor belt lacings. We know from experience that a rolled — steel axles. 

| dealer who will carry a stock of our “Chicago Raw- Medium duty = mad 

hide Selected” Mechanical Belt Lacing will double his : 21 sizes. Heavy 
duty in 60 sizes 


sales in this line in one year. 





“CHICAGO RAWHIDE” Lace Leather and Cut Lac- 
ing will give double the service of the ordinary chemi- 
cal rawhide or surface tanned leather. 





Bond Truck Caster 





| are popular , sellers line complete. If you 
| OUR PRODUCTS in your Seving, tm a a 
| 1 aving, 1 ers very much con 
| include “Krome” and Indian Tanned Lace Leather and Cut stock, a standard sideration, here is an 
| Lacing—Rawhide and “Krome” Flat Beltings, also Round Castel in just the opportunity to pe 
and Twisted Belting—Rawhide Hammers and Mallets— size and style that them a »fitabl : 
Hydraulic Packings, Cups and U Leathers—Leather Special- any of your custom bi at hi di Lit ake 
} tles, ete. ers may want We Don’t " a to gee age 
If made of leather for mechanical purposes, we make It. carry a large stock Booklet K. ‘4 a 

and can keep your QUALITY card will bring Pa : 


Write for Dealer's Terms 


(37) The Chicago Rawhide Mfg. Co. BOND FOUNDRY & MACHINE CO 





} . 
1301 Elston Ave., Chicago 
- ” g Manheim, Pa. 
ew England Branch: LEWIS E. TRACY CO., 
127 Broad Street, Boston Manufacturers of a Full Line of Power Transmission Machinery 
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(Continued from paye 48) 
adopted at the recent convention of the employing print 
ers of the United States and Canada, is pregnant with 
the demonstrated fact that printing is a dominating fac 
tor in inaugurating and furthering business development. 


In the mill supply jobbing business, aside from the 
ability of the personnel of the organizations, the most 
potent factor in increasing business 1s the catalog. While 
no catalog could create any spectacular increase in the 


volume of business that would be fundamentally sound 
and worth while, it fact that the effi 
cient work of the sales group, paralleled by the constant, 


is a demonstrated 
daily, sustained, routine efficiency of the well-coordi 
nated and modern catalog, will do more toward increas 
ing the volume of business and making it more profitable 

] 


than anvt Se. 


Pr: side aE. H llow ij Curer 


If the past two months are any 


lrron / VHS H Sui th, 
Packing Co., Cleve 
indication of what business is going to be next vear with 
Q?? 


] ] 
land 


us, then ] will be the best vear we have ever had. The 
slump hit 


Oxctober Ist 


us in February, 1921, and hung around until 
when our jobbing connections started to 
Thev kept right on sending in 
November, and we are now two 
shipping department. We sell to 
one hundred and twenty-five mill supply jobbers through 
out the | 
indicate a 


1 } ‘ 
to repre Nisih Sto ks. 


buy 


ry 1 
tLnrougn 


: 1 
stock orders 


weeks behind in our 


nited tates, and we believe the above facts 


1 


revival of business with the jobber throughout 


the country. 


/ vo / WIA Carpeitler, President, (70 I> Car 
penter ¢ Co., Chicago.—Complyving with your request 
for a letter from our house outlining the present condi 


for the future, | am glad 
that for some time past there has been a decided 


tion of affairs and the outlook 
to say 
line of industry, comprising—as 


mull, 


feeling in our 


railroad, 


better 


vou know contractors’ and marine 


supplies. 
Not only 


ably large i 


is business more active and sales consider 
but firm and advancing prices in many staple 
lines—such as cotton, cordage, etc. have 
injected a dash of vim and pep into the trade which it 
past vear and a half. 


Merchants have come to the conclusion that the bot 


copper, 
has not seen in the 


tom has been reached, and from now on the pathway ts 


onward and upward; and it is fortunate that just at this 


a lower market for money is greasing the wheels 
box. 


time 
of industry and removing the sand from the gear 

In some sections we still hear complaint among the 
mail-order 
All 
needed is courage, co-operation, confidence, unlimited 
So, three rousing 


farmers, agricultural dealers, 


houses, etc. 


implement 
but this is fast passing away. that is 
capital, a 45 automatic and a smile. 
cheers for 1922. 

uchia, President, 


innali 


Fron George 71 he Oiteen City Sup 
ply Co., Cin Nineteen twenty-one has not been a 
\ 


verv satisfactory vear with us. A very decrease 


great 
in sales, and constant declines in cost of goods, have 
many other business. 

We think that the worst 1s over, but believe that the 
return to improved conditions will be slow. : While we 
feel optimistic regarding the future, our thoughts are 
that line of endeavor must go through its period 
of readjustment, and that includes labor, until business 
will again prosper as it should. 


From Ja ol —D Cox. Ir Pre sident, The 
; The worst of the present. 


affected us similarly to lines of 


every 


‘leveland 

Twist Drill Co., Cleveland 
> bd 1 

depression scems to be over, and business is now headed 


for the up grade. Nearly all conditions are now favo1 
able, especially the better conditions of banking and 
credit. Nearly all statistics seem to indicate that busi 
ness has been improving since midsummer, and improve 
the first of the 
Dealers’ stocks are undoubtdly pretty w ell cleaned 


ment probably should be more rapid after 
year. 
up, as well as the large reserves which were in the hands 
of consumers when business slumped a vear ago. 


There seems to be but one unfavorable condition at 
the present time, and vet this may well prove to be one 
mean the reduced 


‘| 


of the most difficult to surmount. | 
i farmer. The farmers’ bushel 


purchasing power of the 
of corn or bushel of oats goes less than half as far today 
in the purchase of manufactured goods as it did before 
the war. farmet 
ditt 
seems “npossibl to raise 
7 the 
\merica produces a surplus which must be sold 


his necessarily means that neither the 
nor the manufacturer can be prosperous until this 
culty has been overcome It 


the prices of farm products materially, for reason 
that 
abroad, and the purchasing power ot 
tries is greatly impaired, while at 


agriculture is steadily recovering. 


the Iuropean coun 
the time their 
The only alternative, 


saine 


therefore, seems to be further reductions in the prices 
i With 


occurred, 


reduction in 
further 
possible except through declines in the price of 


of manufactured goods. the drastic 


prices which has already price cuts 
are not 
labor and materials. 

coming vear will 
with 
and with considerable labor difficul 


ies resulting from time to time 


From kk. J. Leigh General Manager and 
nS (Pp piv a lor Dodge, lowa. The vear ] 
1 = “4 = . i 

has been a trving vear for business men of Towa. 


lv agricultural state, the 


his indicates, to my mind, that the 


be one of gradual in. business, 


hquidation 11 


recover\ stead 


Waves, 


Treasurer, 





alt: ) 
li 


())] 
This 


being a strict price of corn and 
farm produets and the scarcity of money has made 


other 
1 difficult 


it very to transact business. 
lhe farmers have been compelled to take much lowe: 
prices for their products in comparison with the prod 


ucts of any other class of producers. Under these con 
ditions they have hesitated to purchase — thei 
requirements. 

We are hoping, however, for better times in 1922. On 


December 15, in Koger W. Babson, 
‘Present Business Conditions and 
1922,” Mr. Babson made the statement 


that more than a vear ago the present depression started 


an address made by 
famous statistician, on 
the Outlook for 
in the states of Connecticut and Mississippi, gradually 
working westward. He made the 
that the this industrial 
depression is now in the lowa, the exact geo 
graphical center being the city of Des Moines. 

\Ve Mr. state 
ments. He further says that the progress of the depres 
westward, and that eventually California, now 
enjoying prosperity, will feel it. We do not wish Cali 
fornia any misfortune, but if we can feel the depression 
passing we should be thankful. 


northward and 


emphatic statement center of 


state of 
criticise Babson’s 


have no reason to 


sion is 


Iowa is a wonderful state, and we have every reason 
to believe that when she starts to recover that she will 
recover rapidly. 

From IV. J. Frost, President, The Frost Manufactur 
ing Company, Kenosha, IVis—I will be glad to briefly 
state my views on the situation, although anything that 
may be said at this time must be more in the nature of 
guesswork than anything else. The dope has been upset 
so many times during the past vear or more, that I think 



































RMILL QUPPLIES 








Main Sales Office: 


167 N. Market St. Chicago Factories: Easton, Pa. 


Manufacturers of ““V-B” (Victor Balata) Belting and Canva 


Stitched Belting, for transmission, elevating and conveying— 


also Tractor and Endless Thresher Belts. 


We manufacture all our products 
from the raw cotton to the finished 
belt. We spin our own yarn and 
weave our own duck, enabling us to 
furnish high quality belting with uni- 
formity throughout. kets, 


A few desirable territories still open— Write. 


We carry large and complete stocks 
for immediate shipment at our fac 
tory, branch stores, warehouses and 
distributing agents, and in all mar- 


Victor Balata & Textile Belting Company 


38 Murray Street, New York, N. Y. 
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Class B Governor 


PICKERING GOVERNORS 


are a good line to handle, because of recognized merits, pop- 
ularity with Engineers, universally and reliability in service. 
They have been marketed locally and abroad for the past 
sixty years and are daily adding to their prestige. 


If you are not acquainted with our latest prices or name of 
nearest Jobber carrying a stock, we suggest you write for full 
details, and thus prepare now for the business that is bound to 
come in the near future. 


Have you a copy of our 
latest Catalog on file? 


The Pickering Governor Co., Portland, Conn. 





Class A Governor 
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NULLA HAAN 


Our dieiiiie are sold to Jobbers only 
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Hanna “Ball Joint” 


Pipe Hanger 

is the 

S im p | . "T 
tronges 

hanger ever made. 


@Note the ball and 
socket joint. 

@Hanger can swing in 
any direction. 

QNot necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
“Our Silent Salesman” 


The Penn Engineering Co. 
Philadelphia, Pa. 
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Moore & White 
FRICTION 
CLUTCHES 








The Business Builders 


ONFIDENCE is in. 

spired and profits are 
made by the Dealer when 
he serves his customers 
with thoroughly reliable 
goods. Friction Clutches 
play an important part in 
the business of the Mill 
Supply Dealer. And it is 
a very easy matter to 
handle Clutches that have 
gained a reputation for 
economy and dependabil- 


ity. 
“M. & W.” Friction 


Clutches sell easily, as the 
name Moore & White is 


Free CatTarocue ‘“‘C” 


on REQUEsT. 


a synonym for 
wares. 


good 
In fact, some of 
our Clutches have been 


wearing for 15 to 25 
years and are still holding 
on, 

Now Mr. Mill Supply 
Dealer, the next time you 
get out amongst the trade, 
just make a special effort 
to “Moore - Whiteize” 
those prospective Clutch 
users whom you meet. 
You’ve got a first class 
article and a reliable and 
square firm back of you. 


Write Us Topay. 


THE MOORE & WHITE CoO. 


Sole Makers 


2711 to 2741 N. 15th St., 


Philadelphia 














When writing to Advertisers plea 





se mention Mitt Supp ies. 
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we are all more or less in the position of what Harry 
Wheeler calls “optimism with reservations.” 

The past three or four months have 
decided improvement over previous months of the vear, 


shown a very 
and the prospects appear to be reasonably good for the 
early months of 1922. 
established fact that stocks in the hands of jobbers are 
The jobbers are almost a unit in look 


It seems to be a very clearly 


extremely low. 
ing for better business next year, and if they will back 
up their opinion by placing orders for their reasonable 
requirements during the early months of the year, 
manufacturing business will be fairly satisfactory. 
The only serious cloud at the moment is the fact that 
costs are still high and prices are proportionately very 
low. The difficulty seems to be that a great many manu 
facturers, finding themselves burdened with an exces 
sive inventory, have dumped their goods on the market 
at practically anything that they could obtain for them, 
with the result that prices are all shot to pieces. This 
condition should improve, however, if the present 
upward tendency of copper and brass continues, alt 
I do not look for very much higher prices for some tim 


the 


| 1 
hougn 


to come. 

Increased efficiency is the answer to the problem, and | 
believe we will all have to find ways and means to pro 
duce at lower costs without decreasing the wage scal 
but very little, if any. 
cannot be decreased very much more than they have as 
long as the cost of living remains high. This, of course, 
does not apply to everything, as labor is still entirely out 


It goes without saving that wages 


of line in some branches of the building industry, but so 
far as the production of the material which enters into 
the plumbing of a residence is concerned, labor has been 
disposed to be reasonable and will probably continue to 
be SO, 


1 believe we can look forward to 1922 with the assur 


ance that business will be considerably better than it has 
averaged during the present vear. If we see an average 
throughout the year, however, equal to the volume of the 
last ninety days, which would mean an average increase 
of approximately 50 percent for the entire year, | think 
that is about all we can reasonably expect. 


From J. A. Scallan, President, The Scallan Supply 
Co., Cincinnati.—Our business during the past vear, in 
fact since November, 1920, has not been satisfactory, 
although we anticipated this slump and prepared our 
selves for it. The vear not look 
encouraging from our point of view. We understand 
some industries are going along very nicely, but our line 
seems to have been hit very hard, and we really don’t 
look for much improvement until, perhaps, the latter 
part Of next year. 


From F. P. Miller, treasurer and general manager, 
McCrosky Tool Corporation, Veadville, Pa The first 
thing we business men must do today is to get the correct 
view of what “normalcy” is in our respective businesses. 
The peak of war demand was just as abnormal as is the 
present depression. Considering 1913 as a normal year, 
and adding a sufficient amount to provide for normal 
growth under normal conditions since 1913; most of us 
are in better position than we realize. In fact, the ship 
ments of the McCrosky Tool Corporation for 1921 will 
slightly exceed in value the shipments of 1913, and vet 
like most concerns we built up surplus factory facilities 
to meet the war demand, and our problem now is to find 
sufficient normal demand to keep busy all that abnormal 
producing capacity. 

We are expecting 1922 to show a real improvement 


coming does Very 





We have 


and substantial 
In our opinion any company with 


over 1921, not big, but real 


faith in the long pull 
a good product, with an unimpaired good will, which has 
been able to weather the storm so far, willing to get back 
to normal overhead and operating costs, prepared to take 
lial? 4 

ull to 


advantage of this improve production anc selling 


for some good, wholesome compe 


methods and read) 
tion, will have nothing to fear from 1922 or the years to 
come, and indeed may safely look forward to a period 
of steadily unproving conditions 


Conservative optimism should be the guiding principle 


in this reconstruction period 


/ / 


In ow 


I*roti 
Ik, lea 


Parker, Tavylor-Parkei Company, Vor 
peaking 11 


1 
Opm1on, p rie es, SCRne@raity 


our line, have just about reached bottom. We are, how 
* ] ™ ») = 
ever, very optimistic for the prospects for 1922. We are 


basing our opinion en the fact that 
railroads 


practically bought nothing during 


have adopted strictly a hand to mouth buying policy, and 


many other enterprises have bought just enough to keep 


voing. PUSTNess TO1 he first three months Will be more 
or less on a plane with the present time, but after that 
ve look for a gradual improvement, and by fall we have 
every reason to beheve it will be tan 

From J. M. Hottel, vice-president, Delta File Works, 
) ee Bs ee ] | 1 t h:;: 
Philadelphia, Pa It has been a hard veat ind it has 


were not 
would not 


1 4 1 4 q 
cost a lot of money to stay in Dusiness If we 


optimistic and having hopes of the future, we 





have continued in a losing game, but we have greatet 
hopes of 1922 being bette than 1921, and indications 


are that it will be better, with considerable more activity 
and a profitable business. 
, ] 8 ene 
I*r yh I i tt slile, Vales Hiadha } ‘i LOOKS « 
I hite Co., Philadelphia——Our friction clutch and paper 


{ 


mill machinery business has been somewhat dull for the 


past three months, and the outlool not very encoul 


believe, how ever, 


We 


. , 
special effort now to secure Dusi 


aging to us at the present time. 


that those who make 


ness will be rewarded, POssIDI\ by spring 
; ry 
hy }] i] avo I Maras Tile / ad} I\ } ra } Hrvass 
, ] ) } 1e | 1 
Co., baltinore The vear 1921 has been generous to us, 


we having been busy, although no heavy back orders have 
accumulated at any time. 
We look forward to 


a fair volume of business and conservative buying, and 


1922? as a vear when there will be 


we believe this will be the best for all instead of having 


excited markets and a wild scramble to order, with the 
fear which often follows and makes the wild buvers just 
as wild to cancel orders We believe 1922 will be the 


1 


beginning of a better period in the 


‘ 17 
| \l ar \ > ] 
rPOHOWME Vea4r. 


Irom J. J DD SOSTAV, PVCS dent, ( ffon States Beltin / 
& Supply Company, eltlanta, Ga Phe general mill and 
machinery supply business in the south Atlantic states, 


upward 


while still dragging bottom, we find the trend 


indications there a 


appears 1 
mill 


inquiries and daily 
to the 
houses having been thoroughly adjusted to present day 


From , 
supply 


longer a question as majority. of \ 


conditions, particularly in the matters of inventory, vol 


ume and values, overhead expense, and a better under 
standing of the proper relation of profits to progress. 
Everv business man knows the new era upon which we 
are entering is just the reverse of conditions prevailing 


in the past. 
With cotton 

textile plants almost completely shut down during the 

condition of 


seed oil mills, fertilizer factories and 


Was created a 


past eighteen months ther 
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CLEANING RUBBER MOULDS 


or moulds for any other substance is economically done with the sand blast. 


All sand blasts, however, are not 
the most economical 





you want 
one that uses low air pressure so 
as not to be dangerous—you want 
one with automatic attachments 
that reduce the wear and tear on 
the machine itself to almost noth- 
ing—you want one that can be 
operated by the most unskilled 
without danger of spoiling the 
work—then you of course want 


LEIMAN BROS. 


POSITIVE SELF FEEDING 


SAND BLAST 


PATENTED 





Also used for frosting and mat finishing on gas and electric 


fixtures, celluloid combs, silverware, jewelry, metals and 


glass——-cleaning castings for plating. 


CATALOG O-SB 





The only really reliable 


ri | pressure blower on the 
| market — Reliable be- 
cause it TAKES UP ITS 


OWN WEAR. 


Tank prevents fluctuation 
{ aur -_-—— - OU 





Waghs for regulating 


pressure. 











clief Valve. 


Wing and cylinder surfaces 
become hard and glassy 
like, insuring a perfect fit 
and positive pressure of 
vacuum 


| 
N " 
Le > 


Ring Self-Oiling 


Beanngs. 
TON 
PATENTED 
Wing kept in constant contact with Big air space resulting trom small pistos 
cylinder by centrifugal force and curved wings. 
The wings scoop up the air—none can back up—smooth 
as glass——frictionless—noiseless. 
PATENTED 
en you buy blower r vacuum pumps you like to feel that you 
t buyir rouble—large users are especially interested in this 
why they eventually adopt these machines—displacing all 











LIEMAN BROS. 81 WALKER ST. NEW YORK 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 


The valve regulates the =~ ‘Air from blower is fed 
d : 


low of sand. in here. 
This glass ad-nits light so tha) 


. work is easily seen. 
=< Cloth cuffs fitting 
. . the wrists. 










Opening for admitting 
the work. 





fetal! apron catches 
sand when remov- 
ing||hands from 
cuff 





Air tight dgor.' 






e A wire screen inside 
y catches articles drop- 
from the hands. 





mall ae here may 
be opened to recover 
any article which 
may find its way to 
bottom of machine — 
You don’t have to 
take piping apart. 











Automatic feed pipes 
for sir and sand. 
Short and 













straight. 











This edn 
holds end 
for many 
at is us 
over aga 


tically 





partment 
gh sand vd 
pys use — 
lover and 
i automat- 





: 
Sip. 









Sand may be quickly 
removed here when 
it is desired to change 
same for a different 
grade of finish 





PATENTED 





A DEPENDABLE AIR SUPPLY FOR 
DOMESTIC OIL BURNING 
HEATING OUTFITS 


LEIMAN BROS. ROTARY 


BLOWERS 


Also used for vacuum—1 oz. to 10 lbs. pressure—1 io 
20 inch vacuum. If more pressure or vacuum is re- 
quired consult us about it. 


ALSO FURNISHED GAS TIGHT 


Just the machine where reliable service is essential— 
widely used with automatic machines—feeding paper, 
filling bottles, wrapping, labeling—wherever positive, 
steady, day in and day out service is required—9 sizes 
—very small and very large—special machines for 
special purposes. 


These machines are very economical of power—there 
is no slippage. 





CATALOG O-B 
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\tlantic well as 


for and 


the south 


unl voked 


demoralization in states, as 
the entire South, dithicult to handle. 
Lessons of lasting importance have been learned and 
set down in the book of experience for future guidance. 

Taken as a whole I believe the general condition of 
those supply concerns surviving the period of deflation 
and depression are now upon a fundamentally stronger 
basis than they have been during a number of vears past. 
\ll the news is good. 
movement. 


The way is being paved for the 


The 


reach, but 


great forward upward swing is in 


sight but just out of will soon be within out 


‘Let's go. 
D. Nicklis, manager of supplies and pur 
Vaxwell & Moore, Inc., York 


The business secured this vear through our railway and 
o s ° 


grasp. 


I 


from John 


chases, Manning, View 
mill supplies department compares quite favorably with 
pre War Vears. 

\ great deal of the buying has been of a hand to 
mouth nature, and everyone requires the most exacting 
which is due 


have devoted 


Our volume kept up very well, 


service. 


in a large measure to the fact that we 


considerable time to a number of specialties and em 


concentrate entirely on 


ploved experienced salesmen ti 
these. 


Competition in | 


the form of stock liquidating has 


] ; 
much less gross 


all look 


the time when this sort of competition and surplus stocks 


necessitated our being satishied with a 


profit than in pre-war vears, and we forward to 


are out of the way. Phe sales in December were the best 
of the year, and in our opinion this is indicative of 
greater activity in the early months of 1922. 

We are watching expenses very carefully, believing 
as we do, that this is the time to curtail to the exten 
that every possible useless expenditure, no matter how 


small, is eliminated 


The mill supply dealer must have courage to carry 


on with the 
distributor of the manutfacturer’s goods, and second, that 


fair profit for the rend 


logical 


firm conviction, first, that he is the 


he is entitled to a Service ered. 


] 


From B. Il. Frederick, secreta Sanitary Company 
of .lmerica, Linfield, Pa.—While our losses during the 
vear 1921 have been very heavy, we have not lost faith 


in the Great American Public, and feel that the world’ 


markets are open to us in better form for the not far 
distant 
been the case for a 
1920 we had 


and 


future as to sound business practices than has 


During 1919 and 


but 


; ; 
number of vears. 





an unusual demand for material, labor 


conditions facilities were such that 


it was impossible to 


transportation 


distribute tonnage as large as in 


previous vears when the demand was not nearly so great, 


or the prices, possibly, not as favorable. 


\\ sd have not \ et closed oul books for the veal 192] 
but from our monthly records know that a very large 
proportion of the profits we were able to make during 

1 


the two vears previous have been lost, so that the law 


of averages 1s still in effect, and what we look forward 


to with considerable comfort is the return of normal 


business conditions, when we may expect to obtain our 


share of the business that is sure to come at a fair mar 


gin of profit and which we may feel reasonably certain 


will not be eaten up by inevitable losses very soon 
thereafter. 
During the last two or three months of our fiscal 


vear, which ends on November 30, there was quite some 
improvement in the demand for material, but not vet 


having closed our books for the year, we are unable to 
have vel 


determine whether we reached the condition 





where we could rule off past profits and losses and go 
We 
if we have not vet reached this poimt, we may 
do so early in the Spring. Our experience has beeu 


F ] * . ] ° 
teel certain, however, 


ahead on a profitable basis 
expect to 
that even during the latter part of the past year, when 
there the material, 
the demand has been spotty. There is apparently con 
certain 


Was some increase in demand for 


siderable business in sections, whereas in other 





districts there is practically no demand for our product 
and until the demand for material is more evenly dis 
tributed throughout the country, we feel that the con 
ditions are not entirely healthy Phere are still quite 
a lot of adjustments necessary as to the profits nece 
sary for the farmer, adjustment in the cost of living 


] 


for the average man, ete., and we look forward to an 
] 


adjustment of all 
extent in the next six o1 


of these conditions to a verv materia 


ike : 
e1ht mons 


Kron / H Davey, presiden |] (/) LAQ% , < > 
Jersey City, N. J he first 


to the 


part ot 


first of July, and partly through 


July, we saw almost no business at all, but in the latte 
part of July things began to take an upward turn, until 
we closed the month ot November of this vear with 


| 
the largest business we ever had in tonnage in the his 


tory of our paper mill. The month of December devel 
oped very satisfactory sales, and in view of the fac ha 
it is ordinarily a month which is very quiet, especiall 
the last two weeks, we are greatly erat fied te ee the 
demand which we have been having, continue. 

It is our opinion that things will get better right alon 


1 
in 1922. for the reason that we 





our customers have anv finished material in their stock 

and are really buving as thev need, and after the turn 
rs Rear, ciuseah! asl | E = ad 

Or the new veal nen Cdscovel ha prices are 
| bly P — ‘. are | lar ] ] 1] 

proba IV as near a new norma! level as thev eve1 it 


} 


be, thev will at least take in a small stock of 


] 1 1 
which they are 


ald 


goods in addition to the materials 


suming l This, of course, stimulate trade 
considerably 


right along 


give confidence to the man who does not 


know just what the market 1s going to do, and so again 
. — ] . i ] ee 1] 4 ] ] ] 
react on the concerns who are willing to go ahead, and 
take advantage of every opportunity to increase thei 


production to capacity. 


Labor seems to have about reached its new level. and 


the only other two items which atte Cl materially produc 


tion of bulking material, are power and transportation 


Both ot 


process 1s 


charges. these will come down somewhat. but 


the 
realize that 


going Lo be slow, and purchasers 
: ‘ 
| 


there can be no cuttine of 


from now on. In our plant, we are 





] ] 
KRHOWH, and 


biggest business which our concern 
expect to be in shape to take care of the demand as 


] 


rapidly as it comes, and we beheve it is much nearer 


than is anticipated. 


From Howard 


facturing ¢ 


Coonley, president, 
Boston I have 


able amount of time recently journeving to vari 





ontpany, 


of the country in order to best estimate the possibilities 
for 1922. | with 
that next vear will bring us a sound improvement. Ther 
indication that 
business, but the past vear 
that I estimate there will be 
industry healthy and modestly profitable. 

If the 1921 
has at least liquidated the vast stocks that were in stot 


have returned a feeling of contidencs 


is no there will be a great volume of 
has 


had so many economies 


sufficient demand to make 


year succeeded in doing nothing else, it 


age all over the country. This means that the finished 


ay 
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The Name Gandy is Your Asset 
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“Gandy Belting” on your window and on your letterhead is 
an asset. It identifies your business with the leader in stitched cotton 
duck belting. It brings to you the new business results of Gandy 
national advertising. It brings the patronage of that constantly 
increasing group of belting users who have found that Gandy best 


fills severe belting needs—driving, elevating and conveying. 


We will send full particulars of dealers’ contracts to any established 
dealer. Write today. 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 7S7 WEST PRATT ST., BALTIMORE, MD. 


NEW YORK 3 WAPrPREN STREET e e CHICAGO S49 WEST WASHINGTON ST 
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product that is consumed during 1922 will have to a 
large extent to come from the producer, and this in 
itself should insure a very considerable increase over 
the showing of the past twelve months. 

To a large extent likewise, prices are liquidated and 
costs are being gradually brought to a level in keeping 
with these prices. The results should be satisfactory. 

From Harald F. Gade, vice-president and treasurer, 
Standard Pressed Steel Co., Jenkintown, Pa.—kver 
since business began to fall off thousands of people have 
guessed, prophesied and prognosticated, and all of them 
to so little purpose that we here at Standard Pressed 
Steel Company grew tired of all this talk long ago, and 
therefore decided upon a programme of our own and 
as follows: 

First of all we got down to solid earth by cutting 
away all the fancy trimmings acquired in recent vears. 
Then we took things as we found them and made the 
best of it by working steadily and hard in all depart 
ments, and finally we made up our minds to keep on 
working along these lines until business became so good 
that we could afford to ease up. 

As yet there are no signs to indicate that the neces 
sity for extra hustling is passed, and furthermore, as 
the results of our somewhat plodding policy have been 
very satisfactory, we have decided to keep right on 
without bothering much about foreign exchange, the 
Open Door in China, the effect of prohibition on labor 
or any of the many other complicated issues. With 
kindest regards and the Compliments of: the Season. 

tor 


SELLS HAS EARNED A REST 


Martin G. Sperzel Succeeds John D. Sells as Sales Manager of 
Royersford Foundry & Machine Company 

Among the changes ushered in by young 1922 was 
that of Martin G. Sperzel succeeding John D. Sells as 
sales manager of the Royersford Foundry & Machine 
Company, makers of Royersford products. Mr. Sperzel 
for many years has been the company’s sales engineer. 

The Royersford company will continue to make and 
market the Sells roller bearing, just as it has done since 
the latter part of 1904, when Mr. Sells became identified 
with it. 

Mr. Sells’ reason for retiring is, well, he just thinks 
that he has been in harness long enough and _ besides, 
“With Mrs. Sells I want to take a leisure trip through 
the country without looking for orders. I want to stop 
in California until I absorb enough of those sunsets to 
last the rest of my life. Yes, I have been there before, 
but it was business then. I want to see Honolulu; all 
my life I’ve heard of Wakiki beach. I would like to 
see Australia, Japan, China, all of Europe, especially 
those parts of France and Belgium which we all read 
so much about during those four hectic belligerent vears. 

“Finally, I want to come back and spend the rest of 
my life in quiet, doing a little good here and there and 
always feeling that I am still a pulsating part of this 
changing world of industry, commerce and finance.” 

Mr. Sells by profession is a lawyer. He practiced in 
Pennsylvania, having an office in Pottsville.’ He, if ine 
choose to, can still practice before even the supreme 
court of the Keystone state. Some other time, perhaps, 
we'll tell you how he came to be a power in the trans- 
mission business. 

And Mr. Sperzel, adjusting the harness to his good 
broad shoulders, bows and says that he hopes the cordial 
relations that have always existed between the Rovers- 


ford company and their customers and friends will con- 
tinue, and that he, sitting in Mr. Sells’ big roomy c'iair, 
will endeavor to “serve faithfully and well.” Mr. 
Sperzel has been with the Royersford company for the 
past six years, before this, for nearly the same length 
of time, he was connected with the Standard Roller 
Bearing Company. He is regarded an authority on 
power transmission questions. Here’s good luck and a 
happy and successful New Year for all concerned. 


tor 


STEEL MERGER PROPOSED 


Move Initiated to Combine Eight Independent Companies 
mittees Appointed to Work Out Details of Plan 


Com- 


At a recent meeting in New York representatives from 
eight large independent steel mills entered into prelimi- 
nary negotiations for the merging ef their companies, 
and there is every reason to believe the deal will go 
through. 

The companies in the agreement are: Steel & Tube 
Company of America, Brier Hill Steel Co., Youngstown 
Sheet & Tube Co., Midvale Steel & Ordnance Co., 
Republic Iron & Steel Co., Trumbull Steel Co., Lacka- 
wanna Steel Co., and the Inland Steel Co. These com- 
panies have an aggregate capitalization of $500,000,000. 

The total annual pig iron capacity of the combination 
is estimated at 8,555,000 tons, its steel ingot capacity at 
10,500,000 tons, its finished steel capacity at 7,870,000 
tons. It has 55 blast furnaces. The United States Steel 
Corporation has an annual pig iron capacity of 18,500,- 
000 tons, a steel ingot capacity of 22,500,000 tons, a 
finished steel capacity of 16,500,000 tons, and has 124 
blast furnaces. In other words, the total manufacturing 
capacity of the merging companies is approximately 45 
percent of that of the leading interest. 

The ore reserves of the combination, however, are 
only 320,000,000 tons, in round numbers, while those of 
the corporation are estimated at 1,200,000,000 tons. In 
view of this fact, the eight companies contemplating the 
merger will have to increase their interests in mines and 
build up their reserve ore holdings materially if they are 
to operate in the future on the same basis of safety as to 
raw materials as will the United States Steel Corporation, 

tor 


ADVERTISING FIELD TIPS 
and Booklets of 


A Chance to Add to Your Collection 


Catalogs Interest to Distributors and 


Manufacturers 


\n illustrated mailing folder has been sent out by 
The Ohio Brass Company, Mansfield, Ohio, describ 
ing its disc, gate, and radiator valves. 

The Triplex Machine Tool Corporation, New York, 
has sent out a mailing folder illustrating and describ 
ing its Triplex No. 1 machine tool. 

The Williamsport Wire Rope Company, Williams- 
port, Pa., has recently sent out two large broadsides 
illustrating and describing its patented Telfax tape 
marked wire rope. 

The Star Bit & ‘Tool Co., Rockford, Ill, has 
recently sent out an illustrated mailing folder describ- 
ing its hollow mortising chisels, wood boring drills, 
countersinks, machine bits, ship augers and_ special 
tools. 

The Howe Chain Company, Muskegon, Mich., has 
recently issued a hundred page catalog illustrating 
and describing its complete line of chains for elevat- 
ing, conveying and power transmission. The catalog 
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contains full size illustrations, complete descriptions 
and data, and price lists for all standard chains. 

The Precision & Thread Grinder Mfg. Co., Phila- 
delphia, has sent out a circular on its lead screw 
variator. This circular contains illustrations and 
diagram cuts of the devices, and also descriptive infor- 
mation and instructions for operating same. 

“Hendricks’ Commercial Register,” new size, 8% by 
11'. in., with a type size 7 by 10 in., has been issued 


WAULL, QUPPILUES 


York. Its 


2,324 pages list completely the electrical, engineering, 


by the S. E. Hendricks Co., Inc., New 


machinery, building, manufacturing, chemical and 
similar industries. 

A 16 page, illustrated pocket catalog has been issued 
recently by the Bond Foundry & Machine Company, 
Manheim, Pa., describing its new line of truck casters, 
rubber tires for casters, and rubber tired and iron 
caster wheels. 


—or 


Liquidation Must Continue 


Adjusted Prices Will Restore Confidence and Aid Business 


|. H. Tregoe, secretary-treasurer of the National 
Association of Credit Men, in commenting on a public 
statement that business enterprises were being urged now 
to think more of profit than liquidation, stated that 
liquidation places business in a difficult situation, partic- 
ularly when the liquidation goes to the point of wiping 
out profits or eating up a part of the original capital. 

“T am sure,” he continued, “that when considering our 
lack of foresight in producing commodities beyond the 
capital powers of the world to finance them, there should 
be no stoppage to liquidation until we have reached the 
very bottom and are in a position to build up once again 
strongly and safely. We cannot over-emphasize the need 
of correct prices as an accelerator of business, and if 
correct prices call for further liquidation then we must 
submit to it and take our medicine until the public is 
satisfied that prices represent proper values and it is 
right for them to buy. 

“Surplus stocks have been very much worked down 
throughout the country in all but some special lines, as 
machine tools and commodities, that were heavily over- 
produced during the war period. The prices of commodi- 
ties have been following a declining movement but 
liquidation of overhead is the chief objective, and until 
we have brought overhead in proper proportion to prices 
and profits the basis of remuneration will be narrow, and 
we can hardly dwell strongly on profit-making. 

“The business enterprise is entitled to reasonable 
profit. Without it business cannot sustain itself or attract 
capital. Having worked itself, however, into such unsat- 
isfactory conditions by overproduction, there should be 
no hesitation to lop off until prices seem right, and in 
this matter the buying public must be reasonable and not 
expect too much. There is no reason to believe that 
prices in the immediate future or for many years to 
come will prevail at pre-war prices, or that even in basic 
commodities or in agricultural products we shall enjoy 
pre-war prices. A fair figure somewhere between the 
normal of 1913 and the high peak of the Spring of 1920 
must be reached and we judge this is somewhere about 
the 50 percent mark. 

“Profit making must be an objective of the business, 
but business making must be its chief objective. There- 
fore, in summing up our ideas on this subject, we sav 
emphatically that stimulating business must be our first 
enterprise, and if to do this further liquidation is neces- 
sary, we must submit to it, and the way to overcome the 
disadvantages of its operation is by reasonable profit 
making when conditions are right once more. If the 
country had but heeded our appeal of four years ago 
the setting aside of a reserve would have carried us 
through this period without strain, but so long as there 


was any faltering in any way of cutting commodities to 
the very bone, so long was it necessary to pursue the 
liquidation process to restore confidence and accelerate 
business.” 

tor 


PUT YOUR DOLLARS TO WORK 


Acting Director, Savings Division, Treasury Department, Points 
Out the Way to Financial Independence 


In a recent article in Pittsburgh First, a monthly 
bulletin issued by the Pittsburgh Chamber of Com- 
merce, Orrin C. Lester, acting director of the savings 
division of the treasury department, stressed the 
necessity for finding a paying job for every dollar 
earned. 

“The greatest asset of a nation,” he said, “is the 
morale of its people, and the greatest influence in 
keeping up morale is financial independence. Until 
one has removed shackles and has a little money to 
the good, he cannot rise to the full advantages of a 
citizen. He lacks confidence to accept responsibility. 
He lacks courage to plan for the future. He lacks 
means to take advantage of opportunity. A _ little 
money saved from honest work and invested success- 
fully is one of the essentials of complete citizenship. 

“Getting ahead is not a matter of chance or of good 
luck with most of us, but a matter of industry and 
good management. Standards of living will differ 
with different people. Comforts and pleasures of life 
and the cultivation of talents will vary with different 
individuals. The amount that can be saved for the 
future will depend principally upon the opportunity 
and the inclination to earn, but one fact is universal, 
that no man will get ahead unless he spends less than 
he earns, and uses the margin intelligently. It has 
been rightly said that to make $10 and to spend $9 
means success; to make $10 and spend $11 means 
ruin. 

“The first step toward financial success is a job. 
The next step is to save something from the job, and 
to find a job for what you save. There is a job for 
every dollar. How successful a dollar may be at its 
job depends upon how good a job is selected for it. 

“It is with the object of developing and maintain 
ing the practice of universal saving of money and of 
putting the people’s dollars to work at a successful 
job that the United States government through the 
post office department, is offering the people postal 
savings for the deposit of their money and the United 
States securities for investment.” 









































(Continued from page 34) 
Dealers’ Association. Thus, the manufacturers’ 
association were in position then to perform the same 
function with the National Association that they had 
been performing with the Southern Association. This 
led to the ultimate development of what may be called 
the Triple Joint Conventions, which is one of the 
most important annual convention meetings that has 
been called together in the United States for business 
purposes, and will undoubtedly continue to be so. 

“It is only to be regretted that the geographical 
and sectional business interests are not sufficiently 
unified to have one supply and machinery dealers’ 
association taking care of this nation-wide trade, 
rather than to have two more or less sectional organ 
izations, the contact with which entails more cr less 
hardship and additional expense upon the manu 
facturers. That, however, is a minor matter if the 
net results to be obtained may be best realized only 
through the maintenance of the two district dealers’ 
organizations. 

“The turbulent state of these lines of business prior 
to the development of the association movement, both 
in the South and in the North, and the very sub- 
stantial and excellent condition of the same lines of 
business today are sufficient evidence of themselves 
to justify the support of the organizational movement 
as it now stands. 

“IT am very confident that the manufacturers, 
particularly those who have taken any active interest 
in the annual conventions and realize the very 
pleasant and harmonious relations which now exist 
between these associations, are very proud and happy 
and satisfied with the solution which has been found 
for the preservation and extension of the general trade 
movement in this field. 

“Mitt Suppuirs has contributed in a very generous 
and effective degree in broadening this inter-associa 
tion understanding and in improviding and encour 
aging a broader development in the morale of the 
dealers’ associations and amongst the individual 
manufacturers who comprise the Manufacturers’ 
Association. 

“T feel very well satisfied over the success of the 
whole movement, and over the great improvement in 
trade practice which has been the result of more inti 
mate contact, made possible through the association, 
both at and between convention periods.” 

President N. A. Gladding, of the 
Association, says: 

“There is no doubt in my mind but what the meet- 
ing together of the three prominent associations in 
the supply and machinery line has been of the utmost 
benefit to all three associations, not only in the value 
of the exchange of information and ideas concerning 
the conduct of the supply and machinery business, 
distribution of the goods, etc., but also in the 
fraternizing of the members of the three associations 
and the establishment thereby of friendships among 
many of the people that have proved to be of the 
most valuable and lasting kind. These meetings are 
the schools of the supply trade from which great good 
is derived, and I hope that they will be continued 
for many years to come.” 

George V. Denny, vice president and manager of 
the Georgia Supply Co., Savannah, Ga., furnishes the 
following : 

“It is very hard for a member of the old guard, 


American 


such as I must admit myself to be, to write in these 
days for publication. Since the crime of 1914, the 
World War, the greatest blot on civilization for many 
centuries, new terms and new words have come in 
vogue, which those of us who are a bit past the draft 
age hardly feel up-to-date enough to use. There- 
fore, I will have to resort to reminiscing in the old 
style way. 

“In February, 1900, S. Milner Price, who has now 
passed to his reward, and I, met in Norfolk, Va., and 
launched what afterwards became the Southern Sup- 


ply and Machinery Dealers’ Association. We dis- 


_cussed the advisability of dealers getting together in 


annual convention and becoming better acquainted. 
As a result of this conference, a meeting was called 
for Charleston, N. C., in April, 1902, and C. Bissell 
Jenkins was elected the first president. 

“Six months later a meeting wasvheld in Memphis, 


which | did not have the pleasure of attending. 
There was a great gathering of the supply and 


machinery manufacturers, but not until 1905, when 
the annual convention was held in Savannah, was the 
American Supply and Machinery Manufacturers’ 
Association organized. This was brought about by 
a conference between some of the leaders of the 
Southern Supply and Machinery Dealers’ Associa- 
tion, and some prominent supply manufacturers 
getting together and organizing the American Asso- 
ciation, which was accomplished at the Savannah 
meeting. 

“Ever since that time these two associations have 
held their meetings jointly, and at a later date the 
National Supply and Machinery Dealers’ Association 
was organized, and since its organization, the three 
have usually met in a joint meeting in the spring. 

“About 1909 the National Pipe and Supplies 
Association was organized, and early in its organiza- 
tion | became prominently affiliated with it, and since 
then, have given most of my time I have to give to 
associations to that association. 

“It is useless for me to go into details as to what 
has been accomplished by these four associations, as 
great good has resulted, and supply dealers who at 
one time felt their competitors were their enemies 
now sit around the table with them and enjoy the 
heartiest kind of good fellowship.” 

(This 


STOKY 


will be concluded im the February issue) 


—<or 


WILL MEET IN BIRMINGHAM 


Southern Supply and Machinery Dealers’ Association Convention 
for April 26, 27 and 28, 1922 

The Southern Supply and Machinery Dealers’ Asso 
ciation will meet in annual convention in Birmingham, 
Ala., Monday, Tuesday and Wednesday, April 24, 25 
and 26, 1922. Headquarters have been secured at 
Hotel Tutweiler. The American Supply and Machinery 
Manufacturers’ Association announces that it has 
accepted an invitation to attend the Southern Associa 
tion convention, and “will hold such joint and separate 
executive sessions as may hereafter be decided on by 
the convention committee.” 

The National Supply and Machinery Dealers’ Asso 
ciation has not as vet announced where or when its 
annual convention will be held, but it is certain that 
the American Association will meet with them in case 
the 1922 convention is not held in Birmingham. 





























Don't Hold Endorsed Checks 


It Is Good Business to Deposit Checks as Soon as Received 


ELTON J. BUCKLEY 


One of my clients has just sustained a misfortune 
which may point a moral to some reader hereof. Cer 
tainly the situation presented is liable to occur to 
almost anybody, and it may be useful to know what 
to do and what not to do if it does occur. 

My client sold some merchandise to A. A was not 
in too good financial repute and when he proposed 
to pay for the merchandise with a check (it was a cash 
purchase) the seller insisted on having an indorser. 
Whereupon the check was made to and indorsed by 
the buyer’s father, whose financial responsibility was 
undoubted. 

This was on September 24. The check was drawn 
on a Philadelphia bank and my client, feeling per- 
fectly safe with the check, bearing the father’s indorse- 
ment, delayed in depositing it until September 30. The 
fact was his bookkeeper was ill and he had to do the 
bank running himself. He is kept pretty busy in his 
office and instead of making daily deposits, as his 
bookkeeper did when there, he saved up until he had 
a larger deposit every few days. 

When he presented the check on September 30, the 
receiving teller told him that the maker of it had 
meanwhile failed. Well, I was lucky to get a good 
indorsement on it, wasn't I?” he said,in great glee. 
Sut when he made demand on the father for payment, 
as indorser, he received a reply from the father’s 
lawyer, taking the position that the delay in present- 
ing the check had absolved the indorser, leaving my 
client to whatever he could get out of the bankrupt 
estate of the maker: of the check. 

At this stage the client brought the matter to me. 
In endeavoring to find some hope for him in the law 
books, I accumulated some good law for the readers 
of these articles, but no hope at all for the client. It 
is indeed the law that delay in the presentation of a 
check indorsed by a third party releases the indorser 
if the maker of the check goes broke meanwhile, even 
though the indorser has sustained no loss by the delay. 

The law is nowhere more strict than in the matter 
of presenting an indorsed check for payment. If you 
are in the same town as the bank where the check is 
drawn, the thing is easy—you should present it not 
later than the next day, and it is even better to deposit 
it in your own bank the same day. Of course, it is 
not necessary to go in person with the check to the 
bank where it was drawn; you follow the usual course 
and deposit it in your own bank, and the bank does 
the rest. If it doesn’t do it promptly it is liable to 
you if anything happens. 

If you are in another town than the one where the 
check is payable, the check should be forwarded by 
mail on the day after it was received, if that is at all 
convenient or practicable. If not, then on the day 
after, and it must be actually presented to the bank on 
which it is drawn at the latest on the day after it gets 
to the town where payable. 

The only safe course with any indorsed check, if 
the indorsement is valuable, is to deposit it in your 
own bank on the same day it is received. 

In one of the cases which I turned up, and which 
I found was regarded as a leading case, a check was 


given by A to B in payment of a debt A owed to B, 
then indorsed by B over to C in payment of a debt 
B owed to C. The check was promptly deposited by 
C, and presented by C’s bank to A’s bank for pay- 
ment. It was not properly drawn, however, and was 
returned, though A had sufficient funds on deposit 
then to pay it. Delay ensued in returning it, and by 
the time it got back A had failed. C then sued B, 
the indorser, but B defended on the ground that the 
delay in presentation let him out. The court said it 
did. 

It is always good business to deposit any check the 
same day as accepted, whether it bears an indorse- 
ment or not, but it is particularly necessary to deposit 
an indorsed check the same day. Where delay occurs, 
the maker of the check is never released unless he has 
suffered damage by the delay, but the indorser is 
released whether he has suffered damage or not. 

or 


LOWERS SHIPPING COSTS 


Louisville Company Uses Combination Rail and Water Trans- 
portation to Reduce Freight Charges 


During November the Laib Co., Louisville, handlers 
of factory, steam and plumbers’ supplies, machinery 
and tools, brought in one of the largest individual 
shipments of steel pipe from the Allegheny district 
steel mills that was ever taken into Louisville, the 
shipment going down the Ohio river by barge. It 
was transferred to freight cars at Louisville, and 
shunted out to the company’s plant on a terminal line, 
where the stock was quickly lifted from the cars by 
magnet cranes.. The company reported that using the 
combination rail and water movement resulted in a 
large saving in freight. About ten cars of pipe came 
in on the one barge. 

It is claimed by some of the Louisville shippers and 
receivers that the Ohio river is beginning to near the 
point when it will become a big factor in movement 
of freight, as the long-fought-for nine-foot stage of 
water from Pittsburgh to Cairo is not so very many 
years off, as many locks and dams have been con- 
structed by the government, and the work is begin- 
ning to show that in time there will be an all-year- 
around ‘boating stage of water. 

A new organization is being formed at Louisville, 
a $50,000,000 concern, for the purpose of building up 
the riverways transportation idea, with a new kind of 
freight carrying boat. 

For years the old Pittsburgh Coal Co. was the big 
factor on the Ohio river, but demand for its coal by 
rail into the Pittsburgh district became so large that 
it dropped out of the river trade. A couple of new 
coal carrying companies have been formed during the 
past few years, and the Western Kentucky coal trade 
is now building new equipment for handling coal down 
the Ohio and Mississippi, to river towns, and to the 
Gulf for export and for fuel supply of steamers. At 
a recent meeting of thé Ohio Valley Improvement 
Association, at Evansville, Ind., Charles Richardson, 
of Sturgis, Ky., reported that he was building the 
largest tow boat on the Ohio or Mississippi. 
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Research for the Leather Belting Industry 


Painstaking Investigation Leading to Improvements Hope of 
American Industries in Eliminating Many Needless Wastes 


J. EDGAR RHOADS* 


Technical research for manufacturing industries 
has grown at an enormous rate within the past decade 
or two and competent men, capable of investigating 
in an original way problems bearing on the methods 
of production, raw materials or properties and uses 
of finished products, have been in greater call than in 
former time. Industrial concerns have in many cases 
attracted specialists from pure research which they were 
conducting in universities, to work upon technical 
problems. 

As our coal reserves of the world have become 
reduced through extensive mining operations, engineers 
have found out how to make coal go much further than 
they ever did before, through improved control of com 
bustion, more efficient boilers, protection of heat value 
in the form of steam through insulation and super-heat 
ing and other economies resulting from recovery and 
use of exhaust steam. The steam engine of itself has 
been greatly improved until now by the use of the latest 
forms of uniflow engines, it is possible to get a mechan 
ical horse power with probably less than half as much 
coal as was required not so many years ago. 

After the energy has been turned into mechanical 
power, the use of roller and ball-bearings on high speed 
shafts have reduced friction load and we know that 
the electrical transmission of power, now soon likely to 
be possible up to perhaps a million volts, has made prac 
ticable the carrying of power in this form for what 
were unheard of distances only a short time ago. ‘The 
tendency towards individual drives upon every machine, 
however, seems to have been largely or at least some 
what checked, due to the fact that earlier promises of 
economy have not been entirely lived up to by experience, 
and the group system of driving with belts and counter- 
shafts over a comparatively small area seems likely to 
become more generally adopted, which, of course, tends 
to lessen the number of large belts in use in proportion 
to power transmitted. 

The use of leather belting for power transmission has 
been common for decades, but until very recent times, 
comparatively little has been done in the way of a scien- 
tific investigation of it. Possibly because as a method 
it is so exceedingly simple and a comparatively efficient 
medium as compared with gear drives, chain drives, rope 
drives and some other plans; this, of course, depending 
upon the condition of the installation as to whether it is 
properly designed for the purpose required. [ven within 
perhaps twenty years, the millwright was supreme in this 
work and the trained mechanical engineer had given 
little thought to the matter. The latter was perhaps 
loath to undertake careful investigation of the subject 
as a comparatively superficial invesigation showed that 
there were. many and rather serious complications 
involved inthe virious factors which go to make up 
belt drives;.and some of these factors were quite difh- 
cult to: contrét. 

No methods of investigation or accurate measurement 
had as yet been worked out, in fact, a few of the points 


*Read before the National Association of Leather Belting Manufacturers, 
Philadelphia, Pa. 


involved as vet are almost untouched. It is one of those 
cases where it is important to really begin at the bottom 
and make a thorough study, if rehable conclusions are to 
be reached. The fact that many of the earlier investi 
gators entirely ignored some of the important factors, 
has led their successors into great trouble and mistakes. 
This situation, however, should not cause us to hesitate 
in carefully investigating the scientific side of our indus 
try with an idea of putting it upon @ really solid engin- 
eering basis and giving us the feeling that we have scien- 
tific knowledge comparable with that existing in some 
other lines of highly developed manufacturing work. 
Let us consider some of the items which are involved 
in such a study. 

The experienced belt-maker wouid probably say that 
the two most frequent sources of trouble are belts 
stretching and running crooked, the latter usually with 
very high speed drives where single belts are most 
likely to be used. It is evident that there are a number 
of things which may affect the stretch of a belt, such as 
the kind of hide used, tannage, method of carrying 
that is, the percentage and distribution of grease in the 
leather itself, and the thoroughness of stretching given 
to the leather before it is made into a belt. The hide of 
spongy fiber or consistency ts likely to make leather that 
is more stretchy. 

It is well known that certain tannages, probably those 
which do not well fill the inter-fibular spaces, make 
leather which is made more apt to stretch than that 
which is dead tanned. Belts running crooked, when not 
due to abuse, are certainly sometimes caused by the 
springing of the piece of leather, after it is stripped to 
width, which is probably related somewhat to the factors 
influencing stretch just previously noted. With leather 
which is not very thoroughly tanned there seems to be 
a tendency for one edge of the strip to draw up more 
than the other after it has been stretched, and thereby 
pulling crooked. Aside from the annoyance to the user 
by having to frequently tighten the belt, the tendency to 
stretch causes a rapid reduction in the tension, and 
unless the coefficient of friction is unusually good, there 
results a rapid diminution in the effective tension and the 
work which the belt will do. While a moderate amount 
of stretch is perhaps not a serious matter, the importance 
of this being removed as soon as possible, so that an 
effective tension high enough to carry the load satistac- 
torily may be maintained is of great importance. 

As far back as the days of Frederick Taylor consid 
erable work was done in determining what was the 
proper tension to install a belt. He arrived at figures 
which were certainly conservative and practicable. 1 
think there is not much doubt that if the belt users of 
the country had been willing to adopt his recommenda- 
tions in this respect, they would have had greater econ- 
omy with belting than has been the case. However, the 
tendency has been to load closer to the limit and to settle 
upon a tension which could be maintained fairly steadily, 
but which would give a maximum of power transmis- 
sion. It would not be surprising to see higher tensions 
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Every Transmission 


Appliance 


Our stock embraces everything required in 
the line of power transmission products. 


Pulleys of any diameter to carry any load. 
Hangers, pillow blocks, couplings, friction 
clutches and pulleys, gears in standard sizes 
or cut to specifications, shafting, collars, 
wood and steel pulleys, sprockets and chain. 


Every product represents the highest degree 
of efficiency and quality that it is possible 
to produce. Our large stock enables us to 
supply you with exactly what you need, 
when you need it. 


G. W. P. equipment sells and stays sold. 


Send for catalog. We co-operate to the 
fullest extent with our dealers. 
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still adopted with improved methods of manufacture 
and better types of bearings. 

Closely allied with the question of stretch is that of 
creep and its cause, and elasticity, which we have for 
a long time thought one of the most valuable properties 
of the leather belt, and one which differentiated it 
sharply from most of the substitutes available. Some 
of the work on this has been done by Mr. Jones and 
Professor Sawdon, which has thrown rather more light 
on earlier work and theories in connection with the sub- 
ject. They have shown that the leather belt is not per- 
fectly elastic in that it comes back immediately after 
the removal of tension, but that there is a time lag which 
may have some bearing upon the problem of transmis- 
sion of power. Just what this is will probably vary a 
little with different leathers, but from the practical 
standpoint of power transmission it seems pretty clear 
that it will account for perhaps the first three-quarters 
of one percent or one percent of what we read as 
slip in our power transmission curves, and it would 
seem reasonable that there is room for further improve- 
ment in reducing this a little more in a way which will 
increase slightly the efficiency of the leather belt. 

The wide variation in the observed coefficient of fric 
tion reading on a belt when it is just new and that 
obtained after it has been in use some time shows clearly 
the importance of a proper finish on the surface. One 
interesting feature which had not been carefully studied 
until perhaps of recent times is in the observation that 
the coefficient of friction does not apparently change in 
any considerable way at different tensions. It is obvious 
that in a running belt the effective tension, which is the 
difference between the tension on the tight side and the 
slack side is limited very definitely by the coefficient of 
friction obtained at a given speed of operation and of 
slip. This problem seems to be one of the very fertile 
fields for further work. 

So far I have not mentioned the often spoken of fac- 
tor of tensile strength, though it is apt to be one of the 
main things alluded to in leather belting specifications. 
I have not mentioned it because the factor of safety in a 
good leather belt is high, often “5 to 1” to “10 to 1,” and 
it is a very rare thing to hear of a belt tearing because 
of the load applied to it unless some accident has 
occurred. 

Another very important factor in the capacity of a 
given belt to transmit power is speed, and while consid- 
erable work has been done on this subject, there is still 
a good deal to learn. It has only been a few years since 
a prominent leather belting manufacturer stated that he 
considered it good practice to run leather belts for wood- 
working machinery at speeds in the neighborhood of 
9,000 feet per minute. Other makers disagree with him. 
Dr. E. D. Wilson, in presenting data on the subject pub- 
lished in 1919 (and on which the tables published by 
the Exchange are based), has shown that at this speed 
a double belt will transmit practically no power and a 
single belt very little indeed. There is no available 
machinery for actually making such tests as these high 
speeds, and general experience in which little scientific 
data is available seem to indicate that the greatest effi- 
ciency is obtained at speeds of 4,000 to 5,000 feet per 
minute. 

So far as I am aware, none of the data submitted 
take into consideration the effect of grease, and of the 
varying coefficient of friction at the high speed of slip 
which would be obtained at any such speed as 9,000 feet 
per minute. We do know, of course, that the centrifugal 
force increases very fast on higher speeds, tending to 








throw the belts away from the pulleys, and it is likely 
that in scientific work on this subject when it is done 
thoroughly, will, as is so often the case, bear out prac- 
tical shop experience, at least in large measure, and 
recommend the limitation of speed to a more reasonable 
figure. 

Some years ago the subject of humidity and its effect 
upon leather belts was investigated, but whether or not 
due consideration was given to the variation in the mod- 
ern methods of currying from the old hand stuffing, and 
whether the tests were made on a large number of belts. 
or only on a few of one make, I am not aware. It does 
seem, however, pretty clear that the presence of large 
amounts of humidity lowers the effectiveness of a leather 
belt, but it is also likely that proper treatment will do 
something to lessen this tendency. 

During the past few years the yse of compressors 
and machines with a wide variation in loads have rather 
increased, and motordriven compressors with a binder 
pulley or tightener have become very much more com- 
mon. This type of drive has received comparatively 
little careful investigation, though it has been known to 
work very well with proper installation and sufficient 
belt capacity. It does, however, seem quite clear that it 
is necessary to have more belt for a load of this kind 
based upon the power required from the motor than 
for an ordinary steady pull; some say twice as much is 
needed, but I believe this is still another subject requir 
ing careful test under well controlled conditions. 

Closely allied with this is the question of are of con 
tact, the effect of increasing or decreasing this in the 
load which a belt will carry, and also the most effective 
way to arrange drives where there is a small 
and a large driver or vice versa. 

The subject of center distance was investigated some 
what during this past year at Purdue university, but time 
prevented final or the most thorough kind of test. The 
mill-wright has known for a long time that increasing 
the center distance was a great help, and that with a 
well designed drive, the position of the catenary formed 
by the slack side on top was a great help in steadying the 
belt, particularly on sloping drives where belts were run- 
ning at angles with the floor. Here there are such 
varieties of conditions available that much work is neces 
sary to get standardized competure worked out. The 
same would probably be true of quarter and half turned 
or cross belts, a frequent source of annoyance and 
trouble to the user. 

The comparative virtue of drives in which the tight 
side is on top or on the bottom is a subject, of course, 
which ties up closely with that of arc of contact and 
center distance. 

Pliability is another factor of no small importance in 
drives of this character, and though as yet the scientific 
investigation of the problem is still ahead of us, the 
best practice is tending away from the heavy, stiff, hard 
belt toward the lighter and more pliable one. 

From the above I would not ask any one to think that 
little work has been done, for really much has been, 
but there is still a good distance of road to travel. The 
quite thorough testing that has been done by at least 
three separate investigators on the comparative power 
transmission qualities of leather, and most of the prin- 
cipal types of substitute belting, has been of great value 
to the engineering world and the belt user, and should 
be a source of great economy. 

During the past few weeks a very careful comparison 
has been made to settle the much mooted question as to 
which side of a single belt should run next to the pulley, 
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and Mr. Jones has prepared very complete figures which 
he is probably just about réady to publish, which repre: 
sents an enormous amount of careful work and prove 
conclusively that the grain side of the leather belt is on 
the average decidedly superior to the flesh, though he 
has found that some belts, carrying very high amounts of 
grease, will do nearly as well when run with the flesh 
side to the pulley as the grain. These, however, are 
not representative of the great mass of standard leather 
belts upon the market. 


In conclusion, I wish to encourage every manufac- 
turer to consistently and diligentiy support. the idea of 
research, for I believe that the hope of American indus- 
try is in this line, and that many of the wastes which 
are charged against industry in all lines will within the 
next few decades be largely eliminated through the dili- 
gent and painstaking care of highly trained scientists 
and investigators who leave no stone unturned to try to 
get to the bottom of the problems which affect their 
subjects. 
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lips From Manufacturers 


New Inventions and Specialties Mark Business Adjustment 


The Bond Foundry & Machine Company, ‘Manheim, 
Pa., has recently placed on the market a new line of 
truck casters. Its swivel caster, double ball race type, 
is said to be the only truck caster on the market with a 
double ball race in 
which both 
carry the load and 
with the ball races 
placed to take the 
side thrust in every 
direction, eliminating 
friction on the king 


races 


bolt. The ball races 
are Protected by a 
projecting flange on 
the upper plate 
extending downward. 
The axles are made 
of cold rolled steel 





and are held in place 
with cotter pins. This 
caster is made in two grades, medium and heavy duty. 
The swivel truck casters made by this company, single 
ball race type, and stationary truck casters, with or with- 
out rubber tires, are also made in two grades, medium 
and heavy duty. 

An adjustable reamer, designed to meet the demand 
for a high grade, accurate tool, having the advantages 
of a long range of expansion, and the accuracy of a 
straight reamer, has recently been placed on the market 
by H. A. Shunk, Ine., New York. In this reamer six 
blades are used set into the body in pairs, so that each 
pair gives an accurate measuring point, enabling the 
reamer to be set to a micrometer. Each pair of blades 
is unequally spaced in the body of the reamer and the 
cutting edges are on a line with the center of the reamer, 
produced a staggered, shearing cut, said to eliminate 
chatter and Produce a smooth hole. 

The Wright Mfg. Co., Lisbon, Ohio, has recently 
placed on the market a triple-hook high-speed hoist for 
handling long and limber loads, such as are encountered 
in lifting and conveying long bundles of sheet metal, 
tubes, small diameter metal bars, wire and_ other 
unwieldy material. Operation is by one man overhauling 
the chain on its single hand wheel, which operates its 
three chain blocks, lifting the load evenly at all points. 
The main line shafts and pinions are of nickel carbon 
steel forgings; the load chain wheels are electric furnace 
steel castings, guaranteed not to break; the housings are 
of malleable iron. 

Black & Decker Mfg. Co., Baltimore, is now making 
an &-in. electric bench grinder having a_ three-quarter 


h.p. motor of the universal tvpe and™ operating on alter- 
nating or direct current. One of the special features 
ot this grinder is that its grinding wheels are set well 
forward of the motor casing and are arranged so that 
they overhang the bench, making it possible to grind long 
pieces and odd shapes conveniently and also to wear the 
grinding wheels right down to the clamp washers. The 
motor is air cooled. Grease lubrication is used through 
out. The grinder is shipped as a complete outfit, with 
one coarse and one fine grinding wheel, 8 in. in diameter 
by three-quarter in. face; two wheel guards, two adjust- 
able tool rests, and an electric cable fitted with attach- 
ment plug and switch. 

The Mechanics Tool Co., Rockford, Il, has recently 
placed on the market a new set of double-end wrenches. 
These wrenches are drop-forged from tool steel and are 
oil tempered. The angle of the jaws makes it possible 
for the user to work in tight places and get a firm hold 
on the nut or screw head, and at the same time have full 
benefit of the leverage without danger of the wrench 
slipping and injuring the hand. The opening in the 
larger end of each wrench is the correct size to fit a 
U.S. standard nut, while the smaller end is made to fit 
an S. A. E. standard nut or bolt head. The set 
fourteen sizes of openings without duplication. 

The Wm. Powell Co., Cincinnati, has recently placed 
on the market a non-return regulating boiler check valve. 
This valve is made with cast iron body and voke for 
standard steam pressures up to 250 pounds, and with 
cast steel body and yoke for superheated steam. All 
connecting parts are bound together by heavy steel bolts 
and nuts—a recessed space for the sheet packing in the 
body joint is said to make it perfectly tight under the 
most severe conditions. The stem is of steel, working 
outside in the voke where steam cannot reach the 
threads. The discs and seats are made of nickel bronze, 
or when specified of monel metal. 

The Triplex Machine Took Corporation, New York, 
has recently placed on the market a combination machine 
tool said to conveniently do turning, milling and drilling. 
The universal features of the machine, it is claimed, 
save time in making job set-ups and in many cases, elim 
inate the necessity of changing the positions of the work 
when performing a variety of operations. 

A trailer with a capacity of three tons, all metal, 
except the floor, with heavy pressed steel frame and 
roller bearing wheels and casters, has recently been 
placed on the market by the Sharon Pressed Steel Co., 
Sharon, Pa. This trailer can also be used as a lift 
truck with standard tractors. A new all-metal hand 
truck has also been placed on the market by this 
company. 
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PERSONALS 


Charles C. Phelps has been elected treasurer of the Uehling 
Instrument Co., New York City. 

_B. B. Evans has been appointed sales manager in charge 
of the Pittsburgh district of the Milwaukee Electric Crane & 
Manufacturing Co. 

William N. McMunn, formerly with the Whitman & 
sarnes Manufacturing Co., Chicago, is now with the Parish 
& Bingham Corporation, Cleveland. 

__Edmund Henry, formerly with Thos. Maddock’s Sons Co., 

[renton, has resigned to become manager of the Boston 
office of the United States Sanitary Manufacturing Co. 

_ Otto Agricola, manager of the Gadsden, Ala. pipe manu- 
facturing plant which bears his name, has been elected to 
the presidency of the Gadsden Chamber of Commerce. 

Charles Adams, formerly a sales manager with the Stand- 
ard Roller Bearing Co., Philadelphia, is now identified with 
the Bearngs Co. of America as sales engineer in the Eastern 
district 

Frank L. Cone, Windsor, Vt. has been elected president of 
the Coates Clipper Manufacturing Co., 237 Chandler street, 
Worcester, Mass. J. W. Watson will continue as general 
manager. 

Capt. Frederick A. Westphal, an engineer in the wire rope 
department of the Worcester, Mass., district office of the 
American Steel & Wire Co., has been transferred to the New 
York office of the company. 

Thomas Hoope, Jr., has resigned as general manager of 
Wilcox, Crittenden & Co., Middletown, Conn., manufac- 
turer of marine hardware. He has been associated with the 
company for more than twenty years. 

C. B. Adams has been elected vice-president and sales 
manager, and C. H. Peterson, secretary-treasurer and general 
manager, of the Maher Engineering Co., 30 North Michigan 
3oulevard, Chicago, manufacturer of mechanical equipment. 

O. C. White, formerly agent in the Fort Worth, Texas, 
territory for the Youngstown Boiler & Tank Co., Youngs- 
town, Ohio, has been appointed sales manager in the South- 
west, with headquarters at 801 North Houston street, Fort 
Worth. 

John T. Brierly, formerly president and general manager 
of the Brierly-Lombard Co., Worcester, Mass., is now presi- 
dent of the Thompson-Copeland Co., Worcester, manufac- 
turer of lock washers, screw machine and stamped metal 
products. 


Dr, Sidney L. McCurdy, medical director of the Youngs- 
town Sheet & Tube Co., Youngstown, Ohio, has been elected 
president of the Ohio Association of Industrial Physicians. 
Dr. A. C. Cranch, of the National Carbon Co., Cleveland, was 
made secretary. 

Charles M. Sullivan has joined the sales force of Manning, 
Maxwell & Moore, Inc., of New York, in charge of the Shaw 
crane department. Mr. Sullivan was formerly sales manager 
in the Pittsburgh district of the Milwaukee Electric Crane & 
Manufacturing Co. 

A. A. Albaugh has been made vice-president and general 
manager of the Barnhart-Davis Co., Warren, Pa., manufac- 
turer of oil refinery accessories. Mr. Albaugh was formerly 
general superintendent of the Jacobson Machine Manufac- 
turing Co., Warren, Pa. 

E. S. Volk, formerly with P. Nacey & Co., and a member 
of the Western Society of Engineers, has opened offices 
at 708 North Carpenter street, Chicago, as engineer and con- 
tractor for the installation of automatic sprinklers and heat- 
ing, ventilating and power work. 


William M. Moody, formerly connected with Wm. Cramp 
& Sons Ship & Engine Building Co., Philadelphia, is now 
with Charles C. Moore & Co., San Francisco, Calif., which is 
the Pacific Coast branch of the Babcock & Wilcox Co., man- 
ufacturer of water-tube steam boilers. 


Theodore L. Dodd has been apponted by the United Smelt- 
ing & Aluminum Co., Inc., New Haven, Conn., as manager 
for Chicago and surrounding territory. New and enlarged 
office space has been taken in the Railway Exchange Build- 
ing, 80 East Jackson Boulevard, Chicago. 

Charles F. Smith, chairman of the board of directors of 
Landers, Frary & Clark, New Britain, Conn., has been made 
temporary chairman of the board of directors of the New 
Britain Machine Co. He will be in charge during the absence 
of F. G. Platt, who is at Johns Hopkins Hospital, Baltimore. 

James D. Erskine, formerly manager of the Eastern branch 
of the American Radiator Co., New York, has been made 
vice-president in charge of sales of the Fitzgibbons Boiler 
Co., Inc., Oswego, N. Y., which has established a branch in 
New York, with offices in the Bryant Arcade Building, 47 
West 42d street. 

M. W. Jay has been appointed by the Sloan Valve Co., Chi- 
cago to represent them in the states of Louisiana, Alabama 
and Mississippi, with offices at 517 St. Louis street, New 
Orleans. For many years Mr. Jay covered the above states 
in the interests of Manion & Co., New Orleans, of which 
company he was vice-president and sales manager. 

Charles E. Bromley, formerly technical director, Richard- 
son-Phenix Co., Milwaukee, is now manager and chief en- 
gineer of the newly formed Richardson-Phenix division ot 
the S. F. Bowser & Co., Inc. This division will conduct the 
filtration and lubrication appliance business of the consoli- 
dated companies, with main cffices at Fort Wayne, Ind. 

P. T. Irvin, for several years sales manager of the Lincoln 
Twist Drill Co., Taunton, Mass., and prior to that sales man- 
ager of the Wells Bros. Co., Greenfield, Mass., has been 
made manager of the small tool division of the Greenfield 
Tap & Die Corporation, Greenfield. This division is a con- 
solidation of the small tool and drill divisions of the com- 
pany. 

The R. H. Beaumont Co., Philadelphia, contractor for coal 
and ash-handling equipment, has increased its sales force, 
making the following appointments: P. K. Reed, formerly 
chief engineer, will be located at Philadelphia. H. D. Wil- 
liams, a former engineer, will be added to the New York 
office force. The company will move its Pittsburgh office 
to the Oliver Building, to be in charge of Charles W. 
Ross, formerly New York manager. 

N. P. Farrar has been placed in charge of the Pittsburgh 
territory for the Shepard Electric Crane & Hoist Co., Mon- 
tour Falls, N. Y., with headquarters in the Union Arcade 
building, Pittsburgh. He succeeds W. C. Minear, who has 
resigned. Mr. Farrar has been associated with the Shepard 
interests for about fifteen years, and for the past three years 
has been in charge of the company’s Baltimore office, which 
covers thirteen Southern states. Prior to that he was with 
the Philadelphia office for about eight years. 

Col. Samuel M. Nicholson, president and general manager 
of the Nicholson File Co., and president of the American 
Screw Co., both of Providence, R. I., has been elected chair- 
man of the board of directors of the Industrial Trust Co., 
succeeding the late Col. Samuel P. Colt. Even N. Little- 
field, a director of the United Wire & Supply Co., and the 
William H. Haskell Manufacturing Co., manufacturer of 
bolts, both of Pawtucket, R. I., has been elected vice-presi- 
dent of the trust company. Harry Parsons Cross, a director 
of the Builders’ Iron Foundry, and the Rhode Island Tool 
Co., both of Providence, was also made a director. 
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Charles M. Power, vice-president and general manager of 
sales of the United States Chain & Forging Co., Pittsburgh, 
since its organization in 1919, has resigned. He has made no 
definite plans for the future. In 1904 Mr. Power became sec- 
retary and general manager of the Seneca Chain Co., Kent, 
Ohio. In 1909 he severed that connection to become general 
manager of sales of the Standard Chain Co., which was 
absorbed by the American Chain Co., in 1916, with which 
company he continued as sales manager until 1919. During 
the war Mr. Power was active in the Chain Manufacturers 
Association and at the present time he is chairman of the 
executive committee of the American Hardware Manufactur- 
ers’ Association 

At the annual meeting of the American Society of Mechan- 
ical Engineers, held in New York City December 5 to 9, two 
honorary memberships were conferred. Henry R. Towne, 
president of the Yale & Towne Manufacturing Co., and Na- 
thaniel G. Herreshoff, marine engineer and boat designer, 
were the recipients of the high honor. Henry R. Towne has 
been a member of the A. S. M. E. since 1882, serving as 
vice-president from 1884 to 1886, and as president in 1889 
He was one of the founders of the Yale & Towne Manuiac- 
turing Co., and has directed this company as president since 
1869. He has developed many improvements in lock making 
machinery, as well as chain hoists and art hardware. Mr 
Herreshoff graduated as a mechanical engineer from the 
Massachusetts Institute of Technology in 1869 and possesses 
unusual ability as an engineer. He designed and constructed 
the rotary engine and in 1876 erected the Corliss engine 
which was exhibited at the World’s Fair in Philadelphia 
Mr. Herreshoff made the first torpedo boat designed for the 
government, and has designed many hulls and_ ship 
which have been copied by all countries. 
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FACTORY ADDITIONS 
Z. T. Darrow, Canandaigua, N. Y., is 
machine shop, 80 by 100 feet. 
Atlas Finishing Co., Homestead, N. J., 
story factory, to cost $100,000 
Vulcan Iron Works, Hudson street, Jersey City, N. J., is 
building a one-story plant addition. 





building a one-story 


is building a three- 


Union Hardware Co., Torrington, Conn., is building a one 
and two-story addition, 60 by 300 feet. 

Steel Furniture Co., Grand Rapids, Mich., is building an 
extension to its plant, 81 by 150 feet. 

Beaver Truck Co., 369 Wilson street, Hamilton, Ont., is 
building an addition to its plant to cost $50,000 

Lock Joint Tool Co., Mishawaka, Ind., has awarded con- 
tract for the construction of a factory building. 

The Bramsons Auto Co., Phillips Place, Montreal, Quebec, 
is building a three-story garage, to cost $80,000 

Mommaw Tool & Machine Co., 113 Main street, Joplin, 
Mo., is erecting a one-story plant at a cost of $50,000. 

George J. Meyer Manufacturing Co., Milwaukee, Wis., is 
building a two-story storage addition, 59 by 100 feet. 

Artificial Ice & Cold Storage Co., Billings, Mont., has com- 
pleted plans for an addition to its plant, 30 by 150 feet. 

Michigan Hardware Co., Grand Rapids, Mich., is erecting 
an addition to its plant, 100 by 100 feet, to cost $30,000 
1200 Niagara street, Buffalo, N. Y 
is building a three-story plant addition, 50 by 50 feet. 

General Electric Co., Harrison, N. J., is building a one- 
story lamp manufacturing factory at East Orange, N. | 

Muskogee Vitrified Brick Co., Muskogee, Okla., is rebuild- 
ing the portion of its plant recently destroyed by fire 

Plans have been completed by the Charter Oak Machine 
Co., Hartford, Conn., for a one-story factory, 60 by 100 feet. 

Atlantic Ice & Coal Co., Atlanta, Ga., has awarded con- 
tract for the erection of a two-story ice plant, to cost $150,000 

E. W. Bliss Manufacturing Co., St. Clair avenue, Cleve- 
land, Ohio, is building a one-story forge shop, to cost $40,000 


American Body Co., 


Contract has been awarded by the Port Huron Sulphite 
& Paper Co., Port Huron, Mich., for an addition, 70 by 100 
feet. 


E. H. & E. I. Beerwort, Hartford, Conn., manufacturer of 
automobile bodies, plans a one-story factory building, 30 by 
75 feet. 


Hornell Ice & Cold Storage Co., Marion, Ohio, is building 
a two-story addition to its ice plant, 60 by 90 feet, to cost 
$45,000. 7 


Gray Knox Marble Mills, Knoxville, Tenn., is planning for 
extensive improvements and extensions to its plant, to cost 
$200,000. 

Plans have been completed by the Suffolk Body Co., Say 
ville, L. 1., N. Y., for the erection of a one-story plant, 100 by 
350 feet. 

The Ellwood 
contract for 
120 feet. 

The Fulton Tractor Manufacturing Co., 
has completed plans for the erection of 
540 feet. 

Carroll Chain Co., 60 Smith Place, Columbus, Ohio, is 
planning the erection of a one-story plant addition, 50 by 
150 feet 

West Realty Co., Haverhill, 
for the erection of a two-story 
cost $100,000. 


Say- 
Forge Co., Ellwood City, VPa., has awarded 
the erection of a one-story forge plant, 98 by 


Ind., 
50 by 


Anderson, 
a building, 


Mass., has awarded 
garage, 70 by 1881 


contract 
reer, tO 
Cyclone Drilling Co., Orrville, Ohio, manufacturer of me- 
chanical drilling equipment, is building a one-story exten 
sion, to cost $70,000. 

Templeton Limestone Co., Kittaning, Pa., is building a 
crusher plant, 30 by 60 feet, and a power plant, 25 by 25 
feet, to cost $50,000 

Crane Co., Bridgeport, Conn., has awarded contract for the 
construction of a one-story addition to its factory, 75 by 175 
feet, to cost $70,000 


H. Barth & Son, S801 Clark avenue, Cleveland, has awarded 
contract for the construction of a addition, 8&4 by 
110 feet, to cost $40,000. 

\. A. Geisel, Pecousic — street, 
facturer of automobile parts, 
addition, 40 by 400 feet 

Phoenix Chair Co., Sheboygan, 
tion to its plant to cost $100,000. 
stories, 168 by 180 feet 

Michael Hospital, 29th and Ellis avenues, Chicago, 
is building a seven-story home for nurses, 100 by 150 feet. 
Estimated cost, $750,000 


one-story 


Springfield, Mass., manu- 
has taken bids for a one-story 


Wis., is building an addi- 
Che structure will be four 


Reese 


C. Schroeder, 5007 North Winchester avenue, Chicago, has 
awarded contract for one-story machine ship, 50 by 125 feet, 
at 2633 Belmont avenue 


The Thomas Laughlin Co., 143 Fore street, Portland, Me., 
manufacturer of marine hardware, is 
shop, 60 by 60 feet. 

The G. A. Ball Bearing Co., Lake 
Chicago, has awarded contract for a 
by 163 feet, to cost $50,000. 

King Foundry Co., St. Joseph, Mo., 
improvements to its plant, 42 by 200 
of a foundry, 60 by 80 feet. 

Nemo Dye Works, care of I’. Gerhardt, architect, 64 West 
Randolph street, Chicago, is building a factory, 
103 by 115 feet, to cost $250,000. 

Buttress-McClellan Co., Los Angeles, 
contract for a plant to compris¢ 
160 feet. Estimated cost, $100,000 


Block Foundry Co., Ine., Oakland, Calif.. has en 
larged its plant by the erection of a bay, 50 by 300 feet, 
which is to be equipped with a cupola 

Peninsular Power Co., National Bank Building, Madison, 
Wis., plans the erection of a power house, 50 by 125 feet, 
at Crystal Falls, Mich., to cost $60,000. 

Pennsylvania Railroad, Indianapolis, is building a_ boiler 
and machine shop at Fort Wayne, Ind., to $400,000 
the building will be two stories, 81 by 180 feet. 

The Frick & Lindsay Co., Sandusky and Robinson. streets, 
ittsburgh, railroad and mine equipment, has completed plans 
for a brick and steel addition, to cost $90,000. 


building a one-story 
forge 


and 
one-story 


\lbany streets, 
plant, 124 


plans extensions and 


feet, and the erection 


one-story 


Calif., has awarded 
two buildings, each 50 by 


Brass 


cost 


The Velie Sales Co., 29 West Harvey street, Germantown, 
Philadelphia, Pa., is building a one-story automobil 
and repair works, 50 by 105 feet, to cost $60,000. 


service 


Plans have been completed by the Facto Motor Trucks, 
Inc., Springfield, Mass., for the erection of two additions, 
one 40 by 390 feet, and the other 40 by 100 feet. 

The Kilbourne-Clarke Manufacturing Co., Seattle, Wash.. 
has awarded contract for a building, 138 by 160 feet. The 
company manufactures general electrical equipment. 
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The illustration shows 
Hot Saw Drive 


Tacony Steel Co., 
Philadelphia 


Test Special Belting 
16 ft. 8% inches long. 
10 inches wide—6 ply. 

18 

inches R.P.M. 1200. 

é Driven Pulley 1 
inches R.P.M. 1800. 


Horsepower 30. 
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TEST SPECIAL 
KUBBERK BELTING 


endured it 


After numerous belting troubles, the Tacony Steel Company of 
Philadelphia finally selected Test Special Rubber Belting for this 
belt-devouring drive—a hot saw cutting nickel chrome steel of great 


density and toughness. 
—other belts lasted one month. 
--Test Special Rubber Belting showed an average 
life of three months 


The conditions speak for themselvyes—a belt traveling over small 
pulleys at 5654 feet per minute—a sudden belt-racking strain when 
the saw bites into the steel—a shower of sparks and steel particles 
—BELT KILLING WORK. But Test Special proved its worth. 
And—consider this—it cost less than the other kind. 


A sample of Test Special Belting with copy 
of “Belt Engineering’ sent on request. 


NEW YORK BELTING & PACKING CU. 
MECHANICAL RUBBER GOODS 


New York Boston St. Louis Philadelphia 
Pittsburgh Salt Lake City Chicago San Francisco 


When writing to Advertisers please mention M1ILt Suppties. 

















Parlow Brothers, Peshtigo, Mich., operating the 
Service Garage, are erecting a one-story exte nsion, 
feet, to be used for machine shop and repair work. 


Peshtigo 
50 by 76 


Eastman Welding Co., Los Angeles, Calif., is building a 
one-story factory on Los Angeles street, 100 by 150 feet. 
Albert C. Martin, 430 Higgins Building, is architect. 

_ Pacific Gas & Electric Co., 445 Sutter street, San Fran- 
cisco, Calif., is planning to make extensive additions and 
improvements to its power plant at Manteca, Calif. 

Savage & Whitney, 914 Pioneer Building, St. Paul, Mann., 


is building an addition to ¥ power plants at Devil’s Lake, 
Oakes and Enderlin, N. D. A. H. Savage is manager. 

Bazzell-Wright Co., eat Okla., is building a one- 
story storage plant, 92 by 100 feet, to cost $40,000. H. O. 
Valeur & Co., Phoenix Building, are the architects. 

A vocational department will be installed in the two-story 
and basement high school at Elizabeth, N. J., to cost $700,- 
000. C. Godfrey Poggi, 275 Morris avenue, is the architect. 

Contract been awarded by the Western Malleables 
Co., Beaver Dam, Wis., to the Austin Co., Cleveland, for 
a one-story factory and warehouse addition, 40 by 120 feet. 

Morganthaler Brothers, Second and Snyder streets, Phila- 
delphia, ice manufacturers, have awarded contract to the 
William F. Koelle Co., for a two-story addition, 60 by 100 
feet. 

The Iroquois Door Co., 


has 


Albany, N. Y., has awarded con- 


tract to the Feeney & Sheban Building Co. 164 Montgomery 
street, for the construction of a one-story building, 100 by 
100 feet. 

H. J. Westbol, 1559 North Halstead street, Chicago, has 
awarded contract for the construction of a one-story garage, 
140 by 180 feet, to cost $45,000. A. Comm, 3227 West Di- 
vision street, is the architect. 

The Peck, Stow & Wilcox Co., Southampton, Conn., is 


building a one-siory hardening building, 65 by 180 feet; a 
two-story grinding building, 55 by 155 feet, and an extension 
to its forge shop, 60 by 100 feet. 


Novelty Steam Boiler Works, 917 South Howard street, 
Baltimore, Md., has completed plans for the erection of a 
one-story addition, 52 by 73 feet, and a two-story lean-to 


adjoining building, 54 by 105 feet. 

John Keavey, 375 Palisade avenue, West Hoboken, N. J., 
is building a one-story automobile service and repair build- 
ing, 75 by 100 feet, to cost $50,000. McDermott & Binda, 
582 Bergenline avenue, are the architects. 

Tyler Pipe & Tube Co., 
one-story producer house, 20 by 
50 by 50 feet, to cost $50,000. 
Washington Trust Building, are the engineers. 

American Automotive School, Dallas, Texas, is building a 
one and three-story building, to cost $150,000. The one- 
story portion, 75 by 92 feet, will be equipped as a school and 
shop. J. A. Pitzinger, Dallas, is the architect. 

Dewey Portland Cement Co., Mutual Building, Kansas 
City, Mo., has awarded contract to the MacDonald Engineer- 
ing Co., 53 West Jackson Boulevard, Chicago, for an addi- 
tion to its plant at Dewey, Okla., to cost $60,000. 

The United Casket Co., 3022 West Chestnut street, Louis- 
ville, Ky., is building a one-story dry kiln factory, 100 by 450 
feet, and a one-story boiler plant, 40 by 40 feet, to cost $300,- 
000. M. Sartoro, Cleveland, is the architect and engineer. 

Double Seal Ring Co., Fort Worth, Texas, manufacturer 
of piston rings, has completed plans for extensive improve- 
ments to its plant. The company is planning to manufac- 
ture a new automotive invention, to be known as the double 
seal kerofier 

Chippewa Wood Manufacturing Co., Chippewa Falls., Wis., 
has taken over the plant and business of the Northern 
States Casket Co., and will erect a two-story brick and con- 
crete addition, 32 by 76 feet, to cost $30,000. F. Sterzik 
is president and general manager. 

Standard Oil Co. of Louisiana, New Orleans, is planning 
for extensions to its plant at Baton Rouge,’ La., including 
additional storage facilities to provide for 1,000,000 barrels 
of oil. The company is negotiating for the purchase of the 
plant of the Export Oil Corporation at Avondale. 

The city of Raleigh, N. C., is having plans prepared for 
the erection of an impounding reservoir, enlarging its present 
reservoir, pumping and filter plant, and building exten- 
sions to its pipe lines and the construction of a 750,000-gallon 
steel tank and tower. Estimated cost, $500,000. J. B. Bray, 
406 West Harget street, is the engineer. 


Washington, Pa., is building a 
50 feet, and a boiler plant, 
Simplex Engineering Co., 


MULL GUPPLUES 





NEW FACTORIES 


Washington Cord Tire Co., Seattle, Wash., has acquired 
a site, on which it will erect a new plant. 

The Board of Library Commissioners, Los Angeles, Calif., 
plans to build a library at Normal Hill Center, to cost $1,500,000. 

Cc. M. Hilley Brothers Co., 30 Pleasant street, Haverhill, 
Mass., is building a seven-story shoe factory, to cost $500,- 
000. 

The Weehawken Dry Dock Co., Weehawken, N. J., has 
leased a site on which it will erect a shipbuilding and repai: 
plant. 

Weekes Engineering Corporation, Welland, 
tablish a plant for the manufacture of boilers. L. 
is president. 

Prairie Pipe Line Co., Mertens, Texas, has acquired a 15- 
acre site for a new electrically-operated pumping plant, to 
cost $100,000. 


Ont., will es- 
R. Weekes 


White Eagle Oil & Refining Co., 418 Dwight Building, 
Kansas City, Mo., is building a three-story oil refinery at 
Armourdale, Kansas. 


General Baking Co., 45 East 17th street, New York City, 
is building a new plant on a site recently purchased. William 
Deininger is president. 

saltic Bending Co., Sugar Creek, Ohio, has acquired a new 
site on which it will erect a plant to take the place of the 
one recently destroyed by fire. 

Wisconsin Wagon Co., 
plant to replace the one 
plant will be three stories, 50 by 132 feet. 

_ Hilman M. Nelson, Brooklyn, N. Y., is building a manu- 
facturing plant at Newark, N. J., for the manufacture of 
machines for heavy plate and boiler work. 

The Board of Education, Scottsburg, Neb., is having plans 
prepared for a high school, to cost $500,000. R. A. Bradley 
& Co., Hastings, Neb., are the architects. 

The F. H. Smith Co., 815 15th street, Washington, D. C., 
is having plans prepared for a hotel to cost $3,000,000. J 
H. DeSibour, Hibbs Building, is the architect. 

Goodall Worsted Co., Sanford, Me., has awarded contract 
for the erection of a one and five-story storage, combing and 
spinnning mill, 225 by 274 feet, to cost $600,000. 

Hull Brewing Co., 14 Whiting street, New Haven, Conn., 
has awarded contract for the construction of a three-story 
manufacturing plant, 31 by 60 feet, to cost $40,000. 

Johnson Eureka Combination Spray Co., Yakima, Wash., 
manufacturer of spraying machinery, has acquired property 
in the Millview district for the erection of a new plant. 

The Pythian Castle Co., 329 South Main street, Dayton, 
Ohio, is building an eight-story hotel and auditorium, in- 
cluding a steam heating system. Estimated cost, $300,000. 

Oklahoma County, Oklahoma City, Okla, care of E S 
Butterworth, chairman, is building a four-story hospital, in- 
cluding a steam heating system. Estimated cost, $2,000,000. 

The Board of Education, Martins Ferry, Ohio, is having 
plans prepared for a two-story high school, to cost $450,000 
C. W. Bates, 77 12th street, Wheeling, W. Va., is the archi- 
tect. 

National Biscuit Co., 409 West 15th street, 
has awarded contract for a_ baking 
Starrett Co., 49 Wall street, New 
$750,000. 

The 242 and 252 West 36th Street Corporation, care of 
Schwartz & Gross, architects, 347 Fifth avenue, is building a 
13-story light manufacturing building, 98 by 128 feet, to cost 
$950,000. 

The Outagamie Limestone Co., 75 13th street, Milwaukee, 
is building a new plant at Black Creek, Mich., to cost $200,- 
000. H. O. Welden, 10 South La Salle street, Chicago, is 
engineer. 

The E. Z. Box Co., Owen, Wis., has purchased a site and 
plans to build a two-story box factory, 60 by 200 feet, to cost 
$170,000. Address G. E. Anderson, care Owen Lumber Co., 
president. 


Madison, Wis., is building a new 
recently destroyed by fire. The 


New York City, 
plant, to Thompson, 
York City. Estimated cost, 


Treasury rE y. 
tect, W ashington, D. 
Public Health -scler i 
$1,000,000. 


S. T. Qdell, Johnson City, Tenn., 
and basement wagon and carriage 


A. Wetmore, supervising archi- 
. 1s planning to erect a United States 
Hospital at Palo Alto, Calif., to cost 


is building a one-story 
shop, 42 by 162 feet, to 
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Strongest 

. BeltLacing 

On Earth 








Jobbers— Dealers 


Sell Satisfaction and Economy When They Sell ALLIGATOR Steel Belt Lacing 


Go over these features that make “ALLIGATOR” the best belt lacing proposition for 
you and for your trade First: National and local advertising in carefully selected general publi- 


cations, trade papers and consumer class publications interests all belt users 
FLEXCO-LOK 


and creates a demand that has been growing for twelve years. 
Reg. U. S. Pat. Office 


Second: ALLIGATOR is preferred by Master Mechanics in every industry 
Steel Lamp all over the world for its ease and facility of application, long life in operation, 
Guards 


belt saving characteristics and economical features. The decision of hun- 
dreds of thousands of belting users should influence you to stock it. 
Protects lamps 
from breakage 


and theft—prop- 
erty from fire. 
An efficient, in- 
expensive secur- 
ity against dan- 
ger, losses and 
delays. 

Made in all 
styles and sizes 
with reflectors 
and handles if 
desired. Patent 
lock prevents 
theft. Soidata 
distinct economy 


to the purchaser. Write on letterhead 
for information, oo ete. Not in 


4633 Lexington Street, Chicago, U. S. 


Here are other reasons: 

ALLIGATOR is the most easily and quickly applied of all belt lacings. Only a hammer 
needed and three minutes average time to lace a belt. Anyone can put it on. 

Besides this important feature, this belt“lacing has proven the strongest and consequent- 
ly the most efficient in every test. 

It outlasts any other type of belt lacing—and saves the belting. See illustration and note 
how the staggered teeth penetrate without injuring the belt and clinch down fiat. lso note 
the sectional steel rocker hinge pin which makes a flexible hinge joint that hugs the pulley, 
is no thicker than the belt, and permits belt to be run on both surfaces. 

In addition the use of ALLIGATOR Steel Belt Lacing is the most economical manner 
of taking up stretch on new belts and of relacing and repairing old ones. Only one end of 
belt need be cut off in shortening; or to lengthen, insert stub of correct length. 

Can be kept handy instockroom or tool box for immediate service thus avoiding any pos- 
sible delays. Represents big saving and convenience to your customers on any kind of belting. 
A complete service for all thicknesses of power or conveyor belting. A size and type 
for every need. Write on letter head for samples and trade prices. 


FLEXIBLE STEEL LACING CO. 


135 Finsbury Pavement, E. C., London 


When writing to Advertisers please mention MILL SuppLies. 
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cost $25,000. 
architects. 


Mitchell & Gradig, 108 Spring street, are the 


Wisconsin Mirror Plate Co., Sheboygan, Wis., which 
moved to this city from Fond du Lac, Wis., has purchased 
a new site, on which it will erect a new factory, 60 by 100 
feet, one story. 

The Schwenger-Klein Co., 515 Woodland avenue, Cleve- 
land, manufacturer of butchers’ supplies, has awarded con- 
tract for the erection of a one-story factory, 90 by 120 feet, 
to cost $60,000 

J. J. Ferlin, Modesto, Calif., operating a machine shop and 
foundry, has completed negotiations with the Chamber of 
Commerce, Turlock, Calif., for a site for the establishment 
of a new plant 

Bishopric Lamp Co., Dunkirk, Ont., has awarded contract 
for the erection of a sulphite plant, to include power plant, 
equipped with steam engines, boilers and generators. Esti- 
mated cost, $100,000. 


The Board of Education, Middletown, Ohio, M. E. Dan- 
ford, president, is building a two-story high school building, 
to cost $500,000. T. D. McLaughlin, 610 Savings Building, 
Lima, is the architect. 

Red Seal Refining Co., Long Beach, Calif., has acquired 
property on West Anaheim street, for the erection of a plant, 
to cost in excess of $600,000, including machinery. H. L. 
Hagerman is treasurer. 

The Board of Education, Independence, Kansas, is build- 
ing a three-story junior high school, 150 by 200 feet, to cost 
$600,000. N.S. Spencer & Son, 39 West Van Buren street, 
Chicago, are the architects. 

The M. L. Hansen Co., 113 West Walnut street, Green 
Bay, Wis., has taken the general contract to design, erect 
and equip a paper mill for the Fort Howard Paper Co., at 
an estimated cost of $100,000. 

Harrisburg Stanley Spring Co., Harrisburg, Pa., has com- 
pleted plans for a one-story factory, 50 by 100 feet, for the 
manufacture of special self-oiling springs. Harry D. Del- 
motte, secretary, is in charge. 

The Cuneo-Henneberry Co., 455 West 22d street, Chicago, 
has awarded contracts for a six-story printing plant, 122 by 
221 feet, to be used exclusively for printing Western editions 
of the Saturday Evening Post. 

Coline Oil Co., Ardmore, Okla., has acquired a 40-acre 
site near Ardmore, for the establishment of a tank farm, the 
initial installation to comprise 25 steel storage tanks, of 
about 55,000 barrels capacity each. 

A. H. Hubbard, 1220 East Ocean Boulevard, Long Beach, 
Calif., is building a seven-story hotel, 50 by 150 feet, to cost 
$400,000. J. and D. B. Parkinson, 420 Title Insurance Build- 
ing, Los Angeles, are the architects 

Indiana Power Co., Vincennes, Ind., has arranged for a 
bond issue of $1,100,000, to be used for general operations 
and extensions in plants and systems. It has completed a 
new plant at Edwardsport, costing $500,000. 

Ohio Generator Co., Red Lion, Pa., recently incorporated, 
has selected a site and plans the erection of a four-story 
factory, 65 by 110 feet. Joseph Dise, Glen Rock, Pa., is 
architect, and Clayton C. Meads is treasurer 

The Kentucky Baptists, M. B. Hunt, chairman, 824 Cecil 
avenue, is having plans prepared for a three and five-story 
hospital, 100 by 150 feet. Estimated cost, $500,000 


Joseph 
& Joseph, Francis Building, are the architects. 


Columbia Wood Products Co., 508 Couch Building, Port- 
land, Ore., recently organized with a capital stock of $250,000, 
has acquired property at Astoria, Ore., for a new plant. The 
first unit, including machinery, will cost $200,000 

F. R. Chandler, 381 North Pennsylvania street, Indian- 
apolis, is building a five-story automobile service and repair 
building, 60 by 200 feet, to cost $200,000. Vonnegut, Bohn 
& Mueller, Indiana Trust Building, are the architects. 

\ yocational department will be installed in the three- 
story junior high school to be erected at New Castle, Pa., 
to cost $650,000. The structure will be 230 by 340 feet. W 
G. Eckles, Lawrence Savings & Trust Building, is architect. 

Farmers’ Cold Storage Co., care of G. T. Sales, Liberty 
Building, Philadelphia, is building a four-story cold storage 
plant, 90 by 100 feet, to cost $200,000. Ophuls, Hill & Mc- 
Creery, Inc., 112 West 42d street, New York City, are the 
engineers. 


The Board of Education, care of A. J. Wildanger, secre- 
tary, Flint, Mich., is building a three-story school building, 
160 by 440 feet, to cost $1,000,000. Malcolmson, Higgin- 
botham & Palmer, 405 Moffat Building, Detroit, are the 
architects. 

Fort Smith Compress Co., Fort Smith, Ark., has completed 
plans for the erection of a new plant, 200 by 400 feet, to re- 
place its works recently destroyed by fire with a loss ot 
$500,000, including machinery and stock. E. F. Crekmore 
is vice-president. 

Decker Machine & Tool Co., Okemah, Okla., recently or 
ganized with a capitalization of $75,000, is planning the estab 
lishment of a new plant to include a machine repair depart- 
ment for oil-well and other equipment. A branch works at 
Henryetta, Okla., is also being considered 

The St. Luke’s Hospital Association, 901 East Ist street, 
Duluth, Minn., is building a six-story hospital, 140 by 400 
feet, including a steam heating system. Estimated cost, 
$750,000. Schmidt, Garden & Martin, and German & Jenssen, 
411 Exchange Building, are the associat®d architects. 

The Cinemaphone Co., Los Angeles, recently organized 
with a capital stock of $1,000,000, to manufacture electrical 
specialties, has commissioned the Austin Co., Los Angeles, 
to prepare plans for a factory, comprising machine shop 
and general manufacturing buildings. George J. Webster is 
president. 

Carbo-Oxygen Co., Pittsburgh, is building a new plant at 
Buffalo, to manufacture commercial oxygen and hydrogen, 
and will enlarge its plants at Bayonne, N. J., Coraopolis, 
Pa., Cleveland and Columbus, Ohio, establishing a complet 
oxygen works at each location. J. C. Trees is president, and 
J. R. Rose is vice-president. 

Bronx Equipment Co., Concord avenue and 143d street, 
New York City, has awarded contract to the W. I. Grange 
Construction Co., 800 Keenan Building, Pittsburgh, for a 
two-story and basement plant to be erected in Pittsburgh, 
at a cost of $185,000. C. M. Comstock, 110 West 40th street, 
New York City, is the architect. 


INCREASED CAPITAL 


The Sandow Tool Co., New York City, announces an in 
crease in capitalization from $30,000 to $103,000. 

The capital stock of the Compress Buckle Co., Fort Worth, 
Texas, has been increased from $20,000 to $30,000. 

The Kitchen Appliance Corporation, Pontiac, Mich., has 
increased its capital stock to 25,000 shares of no par value 

The Precision Stud & Bolt Co., Milwaukee, Wis., an 
nounces an increase in capital stock from $25,000 to $40,000. 

The capital stock of the Chuctanuda Gas Light Co., Am- 
sterdam, N. Y., has been increased from $200,000 to $400,000 

The Milwaukee Tool & Forge Co., Milwaukee, Wis., re- 
cently increased its capital stock to $50,000, and will move 
its plant to South Milwaukee. 

The Upton Machine Co. has moved its general offices 
from Benton Harbor to St. Joseph, and increased its au- 
thorized capital from $75,000 to $250,000. 

The Syracuse Lighting Co., Syracuse, N. Y., has disposed 
of a preferred stock issue totaling $500,000, the proceeds to 
be used for general operations and extensions. 

The Loshbough-Jordan Tool & Machine Co., Elkhart, Ind., 
manufacturer of power punch presses, has increased its cap- 
ital stock from $50,000 to $110,000. J. C. Jordan is manager 

The capital stock of the American Metal Parts Co., Mil- 
waukee, manufacturer of automobile and tractor specialties, 
has been increased from $100,000 to $200,000. S. A. Fulton ts 
general manager 

The Pierce Oil Corporation, 25 Broad street, New York 
City, has disposed of a bond issue totaling $2,000,000. The 
company operates an oil refinery at Dallas, Texas, with a 
daily capacity of 48,000 barrels, which will be increased to 
54,000 barrels. 

The capital stock of the Hutchinson Lumber Co., Oroville, 
Calif., has been increased from $2,000,000 to $3,000,000, a 
portion of the proceeds of which will be used for the com 
pletion and purchase of equipment in its box manufacturing 
plant, saw mill and veneer factory, being erected. 


























VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 









The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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U. S. ELECTRIC DRILLS AND GRINDERS 
Send for sl ! ; | 





complete 
catalogue 


THE U. S. ELECTRICAL TOOL CO. Cincinnati, Ohio 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chicago, St. Louis, Cleveland, Milwaukee, Houston 














We have customers who have been buying from 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—Cedar 74 

















74 When writing to Advertisers please mention Mitt Supp iss. 
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NEW INCORPORATIONS 
The Morgan ? & Motor Corporation, New York City, 


$100,000, by J. Mathews, J. L. Johnson and J. L. << 
mings. The uae is re presented by M. V. McVeigh, 
Liberty street. 

Fitts-Morse, Inc., Boston, Mass., $20,000, to build electrical 
machinery. Incorporators: Daniel Fitts, Brookline, Mass.; 
M. E. Buchanan, Newton, Mass., and Harold E. Morse, 
3righton, Mass. 

Material Handling Equipment Co., Wauwatosa, Wis., $25,- 


000, to manufacture and deal in contractors’ 
equipment. Incorporators: H. J. 

N. Newman. 

Detroit Machine Aero Engine Co., Detroit, 
cently been organized and will erect a 
Park. The organizers are Otto F. 
and Fred R. Still. 

The Thompson Lattice 
City, $100,000. by L. I. Thompson, 
inson. The company is 
man, 111 Broadway. 

Shakeproof Screw & Nut Lock Co., 404 Wrigley 
Chicago, has been incorporated. The 
Hough, president; W. L. Stickney, 
Hosking, secretary. 

Federal Safety Manufacturing Co., Milwaukee, Wis., to 
manufacture and deal in burglar alarm systems and devices. 
Incorporators: FE. C. Kambe, 425 East Water street; 
E. Lee and Henry Steurnagel. 

White Star Water Filter Co., 
to manufacture and deal in 
water supply. Incorporators: 
shek and Ernest Holland, 

Superior Radiator Co., Detroit, 
automobile parts. Incorporators: 
1051 Marlborough avenue; James F. 


and power plant 


Hayden, W. Hart and 


Mich., has re- 
factory at Highland 
Barthel, Garfield A. Wood 
Wheel Corporation, New 
A. M. King and C. P 


represented by Robinson & 


York 
Rob- 
Gutter- 


suilding, 
officers are H. R. 
vice-president, and R. 


John 


Milwaukee, Wis., $20,000, 
specialties and appliances for 
Rudolf Brecht, Joseph Auber- 
4514 Elm street. 

$1,000,000, to manufacture 
William <A. Finlayson, 
Cain, 261 Chalmers ave- 


nue, and Frank J. Blair, 3814 Blaine avenue 
The Maxon Co., Milwaukee, $75,000, to manufacture ma- 
chinery and tools. The incorporators are Glenway Maxon, 


Jr., 366 Kane 
and Glenway 


Place; 


George F. Luecking, 729 Fourth street, 
Maxon, 


Sr., 27 Mack Block, Milwaukee. 


The George H. Olney Co., New York City., $25,000, to 
manufacture machinery and equipment. Incorporators:  G. 
H. Olney, C. Lang and J. J. Mullan. The company is repre- 


sented by F. C. Brown, 144 Montague street, 

sailey- Sideoe Manufacturing Co., Milwaukee, $25,000, to 
manufacture automatic appliances and devices for dairy 
barns. Incorporators include George Bailey and William 
Shippert. Lyman G. Wheeler, 204 Grand avenue, is attorney. 

Atlas Vise Co., Lowville, N. Y., $25,000, by E. W. Fulton, 
G. L. Fulton and Henry Pettie. The company has opened 
executive and sales offices in the Bowen Block, Lowville, 


Brooklyn, N. Y. 


Shoppe Flush Valve Co., 10014 Railroad 
N. J., has been incorporated to take 
business of Frank L. Shoppe, 


Place, Newark, 
over the partnership 
Edward G. Hedges and Walter 


W. Heroy. 
The Automatic Takeup Nut Co., East Moline, Ill, has 
been incorporated to manufacture and deal in automobile 


accessories. Incorporators: 
and Fred Fearholley. 
Phoenix Sprinkler Co., 


Joseph Cumber, Paul Cumber 


Springfield, Mass., $250,000, to man- 


ufacture fire extinguishing apparatus. Incorporators: 
Charles H. Atkins, Palmer, Mass.; Fred G. Burnham, Holy- 
oke, Mass., and James A. Perkins. 


King Car Corporation of New York, New York City, 
000, to manufacture motors and engines. 
A. ‘Campbell, F. Hensel and J. P. 
represented by Campbell, Flaherty, 
tor street. 


$100,- 
Incorporators: W. 
Orteig. The company is 
Turner & Strouse, 2 Rec- 


Progressive Manufacturing Co., 2812 North avenue, Chi- 
cago, $20,000, to manufacture a bench sheet metal shear and 
a combined center finder and center drill for 
The officers are Alfred K. Johnson, president; 
Schmidt, secretary, and Ernst Schmidt, treasurer. 

N. H. Medbury, inventor of an automobile hot-water in- 
jector and ranch pump for irrigation, announces plans for 
the formation at Yakima, Wash., of a half million dollar cor- 
poration and the erection of a $100,000 plant for the manu- 
facture of the pump. W. F. Miller is president of the com- 
pany. 


machinists. 
Gustav E. 


Sai 
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Milwaukee Parts Corporation, Wauwatosa, Wis., $50,000, 
to manufacture axles, tools and other mechanical appliances. 
It has taken over the business of the Wisconsin Gear & Axle 
Co. The incorporators are John L. Michalski, 677 Grove 
street; Louis Scheible, 475 Nineteenth street, and Alfred J 
Tank. 

Carroll Chain Co., Columbus, Ohio, $100,000, to manufac- 
ture a complete line of welded chain, including re-weld and 
electric-weld chain. Daniel Carroll, president of the new 
corporation, is a pioneer chainmaker of Columbus. He was 
one of the organizers of the Columbus Chain Co. in 1900, 
which is now the Columbus McKinnon Chain Co. The treas- 
urer is G. G. McAlister. J. M. White is sales manager and 
secretary. 


GENERAL NE\ NEWS 

The Machinery Supply Co., San Diego, Calif 
its firm name to the Mz ichinery 

Rich Tool Co., Chicago, has appointed the Busch Corpora- 
tion, St. Louis, as its representative in that district. 

Frank B. Chollar, Pittsburgh representative of the 
Twist Drill & Machine Co., New Bedford, Mass., 
cember 9, aged 70 years 


, has changed 
Pi ipe & Supply Co. 


Morse 
died De- 


James McCann, Sr., for 
ment of Henry Disston & Sons, 
at Glenolden, Pa., November 26. 

The plant of the Marion Die, Tool & Machine Co., Marion, 
Ohio, has been moved to Mount Vernon, Ohio, where it 
will be consolidated with the C. & G. Cooper Co. 

Crane Co., Chicago, owner of the Mutual Enamelware 
Bathtub Plant in Chattanooga, Tenn., has changed the name 
of the plant and business to the Crane Enamelware Co 

Rivette Lathe & Grinder Co., 
sales offices in the Kerr 
used jointly with the 


sixty years active in the manage- 


manufacturer of saws, died 


Boston, has opened new 
Building, Detroit. The 
Reed-Prentice Co., Worcester, Mass. 

The Karge-Baker Corporation, Phoenix, N. Y., manufac- 
turer of flexible couplings and transmission equipment, has 
moved its plant to 658 Ellicott street, Buffalo, for increased 
operations. 


offices are 


The Howard Iron Works and the Alberger Heater Co., 
manufacturer of expension joints and heaters, now have of- 
fices at 728 “ee my Building, Chicago, in charge of G. W 
Heald and A. J. Saxe. 

The R.. i. V.. Co. Ine. 1755 
has been appointed the exclusive 
States for the R. I. V. 
manufactured in Italy. 

The Welborn 


ganized as the 


Broadway, New York City, 
selling agent in the United 
imported ball bearings, which are 


Corporation, 


Welborn 


Kansas City, Mo., 


recently or- 
Tractor Co., with 


a capital stock of 


$4,000,000, has acquired the plant and business of the Cole- 
man Tractor Co. Welborn is president, and A. Cole- 
man, secretary 

Sale of the product of the Burnoil Engine Co., South Bend, 


Ind., is now being handled by the oil engine division of the 
Dodge Sales & Engineering Co., Mishawaka, Ind The 
3urnoil company has been taken over by the Dodge Manu- 
facturing Co., Mishawaka, Ind. 

Charles Ahrens, formerly of the Ahrens & Ott division of 
the Standard Sanitary Manufacturing Co., Pittsburgh, died 
December 7 from an attack of heart disease, aged 52 years 
Mr. Ahrens was a brother of Theodore Ahrens, president of 
the Standard Sanitary Manufacturing Co. 

Harrold Tool & Forge Co., Columbiana, Ohio, recently 
changed its corporate name to the Colonial Tool & Forge Co. 
The company manufactures mechanics’ hand tools, screw- 
drivers and drop forgings. The selling representatives are 
Wiebusch & Hilger, Ltd.,. New York City. 

The name of the Crossley Mining Co. has been changed 
to the United Clay Mines Corporation. The company is 
planning to have a warehouse at Trenton, N. J., and a similar 
storage plant at East Liverpool, Ohio. The company’s own 
ceramic laboratory will be established at Trenton. 

Cc. H. Wills & Co., Marysville, Mich., has taken over the 
branch plant in Marysville of the Illinois Tool Co., which 
has been devoted exclusively to the manufacture of steering 
gears and speedometer drives and accessories for the Wills 
Co. There will be no changes except in personnel. 

J. P. Van Dyke, inventor of the Van Dyke fountain brush, 
and John McMillan, an automobile man, have bought the 
capital stock of the Art Hardware & Manufacturing Co., 308 
First avenue, Seattle, and will manufacture brass specialties, 
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LUNKENHEIMER 


“Duro” 


Blow-off Valves 








Fig. 897, Flange Ends. 
Fig. 896, Serew Ends, 





“Duro” Blowoff Valves give satisfaction in service because they pre- 
vent heat waste in the blow-off lines. Their design is such that the usual 
causes for leakage are eliminated. 


When opening, the disc secures a gradual release of the water due to 
its travel through the cylinder above the seat before full open position is 
reached. And when closing, the seating faces are automatically cleansed 
of foreign matter by the thin film of water forced past the disc as it travels 
through the cylinder casing before seating. 








A “Duro” Valve user is a satisfied customer because ‘‘Duro” Valves 
contribute to efficiency and economy in boiler operation. Are you pre- 
pared to meet the requirements of your customers for this efficient, de- 
sirable and profitable Power Plant Specialty ? 


CONCENTRATE ON LUNKENHEIMER PRODUCTS 


tHe LUNKENHEIMER ce: 


——_ "QUALITY "=— 


LARGEST MANUFACTURERS OF 
, HIGH GRADE ENGINEERING SPECIALTIES 
oman ae IN THE WORLD 
ENHEI NEW YORK BOSTON 
QUALITY = CHICAGO CINCINNATI, U. &. A. LONDON 16-23-36 
SINCE 1862 EXPORT DEPT. 129-135 LAFAYETTE ST., NEW YORK 
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including builders’ hardware, marine hardware and_ brass 
finishing work. 

The Progressive Wire Goods Co. has moved its new plant 
at Williamstown, N. J. It has purchased a factory building 
located on the Philadelphia & Reading Railroad and has 
installed a modern tinning and galvanizing plant, which 
will give increased facilities for the handling and manufac- 
ture of Prowico stationers’ wire goods and wire hardware. 

The Power Plant Products Co. has opened offices at 419 
Erie Building, Cleveland, Ohio, as the representative of the 
John Crane flexible metallic packing, Godfrey coal and ash 
conveyors, Milwaukee steel storage tanks, Sterling return 
vacuum and separating traps, United stokers, Uechling instru- 
ments and Protected Seat valves for high-pressure work. 

The J-B Engineering Sales Co., Hartford, Conn., has 
moved from 60 Prospect avenue to 54 Church street. The 
company specializes in power plant equipment and is a dis- 
tributor for Sells roller bearings and other Royersford prod- 
ucts; asks the products of the Terry Steam Turbine, Gris- 
com Russell Co. and the Conveyor Corporation of America 

The Cincinnati Shaper Co. and its subsidiary, the Cincin- 
nati Gear Cutting Machine Co., have arranged for a branch 
sales office in Indianapolis, with headquarters at 940 Lemcke 
Annex. T. C. McDonald has been appointed local repre- 
sentative and will handle all business in the Indianapolis and 
Louisville districts, as well as certain states in the South- 
west. Mr. McDonald will also continue as local representa- 
tive of the Reed-Prentice Co. 

John Wheeler Duntley, founder of the Chicago Pneumatic 
Tool Co., Chicago, was killed by an auto truck on December 
15. Mr. Duntley was one of the first men to bring into 
use the pneumatic tool, working with Charles Schwab to 
place it on the market. In 1884 he established the Chicago 
Pneumatic Tool Co., and was its president until 1909, He 
was director of the Taite-Howard Pneumatic Tool Co., of 
England, and head of the Duntley Automobile Accessories 
Co., Chicago . 

The Wetmore Reamer Co., manufacturer of expanding 
reamers, and the Wisconsin Tool & Supply Co., manufacturer 
of special tools, jigs, dies and thread gauges, have been 
consolidated and will hereafter be operated under the name 
of the Wetmore Reamer Co. The officers of the consoli- 
dated company are as follows: Edward J. Waltzer, presi- 
dent and general manager; Charles G. Forster, vice-presi 
dent; Charles F. Puls, secretary; Carl A. Forster, treasurer, 
and Edward D. Johnson, general superintendent. 

The Yale & Towne Manufacturing Co., Stamford, Conn., 
manufacturer of locks and hoists, announces it will establish 
a branch plant in Germany. The company does a large ex- 
port business, especially in South American countries, and 
by establishing a plant in Germany will avail itself of the 
low production costs in that counrty. It has not been defi 
nitely announced where the branch plant will be located. 
Peter F. Augerbraum, superintendent of design and produc- 
tion, Stamford, will be manager of the new plant. 

The Wayne Oil Tank & Pump Co., Fort Wayne, Ind., has 
purchased the Borromite Co. of America, Chicago, for $500.- 
000. The company will immediately enlarge the factory facil- 
ities of the Wayne Oil Tank & Pump Co. and erect an 
experimental laboratory. It will also absorb the Warriner 
Manufacturing Co., organized a year ago. As soon as pos- 
sible the equipment of the Chicago company will be moved 
to Fort Wayne. New factory buildings will be erected on 
the seventeen-acre tract owned by the Wayne Oil Tank & 
Pump Co., to house the new industry 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


SALESMEN WANTED 


WANTED—Experienced salesman who can sell sandpaper 
and garnet paper to the hardware jobbing, sash and door and 
furniture manufacturing trade. Give full particulars regard- 
ing past performance in first letter. Address No. 701, Care 

WANTED—Bright young man to sell patented line of belt 
fasteners Knowledge of mill supply trade and conveyor 
belt practice required. Write, stating salary desired and ter- 
ritory previously traveled. Address No. 704, Care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—A thoroughly experienced saw mill machinery 
salesman to take charge of our wood-working machinery depart- 
ment. Must be not over 35 years of age, and have had practical 
saw mill experience, and be competent to make complete plans for 
wood-working plants. A man who has had a course in mechanical 
engineering preferred. Salary will depend upon man’s ability to 
sell machinery. Address the Reichman-Crosby Co., Memphis, 
Tenn. 


SITUATIONS WANTED 


WANTED—A man with executive ability, age 34, married, 
well acquainted with jobbing and manutacturing trade, desires 
a connection as sales manager, branch manager, or four o1 
five good accounts on commission. Now manager ot sales 
Address No. 700, care MILL SUPPLIES, 537 S. Dearborn 
St., Chicago 

WANTED—Position as sales engineer with reliable mill 
supply house. Technical graduate, associate member A. S 
M. E., member American Association Engineers. Age 27 
Experienced in the sale of mechanical equipment for power 
plants, brick plants, mines, grain elevators, canning plants, 
sand plants, factories, etc. At present chief engineer for 
large deep well pump manutacturer. Initial salary secondary 
if you have real opportunity. Address No. 692, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago 


MILL SUPPLY MEN WANTED 


WANTED—Experienced mill supply man capable of tak- 
ing full charge of well established mill supply department 
Company is located at El Paso, Texas. Applicant must hav« 
broad experience both in buying and selling and have the 
necessary executive ability to manage the entire department 
This will make an excellent position for a man who knows 
his business. In replying state full qualifications, experience 
and salary expected. Address No. 702, Care MILL SUDP- 
PLIES, 537 S. Dearborn St., Chicago. 

WANTED—Experienced mill supply man. Are you capa- 
ble of visualizing the possibilities in developing the business 
of mill supply jobbers by building and selling to them cata 
logs covering their line that will help them increase thei 
sales. We compile and produce Column Unit National 
Standard Size catalogs for mill supply jobbers, from thou- 
sands of pages of standardized merchandise kept standing 


in type and revised up to date. A recent death in our sales 
organization necessitates the addition of a competent man 
to sell these catalogs to mill supply jobbers. If you are a 


thoroughly experienced mill supply man, possibly with latent 
sales ability to sell such catalogs when provided by us with 
such technical knowledge of printing as you may possibly 
lack, please communicate with us, outlining in full what you 
would wish to know were our positions reversed. Address 
Wynkoop-Hallenbeck-Crawford Co., 80 Lafayette Street, 
New York City 


SALES REPRESENTATIVES WANTED 


WANTED—Manufacturer of a small size heavy grade oil 
engine has several openings in good territory for live, ex- 
perienced sales representatives. The man required should 
have sufficient engineering experience to enable him to dis- 
cuss intelligently the prospective user’s power requirements 
and the application if the oil engine to such service. Liberal 
compensation will be paid on a commission basis only. Man 
employed will be required to furnish bond. Address No 
703, Care MILL SUPPLIES, 537 S. Dearborn St., Chicago 


FITTING BIN LABEL CARDS AND CARD HOLDERS 
We have over two million illustrated fit- 


|g 3x21 ting bin labels for plumbing and mill sup- 
HEXAGON HEAD shies i Z » ‘; s. $1.25 per 100. Size 
CAP SCREW a Label Cards, $1 per 1 i 

2x44" No. 1 Metal Card Holders, $2.00 per 100. 

14x3”"” No. 1 Metal Card Holders, $1.65 per 100 

¥4jx214" No. 1 Metal Card Holders, $1.50 per 100 

2x44" Celluloid Card Covers, $1.50 per 100. 

1Ax3” Celluloid Covers, $1.20 per 100 

¥4yx2%”" Celluloid Card Covers, $1.10 per 100. 

Send for samples and free booklets, “How to Systematize 
the Stock Room,” “Perpetual Inventory System,” “How to 
Cut the Cost in Manufacturing by Standardization.” 


HADDON BIN LABEL CO., Haddon Heights, N. J. 



































Our Line is the recognized standard on 


Gauge Cocks 
Water Gauges 
Priming Cocks 





Air Cocks 
Air Valves 
Cylinder Cocks 





STERLING & SKINNER MEG. Co. 


DETROIT, MICH. 


NULL QUPPILUES 





Are You Interested? 


uk Poricy is one of Trade 
Protection, and as we do not sell 


the consuming trade, we can’t emphasize that 
fact too strongly. This business rightfully belongs to 
you, Mr. Jobber, and that is why we look upon you 
as the natural and most logical outlet of our 
Specialties. 


@ This policy may not be in accord 


with that of other manufacturers, yet 


we are gratified to know that it has the 
approval of every jobber and dealer who is selling 
our products. 


@ Many of these concerns are the 
largest of their kind. Starting in a 
small vvay with a constantly growing demand, 
their sales today far exceed their expectations. 

@ You may have a friend among 
this number, in some other territory, 
who is selling our line, and whose experience 
might interest you. We can furnish names if you will 
only ask us. 

@ However, don’t procrastinate. 
Surely, you can see that your acquaint- 


ance, coupled with ours, must lead to Mutual 
Profit, so write us today and get the details of our 
agency proposition. 


The D. T. Williams Valve Company 
CINCINNATI, OHIO 








THE JOHNSON FRICTION CLUTCH 
Friction Clutches from Stock 


Johnson Clutches, both single and double, can now be 
obtained from stock in our standard slow speed type 
to fit all common shaft diameters and all standard 
pulley bores, within the range of light and medium 
horse powers that we cover 


State definitely— 
Just what the clutch must drive. 
Actual maximum horse power. 
Speed of clutch shaft. 
Diameter of shaft. 
Diameter, width and bore of pulley. 


We will select the proper clutch and make 


Immediate Shipment on All 
Ordinary Requirements 


Friction Control 
Means Better 
Machinery 


And the Johnson Clutch = is 
supreme among friction clutches 
Adopt it as your standard—al- 
ways dependablk and always 
promptly obtained. 

Complete engineering service 
to consult on your problems and 
to handle special installations of 
any kind. 

















Cash in On The 
Adam Cook’s Sons 


Advertising Campaign 





\lbany Grease and lubricating products are 
known all over the world for their high qual- 
ity, and are being pushed by an intensive and 
vigorous advertising campaign that is reaching 
every corner of the country. 

You can capitalize this effort of the 
Company. Find out how by asking 
for the booklet, “Lining up with 
Adam Cook's) Sons”—which has 
been especially prepared for your 
intormation. 


Adam Cook’s Sons 


708-710 Washington St. 
New York 





Reg. U. S. Pat. Off. 
A MARK 
known and respected 
around the world 
since 1868, for fair 
dealing, a quality 
product and an un- 

excelled service. 














When writing to Advertisers please mention Mitt Surpcirs. 
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READY REFERENCE FOR BUYERS 


Classified List of the Products of Advertisers 


®*Member American Supply & Machinery Manufacturers’ Association. 
For Location of Advertisements see Alphabetical Index to Advertisers, 


ACCESSORIES, AUTOMOBILE 
Detroit Brass & Malleable Works, 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 


APRONS, LEATHER 
California Tanning Company 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
ARBORS 
*Detroit Twist Drill Co. 


BABBITT METALS 
*Dodge Sales & Engineering Co. 


*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 


BALLS, STEEL, BRASS, BRONZE, ALUMI- 
NUM, MONEL AND BELL METAL, 
SOLID AND HOLLOW 

Hioover Steel Ball Co 
BARRELS, STEEL SHIPPING 
Wm. B. Scaife & Sons Co 


BARRELS, TUMBLING 
*Royersford Foundry & Machine Co. 


BEARINGS, BRONZE 
*Sherwood Manufacturing Co. 


BEARINGS, ROLLER 
*“The Reeves’’—Reeves Pulley Co. 
*Royersford Foundry & Machine Co. 


BEARINGS, SHAFT 


*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 

*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Valley Iron Works. 

*T. B. Wood's Sons Co. 

BELT DRESSING 
*Beltex’’—Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 

Gandy Belting Co., The 
*Chas. A. Schieren Co. 

BELT FASTENERS 
*Flexible Steel Lacing Co. 


BELT LACINGS, LEATHER 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*“Cocheco’’—I. B. Williams & Sons, 
BELT LACINGS, METALLIC 
*Flexible Steel Lacing Co. 


BELT TIGHTENERS 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 
*Valley Iron Works. 
*]T.. B. Wood's Sons Co 


BELTING, BALATA 
*Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
Carton Belting Co 
“Gandy'’—The Gandy Belting Co. 
*Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 
Carton Belting Co 
Gandy Belting Co. 
New York Belting & Packing Co. 
*Victor Balata & Textile Belting Co. 
BELTING, COTTON, SOLID WOVEN 
Carton Belting Co. 
*Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED, BLACK 
Gandy Belting Company 


BELTING, LEATHER 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
*Chas. A. Schieren Co. 
®“Shield’’—McCauley Belting Co. 
“Sterling’’—Chas. Bond & Co., Philadelphia 
*I. B. Williams & Sons. 


BELTING, LINK 
H. W. Caldwell & Son Co. 
*Chas. A. Schieren Co. 

BELTING, ROUND 
*Chicago Belting Co. 





*Chicago Rawhide Mfg. Co. 
*New York Leather Belting Co. 
*Chas. A. Schieren Co. 
*I. B. Williams & Sons. 
BELTING, RUBBER 
> B. F. Goodrich Rubber Co. 
ew York Belting & Packing Co. 
BELTING, THRESHER 
Carton Belting Co. 
Gandy Belting Co. 
*New York Belting & Packing Co. 
*I. B. Williams & Son. 
*Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 
Carton Belting Co. 
*Victor Balate & Textile Belting Co 
BELTING, TWISTED 
*Chicago Rawhide Mfg. Co. 
BELTING, WATERPROOF 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
Gandy Belting Company 
®**Marine’’*—McCauley Belting Co. 
Geo. Rahmann & Co 
*Chas. A. Schieren Co. 
*I. B. Williams & Sons. 
*Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
*Victor Balata & Textile Belting Co. 
BENCHES (WORK) JEWELERS 
Leiman Bros 


*T 






BENCH LEGS 
*w. A. Jones Foundry & Machine Co. 
*Standard Pressed Steel Co. 
BITS, AUGER, AND EXPANSIVE 
“Pexto’—The Peck, Stow & Wilcox Co. 
BLOCKS, CHAIN 
*Wright Mfg. Co. 
*Yale & Towne Mfg. Co 
BLOCKS, PILLOW 
*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co 
ew. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 
The Carlyle Johnson Machine Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co 
BLOWERS, FLUE 
*Sherwood Manufacturing Co. 
BLOWERS, SANDBLAST 
Leiman Bros 
BOARD, FRICTION 
W. O. Davey & Sons 
BOILER, RANGE, GALVANIZED 
W. B. Scaife & Sons Co. 
BOLT CUTTERS 
*H. K. Porter—‘‘Easy,” ‘“‘New Easy,” ‘‘Allen- 





BOLTS, CONNECTING ROD 
*Ferry Cap and Set Screw Co. 
BOLTS, KING 
*Ferry Cap and Set Screw Co. 
BOLTS, NUTS AND SCREWS 
*The National Acme Company. 
*Standard Pressed Steel Co. 
BOLTS, SPRING 
*Ferry Cap and Set Screw Co. 
BRACES, BIT 
“*Pexto’ Tne Peck, Stow & Wilcox Co 
BRACKETS, WALL 
*Bond Foundry & Machine Co, 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*Valley Iron Works. 
BRASS GOODS, STEAM ‘ 
*American Injector Co. 
Crane Co, 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co, 
*McRae & Roberts Co. 
*Sherwood Manufacturing Co. 
*The Wm. Powell Co. 
*Sterling & Skinner Mfg. Co. 
*The D. T. Williams Valve Co. 
BRASS PRINTING DIES 
Pittsburgh Stamp Co., Inc. ‘ 
BRONZE BUSHINGS AND BARS 
*Sherwood Manufacturing Co. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
*Indianapolis Brush & Broom Mfg. Co. 
*The Joseph Lay Co. 


BRUSHES, BENCH, FLOOR, ETC, 
*Indianapolis Brush & Broom Co. 
*The Joseph way Co 
BUCKETS, ELEVATOR 
W. H. Caldwell & Son Co. 
*W. A. Jones Fdy. & Machine Co. 
“Salem'’—Mullins Body Corporation 
BUILDERS’ HARDWARE 
Peck, Stow & Wilcox Co. 
BUSHINGS, PULLEY 
Arguto Oilless Bearing Co. 
CANS, OIL AND SUPPLY 
Eagle Manufacturing Co, 
CAR-MOVERS 
*Appleton Car-Moving Co. 
CASING, WELL 
National Tube Co. 
CASTINGS, BRASS, BRONZE AND 
ALUMINUM 
*Sherweod Manufacturing Company 
CASTINGS, GRAY AND MALLEABLE 
Detroit Brass & Malleable Works, 
Illinois Malleable Iron Co. 
*Sherwood Manufacturing Co. 
CATALOGS, SUPPLY HOUSE 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 
CEMENT, LEATHER BELT 
*Alexander Brothers, 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co 
*Cocheco—I. B. Williams & Sons 
*Chas. A. Schieren Co. 
CENTERS, LATHE, INSERTED POINT 
*letroit Twist Trill Co 
CHAIN BELTS 
H. W. Caldwell & Son Co. 
ew. A. Jones Foundry & Machine Co 
CHECKS AND BADGES 
Pittsburgh Stamp Co., Inc 


CHISELS, CARPENTERS’ 
“‘Pexto'’—The Peck, Stowe & Wilcox Co 
CHUCKS, DRILL 


*Detroit Twist Drill Co. 
*Skinner Chuck Company 


CHUCKS, LATHE 
*Skinner Chuck Company 
*“Sweetland’—The Hoggson & Pettis Mfg 


CLAMPS, BELT 
*T. B. Wood's Sons Co, 
CLAMPS, “Cc” 
Machinists’ and ‘Toolmakers’ 
*Armstrong Bros, Tool Co. 


CLIPPERS, BOLT 
*H. K. Porter. 
CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
CLUTCHES, FRICTION 

*Bond Foundry & Machine Co 

H. W. Caldwell & Sons Co. 

Chicago Pulley & Shafting Co 
*Dodge Sales & Engineering Co 
Edgemont Machine Co., The 
*The Hill Clutch Co, 
°“Lemley”’—W. A. Jones Fdy. & Mach. Co 
*Medart Patent Pulley Co. 
*The Moore & White Co. 
*Geo. W. Pyott Co. 
*’“The Reeves’’—Reeves Pulley Co 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 


COCKS, AIR 


*American Injector Co. 

Crane Co. 

Detroit Brass & Malleable Worke, 
*The Lunkenheimer Co, 

*McRae & Roberts Co. 

*The Wm. Powell Co. 

*The Sterling & Skinner Mfg. Co. 
*The D. T. Williams Valve Co. 


COCKS, BALL 


®Detroit Lubricator Co. 
*McRae & Roberts Co. 
*The Sterling Skinner Mfg. Ce. 
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COCKS, CORPORATIUN 
Crane Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 

COCKS, GAUGE 
*american Injector Co. 
Crane Co. 
*Jenkins Bros. 
*The Lunkenheimer Co. 
**"Ohio’’—The Ohio Brass Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 
COCKS, STEAM AND SERVICE 
Crane Co. 
Detroit Brass & Malleable Works. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co. 
COLLARS, SHAFT 
*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
°W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*Valley Iron Works. 
*J. H. Williams & Co. 
*T. B. Woods’ Sons Co. 
COMPOUND, PIPE JOINT 

Superior Flake Graphite Co 

COPPERS, SOLDERING 
Chicago Solder Co. 


COUNTERSHAFTS 
*T. B. Wood's Sons Co. 


COUNTERSHAFTS, SMALL 

Birkle Machine Works. 

COUPLINGS, MOTOR 

Birkle Machine Works. 
°W. A. Jones Foundry & Machine Co 

COUPLINGS, SHAFT 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
°W. A. Jones Foundry & Machine Co. 
*The Hill Clutch Co 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Spiro—Bond Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*T. B. Woods’ Sons Co. 

COUPLINGS, SHAFT, FLEXIBLE 

*Ww. A. Jones Foundry & Machine Co. 
*T. B. Wood's Sons Co. 

COUPLINGS, SHAFT, FRICTION CUT-OFF 
The Carlyle-Johnson Machine Co. 
*The Hill Clutch Co. 

*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 

*Valley Iron Works. 
*T. B. Wood's Sons Co 
CRANES, ELECTRIC 


Shepard Electric Crane & Hoist Co 


CUP LEATHERS 

*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 

CUPS, OIL AND GREASE 
*American Injector Co. 
Crane Co. 
*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 


*Sherwood Manufacturing Company. 
*D. T. Williams Valve Co. 

CUPS, PRIMING 
*The Lunkenheimer Co. 

CUTTERS, BOLT, RIVET AND WIRE 
*H. K. Porter. 
CUTTERS, MILLING 

*Detroit Twist Drill Co. 

CUTTERS, PIPE 
*The Borden Company. 
*Toledo Pipe Threading Machine Co. 

CUTTERS, STORAGE BATTERY 

*H. K. Porter. 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


*The Hoggson & Pettis Mfg. Co. 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 
Wm. B. Scaife & Sons Co. 
CYLINDERS, WATER, a AND BRASS 
LINE 
I Ek. Myers &Bro. Co 
DIES, BOLT THREADING 
*The National Acme Company. 
DIES, BRASS —_ wee LETTERING AND 
RINTING 
Pittsburgh ne. Sousa Inc. 
DIES, PIPE THREADING 
*The Borden Company. 
The Oster Mfg. Co. 
*Toledo Pipe Threading Machine Co. 


PULL QUPPLUES 








DOGS, LATHER 
*Armstrong Bros. Tool Co. 
DRILLING POSTS 
*Armstrong Bros, Toel Co. 
*Lovejoy Tool Works 
DRILLS, BIT STOCK, FOR WOOD OR METS! 
*Detroit Twist Drill Co. 
DRILLS, BREAST 
“Pexto’—The Peck, Stow & Wilcox Co. 
DRILLS, ELECTRIC 
Knight Engineering & Sales Co 
*Lovejoy Tool Works 
*U. S. Electrical Tool Co. 
DRILLS, POST 
*The Crescent Machine Co. 
DRILLS, RATCHET 
*The Armstrong Bros. Tool Co. 
*Lovejoy Tool Works 
“Pexto’’—The Peck, Stow & Wilcox Co. 
DRILLS, TWIST 
*Cleveland Twist Drill Co.—‘Cleveland,” ‘‘Par- 
agon,”’ **Mezzo.”’ 
*Detroit Twist Drill Co. 
*Whitman & Barnes Mfg. Co. 
DRILLS, WIRE GAGE 
*Detroit Twist Drill Co. 


D + ¥ yeneEes 
*J. H. Williams & 


aon "OAST IRON 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*T. B. Wood's Sons Co. 
DRUMS, STEEL RIM 
*Medart Patent Pulley Co. 
EJECTORS 
*American Injector Co. 
*Sherwood Manufacturing Company. 
ELIMINATORS, OIL 
*The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
*American Injector Co. 
Crane Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
The Pickering Governor Co 
*The Wm. Powell Co. 
*Sherwood Manufacturing Co. 
*D. T. Williams Valve Co. 
ENGINES, HOISTING 
Somers, Fitler & Todd Co. 
EXPANDERS, BOILER TUBE 
*Lovejoy Tool Works 
FASTENERS, BELT 
*Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
*Dodge Sales & Engineering Co. 
Wm. B. Scaife & Sons Co. 
FILES 
*American Swiss File & Tool Co (Preci 
diemakers’, toolmakers’, jewelers’, 
ists’.) 
*Delta File Works. 
*Nicholson File Company. 
FILLERS, OILER 
Eagle Manufacturing Co, 
FILTERS, WATER 
Wm. B. Scaife & Sons Co, 


FITTINGS, GAS FIXTURE 

Detroit Brass & Malleable Works. 
FITTINGS, PIPE, MALLEABLE 
Crane Co. 
Detroit Brass & Malleable Works. 
Illinois Malleable Iron Co. 
FLOOR STANDS 

*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*wW. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
T. B. Wood's Sons Co. 
*Valley Iron Works. 


FLUX, SOLDERING, ACID, PASTE, ROSIN 

AND STEARINE 
Chicago Solder Co. 

FLY WHEELS, CAST IRON 

*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 
*w. A. Jones Foundry and Machine Co. 
*Medart Patent Pulley Co. 
*T. B. Wood's Sons Co. 

FORGES, RIVET 
*Lovejoy Tool Works 

FRAMES, WALL 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 


FRICTION CLUTCHES 
(See “Clutches, Friction"’) 
GAGES, WATER 
*American Injector Co. . ! 
Crane Co. 
Detroit Brass & Malleable Worka 
*Detroit Lubricator Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Ohio Brass Co. 
*The Penn Engineering Co. 
*The Wm. Powell Co. 
*Sterling & Skinner Mfg. Co. 





GASKETS 
“Jenkins Bros. : : 
*New York Belting & Packing Co. 
GEARS 
H. W. Caldwell & Son Co. 
< Dodge Sales & Engineering Co. 
*w. A. Jones Foundry & Machine Ce, 
*Medart Patent Pulley Co. 
*Pyott Geo. W., Co. 
GEARS, RAWHIDE 
*Chicago Rawhide Mfg. Co. 
*w. A. Jones Foundry & Machine Co. 
GLASSES, GAUGE 
*The Libbey Glass Mte. Co. 
GLUE HEATERS 
International Electric Company 
GOVERNORS, FOR STEAM AND GASOLINE 
——a 5 
The Pickering Governor Co., Portland, Conn, 
GRAPHITE, FOR ALL PURPOSES 
Superior Flake Graphite Co 
GRATES, BOILER 
*Valley Iron Works. 
GREASE, LUBRICATING 
Adam Cook’s Sons. 
*Royersford Foundry & Machine Co. 
Superior Flake Graphite Co. 
GRINDERS, ELECTRIC 
*U. S. Electrical Tool Co. 
Wodack Electric Tool Corp. 
GRINDERS, TOOLS, ROLLER BEARING 
“Chicago Pulley & Shafting Co. 
GUARDS, ELECTRIC LAMP 
*Flexible Steel Lacing Co. 
GUNS, OIL AND GREASE 
*Royersford Foundry & Machine Co. 
HAMMERS, HAND 
“Pexto’—The Peck, Stow & Wilcox Co. 
The Warren Tool & Forge Co. 
HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co. 
HANGERS, SHAFT 
*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co, 
*The Hill Clutch Co, 
ew. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 
HATCHETS 
“Pexto’—The Peck, Stow & Wilcox Co. 
HEATERS, GLUE, ELECTRIC 
International Electric Company 
HOISTS, CHAIN 
*Wright Mfg. Co. 
HOISTS, ELECTRIC 
Shepard Electric Crane & Hoist 
HOLDERS, TOOL 
*Armstrong Bros, Tool Co. 
HOOKS, BELT 
*Filexible Steel Lacing Co. 
HOSE, COTTON 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 
HOSE, FIRE 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 
HOSE, RUBBER 
*The B. F. Goodrich Rubber Co. 
.*New York Belting & Packing Co. 
HOSE, STEAM 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co. 
HYDRAULIC LEATHER 
*Chicago Rawhide Mfg. Co. 
*Chas. A. Schieren Co. 
INJECTORS 
*American Injector Co, 
*The Lunkenheimer Co. 
*Sherwood Manufacturing Company. 
*The Wm. Powell Co. 
INKS, MARKING AND STENCIL 
Pittsburgh Stamp Company, Inc, 
JACKS, LIFTING 
*Lovejoy Tool Works 
LACE LEATHER 
California Tanning Company. 
*Ohicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*New York Leather Belting Co. 
*Chas, A. Schieren Co. 
*I. B. Williams & Sons. 
LACING, BELT, METALLIC 
*Flexible Steel Lacing Co. 
LAMP GUARDS 
*Flexible Steel Lacing Co. 
LEATHER BELTING 
(See “Belting, Leather.’’) 
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JN the power plant 
and sanitation 
equipment of mod- 
ern industry 


CRANE 
SERVICE 


assures permanent satis- 
faction; whether it be the 
drainage piping or the 
plumbing fixtures of an ex- 
tensive sanitation arrange- 
ment, or the high pressure 
superheated steam lines of 
an enormous power plant. 





We are manufacturers of 
about 20,000 articles, in- 
cluding valves, pipe fittings, 
and steam specialties, made 
of brass, iron, ferrosteel, 
cast steel and forged steel, 
in all sizes, for all pressures 
and all purposes, and are 
distributors through the 
trade, of pipe, heating and 
plumbing materials. 





SALES OFFICES, WAREHOUSES AND SHOWROOMS: 
BOSTON ATLANTIC CITY MEMPHIS 
SPRINGFIELD NEWARK LITTLE -ROCK 
HARTFORD CAMDEN auskécEs 
BRIDGEPORT BALTIMORE pees 
ROCHESTER WASHINGTON 

NEW YORK SYRACUSE OKLAHOMA CITY 
HARLEM BUFFALO WICHITA 
ALBANY SAVANNAH ST. Louis 
BROOKLYN ATLANTA KANSAS CITY 
PHILADELPHIA KNOXVILLE TERRE HAUTE 
READING BIRMINGHAM CINCINNATI 


POUNDED BY RF. T. CRANE, 1886 CHICAGO 


Jas. A. Stewart & Co. 


Genera] Contractors 


Sanitary Plumbing Co. 


Pl'g. & Htg. Contrs. 


c9 


M. E. Smith Building 
Omaha, Nebraska 


Crane Equipped 


F. S. Stott 


Architect 





WORKS: CHICAGO AND BRIDGEPORT 


INDIANAPOLIS ST. PAUL 
DETROIT 


ROCKFORD popes tee 


CRANE CO, chine iarios Franco” 


SEATTLE 


MINNEAPOLIS TACOMA 


PORTLAND 
POCATELLO 
SALT LAKE CITY 
OGDEN 


DAVENPORT WATERTOWN RENO 


836 SO. MICHIGAN AVE. DES MOINES ABERDEEN 


SACRAMENTO 


GREAT FALLS OAKLAND 


CHICAGO aaa «60 panne 


MANKATO SPOKANE 


CRANE MONTREAL, TORONTO. VANCOUVER, WINNIPEG, CRANE-BENNETT, trp. 


LIMITED CALGARY. REGINA, 


HALIFAX OTTAWA. 


LONDON. ENG 


SAN FRANCISCO 
LOS ANGELES 
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LATHES, SPEED 
Leiman Bros. 
LEATHER SPECIALTIES 


California Tanning Company. 
*Chicago Belting WUo. 
*Chicago Rawhide Mfg. Co. 

LEATHERs. 

California Tanning 
*Chicago Belting Co 
*Chicago Rawhide Mfg. Co. 

LEGS, BENCH 


HAND 


Company 


ew A. J 
*Standard 

LET! 
Pittsburgh Stamp Co., 


LUBRICANTS, BALL 





Pressed 





Inc. 





CRS AND FIGURES, STEEL 


& ROLLER BEARING 


MULL S 


UPPILWES 








The Oster Mfg. Co. 
*Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
*Royersford Foundry & Machine Co. 
MACHINES, SHEET METAL WORKING 
Peck, Stow & Wilcox Co. 
MACHINERY, WOODWORKING 
*The Crescent Machine Co. 
Somers, Fitler & Todd Co. 
MALLETS AND HAMMERS, 
*Chicago Rawhide Mfg. Co. 
MATS AND MATTING, 
*The B. F. Goodrich Rubber Co. 
*New York Belting & Packing Co 
MERCHANDISE CONVEYORS 


RAWHIDE 


RUBBER 


NUTS AND SCREWS 
*The National Acme Co. 
OAKUM 


W. O. Davey & Sons 
OIL WELL ACCESSORIES 
*The Wm. Powell Co. 


OILERS, WELDED STEEL 


Eagle Manufacturing Co. 


OILING DEVICES 


*American Injector Co, 


Crane Co, 
















































































































































































> ¢ . ane *Sherwood Manufacturing Company 
ee eee: Se: comeeenee Sen K, E. Myers & Bro, Co ‘The D. T. Williams Valve Co. 
LUBRICATORS METAL, BEARING *The Wm. Powell Co. 
*American Injector Co, *Dodge Sales & Engineering Co. Er Tare: : 
*Detroit Lubricator Co. *Medart Patent Pulley Co. PACKING, AMMONIA 
*The Lunkenheimer Co *Reeves Pulley Co. Goodsell Packing Co 
“meses 3 a —o MILLBOARD Chamanennes fean. Inc. 
wn 2 a ? “3 a Glee pi ise W. O. Davey & Sons. *New York Belting & Packing Co. 
Sh. rwood “Rabat fac turing Company MILL LEATHERS, ALL KINDS pees ‘ oe 
The DPD. T. Williams Vaive Co Chas. Bond Co., Philadelphia. PACKING, ASBESTOS 
eae ne . *Chicago Belting Co. : im ; 
MACHINE TOOLS *The Chicago Rawhide Mfg. Co. *Greene, Tweed & Co. 
Somers, Fitler & Todd Co. *Chas, A. Schieren Co, *Montgomery Bros., Inc. 
MACHINERY CLUTCHES MILL SUPPLIES PACKING, HYDRAULIC 
The Carlyle Johnson an chine Co Somers Fitler & Todd Co. 
oF, B. Wood's fous Co. MILL SUPPLY CATALOGS sChicage Rawhide Mfg. Co. 
Boar HINERY peas HANDLING *R. R. Donnelley & Sons Co. vale oi eee ee Co. 
*Dod : ‘ & E 3 ; C 5 *Wynkoop Hallenbeck Crawford Co. atans, stp . easd & Ga 
odge Sales © Engineering oO. “ yreene, ‘4 » 
: ee : ‘ — MOTORS, AUTOMOBILE » . 
MACHINERY CONVEYING AND ELEVATING ¢Reeyes Pulley Co. ee Be as we, 
H. H. Caldwell & Son Co. MOVERS, CAR <a 
ornen Ht og ee 1 Co ae oe *Appleton Car-Mover Co. PACKING, LEATHER 
pe EI “Bg MULE STANDS iGiscann Reiting Oo: 
*w. A. Jones Foundry & Machine Co. *Bond Foundry & Machine Co, sShienaee ecesey Mfg. Co. 
MACHINES, GRINDING AND POLISHING *Dodge Sales & Engineering Co. *Chas. A. Schieren Co. 
*Royersford Foundry & Machine Co. °W. A. Jones Foundry & Machine Co. series 
Mex é I y ‘ -ACKED PISTON 
MACHINES, MARKING, SP’ ECIAL — W.. 7 oes go. y Co PACKING, PISTO 
ttsburgh Stamp Company, Ir *T. B. Woods’ Sons Co. *Empire Tire & Rubber Corp. 
MAC HINES PIPE CUTT ING & *Valley Iron Works . Goodsell jpac king Co. 
THREADING NAME PLATES *Greene, Tweed & Co. 
*The Borden Company. Pittsburgh Stamp Co., Ina *Montgomery Bros., Inc. 
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PULL QUPPLIES 


Do it with the ONE-HAND-y 


Weight 
3 lbs. 


Capacity 
1/4, in. 


































The Light, Dependable, Ever-ready 
ONE-HAND-Y Electric Drill 
Just right for drilling holes Specifications 
' and smaller in_ all Length—8 Inches 
branches of the woodwork- (Lightest Pmotor driven 
ing, sheet metal and auto- mL —~ ae 
motive industries. oa — Gate, Ny 
Materially reduces drilling 220 "and 32° volt ‘AG oF fins ob the right im 
1 » an 2 vo 
expense. Can be operated sae cae 
constantly without tiring ai nie tom 
the operator. Guaranteed Grip—Pistol grip In’ di. 
against defective workman- gives straight tine Id S l M 
ship aul ausuval. Bressure ‘on’ drill bits a Kester Solder Sale Means 
Write nearest Office for Details da Succession of Repeat Orders 
Knight Engineering & Sales Co. ' 
30 W. Walton Place, Chicago 210 W. Seventh St., Los Angeles Solder business grows fast when you 
sell a solder of which you can truthfully 
say, “all you need is this solder and heat— 





no flux.” There is just one such solder— 





pan “=WIRE SOLDER’ 

(aa mo . 

The drawing above tells the simple story of solder- 
ing without separate fluxing. The scientifically prepared 
acid flux is contained in small pockets located at the center 
of the genuine tin-and-lead wire. Just before the solder is 
melted the flux is released—result: exactiy the right amount 
offluxattheright time,producing a hold-fast bond every time. 
You'll know why every Kester sale brings repeat orders 
when you try a free sample of this solder. Just send the 
coupon. When you see how “self-fluxing” cuts soldering 
time in half, you'll decide to Jet this better solder build a 
profitable solder business for you. 


Soldin one Ib. cartons, and on one, five and ten Ib. spools. 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Ave., Chicago 
Direct tactory Representatives: 

The Faucette-Huston Co., Chattanooga, Tenn. 
Louis J. Ziesel Co.,216 Market St.,San Francisco 


Blacksmith y 
Vises . 














NLY fine steel and fine 





5 CHICAGO SOLDER COMPANY MS, 1-22 
workmanship could C1ve | 4215 Wrightwood Avenue, Chicago, Illinois 
~ ae 7 aaa \| Gentlemen: Please send me a free sample of Kester Acid-Core 
Quikwerk Vises the reputation \ Wire Solder. 
they have won. Paes escent cms eeabaipsaiib atatiniikta ane 
ro? your Jobber for Quiku wi Sedat RMI daspsni don nein nenseon cebeaccaasnntatvacecauskealewlataciekeedeabasaeuades alamieneeEae 
NT asccaioia cas smedwiisbts ce “aalonlabeanlvcatuwen sits eked nica uanebnanieb en apianoeavesmeaueiaas eaten 
The Warren Tool & Forge Co. "Oe RO PTE ORE 
258 Griswold St. Warren, Ohio Our Supply House is.. 

















CANNED FOODS WEEK—MARCH 1-8, 1922. 
DON’T FORGET 
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PACKING, RING 
(Goo0dse Packing Co 
*Montgomery Bros., Inc. 
*New York Belting & Packing Co. 
PACKING, ROD 
*Montgomery Bros., Inc. 
*New York Belting & Packing Co. 
PACKING, RUBBER 
*The B. F. Goodrich Rubber Co 
*Montgomery Bros., Inc. 
*New York Belting & Packing Co. 
PACKING, SHEET 
*The B. F. Goodrich Rubber Co. 
e“Jenkins '96’’—Jenkins Bros 
*Montgomery Bros., Inc. 
*New York Belting & Packing Co. 
PACKING, VALVE STEM 
*Greene, Tweed & Co. 
*Montgomery Bros., Inc 
*New York Belting & Packing Co. 
PASTE, SOLDERING 
Chicago Solder Co 
PEGS OR PINS, 
*Chicago Rawhide Mfg. Co 
PICKS 
The Warren Tool & Forge Co. 
PIPE THREADING TOOLS 
*The Borden Company 
Crane Co 
*Toledo Pipe Threading Machine Co 
PIPE, STEEL 
National Tube Co 
Crane Co. 


PIPE, WROUGHT IRON 


RAWHIDE 


Crane Co 
Somers, Fitler & Todd Co. 

PLATES, BASE 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*Valley Iron Works 

PLATES, FLOOR AND CEILING 
Crane Co. 
The Penn Engineering Co 
PLIERS 
The Peck, Stow & Wilcox Co 
PLUG, BRASS AND FUSIBLE 

*American Injector Co 








KNLL QUPPLUES 


*The Wm. Powell Co. 

*Sherwood Manufacturing Company 

*The D. T. Williams Valve Co. 
POLES, TUBULAR STEEL 

National Tube Company 


POWER TRANSMISSION APPLIANCES 
*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
Edgemont Machine Co., The 
The Carlyle Johnson Machine Co. 
*The Hill Clutch Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*The Moore & White Co. 
Pyott, Geo. W., Co. 
*Royersford Foundry & Machine Co. 
*Standard Pressed Steel 
*Valley Iron Works 
*T. B. Wood’s Sons Co. 





PRESSES (DRILL) JEWELERS’ SENSITIVE 


Leiman Bros 


PRESSES, DRILL AND FOOT 
*Royersford Foundry & Machine Co. 
PRESSES, PAPER BALING 
Somers, Fitler & Todd Co. 
PRINTERS AND BINDERS 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 
PROTECTORS, ELECTRIC LAMP 
*Flexible Steel Lacing Co, 
PRUNING SHEARS 
““Pexto’’"—Peck, Stow & Wilcox Co. 
PULLEY BUSHINGS 
Arguto Oilless Bearing Co. 
PULLEY COVERING 
*Chicago Rawhide Mfg. Co. 
PULLEYS, CAST IRON 
Birkle Machine Works. 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 
°W. A. Jones Foundry 3 Machine Co. 
*Medart Patent Pulley Co. 
*George. W. Pyott Co 
*Royersford Foundry & Machine Co. 
*Valley Iron Works. 
*T. B. Wood’s Sons Co. 
PULLEYS, CONE 
*wWw. A. Jones Foundry & Machine Co. 
*Saginaw Mfg. Co. 
*T. B. Wood's Sons Co. 
PULLEYS, CONVEYOR 
a Patent Pulley Co. 


Wood’s Sons Co 


PULLEYS, FLANGE 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*Ww. A. Jones Foundry & Machine Co, 
*Medart Patent Pulley 


0. 
*The Ohio Valley Pulley Works, Inc. 


*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
*T. B. Wood's Sons Co. 


PULLEYS, FRICTION CLUTCH 


*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 

The Carlyle Johnson Machine Co. 


*w. A. Jones Foundry & a Co. 


*Medart Patent Pulley Co 

*The Moore & White Co. 

*George W. Pyott Co. 

*Reeves Pulley Co. 

*T. B. Wood’s Sons Co, 

Valley Iron Works. 

PULLEYS, GROOVED 

Birkle Machine Works. 

*Dodge Sales & Engineering Co. 

ew. A. Jones Foundry & Machine Co. 
*Reeves Pulley Co 

*The Ohio gg Pulley Works, Inc. 
*Saginaw Mfg. 

*Medart Patent Pulley Co. 

*T. B. Wood's Sons Co. 

PULLEYS, HEADED 

*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 

*Reeves Pulley Co. 

PULLEYS, IRON CENTER 

*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 


*The Ohio Valley Pulley Works, Inc. 


*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
*T. B. Wood's Sons Co. 

PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Reeves Pulley Co 
*The Ohio Valley Pulley Works, Inc. 
*George W. Pyott Co. 
*Saginaw Mfg. Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 

PULLEYS, MOTOR 
an Machine Works. 

A. Jones Foundry & Machine Co 

oThe Ohio Valley Pulley Works 











Constantly In Demand—Easy to Sell 


SKINNER INDEPENDENT CHUCKS 4-JAW 


Sturdy—Dependable— 
Accurate 


New York Office 
94 Reade Street 








San Francisco Office: 


Rialto Building 


In the independent type of chuck 
4 jaws are naturally preferable. 
This type of chuck is most adapt- 
able for all 
shop practice. Adjustable to the 
greatest variety of work. 


Illustrated literature and catalog upon request. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN,CONN USA 
Established 1887 
Chicago Office: 
W. Washington Blvd. 


139 Queen Victoria St., E. C. 4 


regular machine 


London Office : 
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NBO PACKINGS 


{ 
Ty 


a 
o mec 
WE oer 
HYDRAULIC 


ce” <7 of Every Description 


Our Branded Products Distributed Through 


Agents 
Jobbers and Dealers Supplied Under Private 
Brands 
MONTGOMERY BROS., INC. 
MANUFACTURERS 


45 S. Second St. Philadelphia, U. S. A. 











STANDARD IRON 
MOTOR PULLEYS 
FROM 1'4 TO 12 
INCH DIAMETER 
Shipped Within 24 
Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 

















MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 














%\ The Best and Most Powerful | 
‘ Car-Mover Made 


In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 
One man with the ATLAS can easily move a loaded 
car, while 12 men without it can hardly budge an 
empty car. 











Let us tell you all about its many fea- 
tures. Write for literature and prices A 


Appleton 
Car-Mover Co. 
Appleton, Wis. 
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ELEVATOR 
BUCKETS 


Enjoying dominance in their field for 
nearly half a century, Salem Buckets 
are known universally for their util- 
ity and dependable service. 





Assures prompt and 
clean delivery at a 
high speed. Corners 
and bottom are 
rounded Made of 
one piece of mate- 


Price-list on request 


Mullins Body Corporation 


rial. — band on 
front ge. Bites in- Stamping Dept. “A” 
~ ae 102 Mill Street Salem, Ohio 


as # shovel 








Clark Co. 


Successors to The W. J. 











PORTER’S BOLT CLIPPERS 


“Easy”, “New Easy’’, “Allen Randall”’ 





BENEFITS THE BUYER 
BENEFITS THE DEALER 


30 YEARS EXPERIENCE 
30 YEARS ADVERTISING 


THE GOODS FOR WHICH THERE IS A DEMAND 














H. K. PORTER, Everett, Mass.. 








The Tale of the Twisted Tang 


Twas long ago, when speeds were slow 
When the whir and the hammers clang 
Were slight indeed, as was the fee 
Of the drill with the old time tang 
Al) day it worked and never shirked 
And never a hole was missed 
1] a sudden grip, twixt the work and ly 
Gave the tang a fatal twist 
The socket bust and the foreman cussed 
With words unique and rare, 
But the drill was done, its race was run 
And it went to the junk heap there 
lor sixty » rs d bankrupt fears, 
The strained U td man’ pocket 
Till 1 iwoan ad that made him eg 
’ } l Em Up irill socket 
Now he was old as we have told, 
But he sn't slow a bit 
He flatt ch shank till the junk pile sank 
And he’s using up old drill s yet 
They're good as new, they run as true 
They drive with a stronger grip 
No tangs to break, so he can take 
A feed for a heavy chip 
Every Dealer Who Sells Twist Drills 
should also sell ‘‘Use-Em-Up”’ Drill Sockets. 
Drop us a line and we will tell you 
° ° ’ ene 
of our special jobber’s proposition. 


Lovejoy Tool Works—American Specialty Co. 
328 West Ohio Street, Chicago 
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arr Manufacturers OCEAN BRAND MANILA With Green reraee pa 


































































































MANILA ROPE = 
Write us today asking about our special proposition on Rope 
for supply houses. 
= E.T.RUGG & CO. pep.a.s) NEWARK,OHIO 4 
TELIABLE < a S ie . ELIABLE: 
OF Manufacturers OCEAN BRAND MANILA With Green Threaa OR 
*Saginaw Mfg. Co. . a Fes TANK SAFETY DEVICES 
*T. B. Wood's Sons Co. - BE. Myers & Bro. 7 *The Crescent Machine Co. 
PULLEYS, STEEL " _, PUNC HES AND DIES *Dodge Sales & Engineering Co. 
*American Pulley Company Royersford F oundry & Machine Co. SAND BLAST OUTFITS 
*Dodge Sales & Engineering Co. PUNCHES, SCREW Leman Bros. 
PULLEYS, STEEL RIM *Lovejoy Tool Works SAWS, BAND 
*Medart Patent Pulley Co. —* pe SHEET METAL *The Crescent Machine Co. 
PULLEYS, STEP AND TAPER CONE eck, Stow ilcox Co. SAWS, SWING, CUT-OFF 
*Dodge Sales & Engineering Co. ; RAILS, ELECTRIC MOTOR *The Crescent Machine Co. 
*wW. A. Jones Foundry & Machine Co. Birkle Machine Works. SCRE 
*Medart Patent Pulley Co. RASPS Cae Seek: Gen wae oe 
*The Ohio Valley Pulley Works, Inc. *Delta File Works. 1e Peck, Stow & leox Co. 
*George W. Pyott Co. *Nicholson File Company. SCREW EXTRACTORS 
*Reeves Pulley Co. RATCHETS *Cleveland Twist Drill Co.—'Ezy-Out.” 
pa ge Mer a, aa *Armstrong Bros. Tool Co. ‘ SCREW MACHINES, AUTOMATIC 
PULLEYS, WOOD SPLIT : REAMERS 1 2 The National Acme Company. 
*Dodge Sales & Engineering Co. *Cleveland Twist Drill Co.—"‘Cleveland, SCREW MACHINE PRODUCTS 
*Medart Patent Pulley Co. “Peerless,” ‘‘Paradox"” and ‘“‘Quickset.” *The National Acme Company. 
*The Ohio Valley Pulley Works, Inc. *Detroit Twist Drill Co. *Standard Pressed Steel Co. 
*Reeves Pulley Co. *Whitman & Barnes Mfg. Co. SCREWS, CAP AND SET 
ee ee os Ake Vacuum ~~ - REGULATORS, PRESSURE *Ferry Cap and Set Screw Co. 
4 2s, GAS AN FAC 3 he nio Brass Co. 7 
cage See ROPE DRIVES *Ferry Ca an ee _ 
PUMPS, HAND AND POWER *Dodge Sales & Engineering Co. *The "Matt aah Acme Company. 
i. E, Myers & Bro H. W. Caldwell & Son Co. *Standard Pressed Steel Co. . 
; PUMPS, JET cienart Paumer Pane Co Strong, Carlisle & Hammond Co. 
‘eeteeeh Dinekataing Cuno *T. B. Woods’ Sons Co. sm. SEPARATORS, OIL AND STEAM 
cies a S ROPE, MANILA AND SISAL The D. T. Williams Valve Co, 
PUMPS, MINE E. T. Rugg & Company SHAFTING 
F. E. Myers & Bro. ROPE, WIRE *Bond Foundry & Machine Co. 
+ — PUMPS, OIL Williamsport Wire Rope Co. Chicago Pulley & Shafting pa 
vetroit Lubricator Co. a oe ne Fe ° s i ri o. 
siman Bros. RUBBER GOODS, MECHANICAL pe gn Th ae thn ge mua 
othe Lunkenheimer Co. *The B. F. Goodrich Rubber Co. 


The Carlyle Johnson Machine Co. 


Pickering Governor (¢ *Jenkins Bros. | *Ww. A. Jones Foundry & Machine Co. 
“iaveana Manufacturing Company. *New York Belting & Packing Co. *Medart Patent Pulley Co. 











Most Plumbers and Fitters Know Them as the You Will Nee d These Lists 


“1 9 ORDER NOW 

ependable 

P Last year there was an unusual demand 
Brass Goods for the Engineering Directory, which ex 


hausted the supply long before the end of 


and the year. 
Malleable 1922 promises to be a year of great sales 


effort. Good mailing lists are essential 
Fittings and will be in demand. In the 1922 edi- 
tion of the Engineering Directory, Sellers’ 
Guide Section, you will find eight revised 
1 . ad eqe . « 
Not only through constant ad- and reliable mailing lists, any one of 
vertising in trade papers but by aes , ae ; i . 
o0 sae of weed eunadeene which is worth more than the cost of the 
with them. They are recognized directory. These lists are 
by this trade mark. d 
1. Jobbers of Mill 5. Hardware Jobbers 
Supplies 


r 6. Manufacturers’ 
2. Jobbers of Plumb- et . 





and Heating Sup- Agents 
 .... ae 7. Electrical Jobbers 
: 3. Jobbers in Canada ne 
Sold Through Jobbers 4. Dealers in Plumb- 8. Automotive Supply 
ing Specialties Jobbers 
; Rtgs : Even tf you do not need these lists now, order a 
Formerly Detroit Valve & Fittings and Detrc i t3rass Works copy of the Directory for future use. Price $3 
° ° In combination with the Buyers reference Sec 
Holden and Greenwood Ave., Detroit, Mich. ee en ee 2 


N. Y. Office (Metropolitan District Only) 66 Cliff St. 
H, ROMEYN SMITH, Eastern Sales Manager 


Southern Kepresentative ( _ Xuts a Oklahoma) 
( 


The Crawford Publishing Co. 


915 Great Southern Life sider.  nailas. Texas. 537 South Dearborn St., Chicago 
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AN i = 
POWER! 


MACHINERY, 


Hercules “Hercules Collar Oil- 


ing” Hangers are with- 

out exception the heaviest 

Collar Oiling and strongest of the type 
on the market today, and 

H stand as the peer of all 
angers others. Their quality and 

H} = price cannot but appeal to 

DOUBLE BRACED ' - those users of Shafting 
FOUR-WAY | 4 Appurtenances desiring 


the best in the Hanger 
ADJUSTABLE j »~ 


line. 





Hercules Collar Oiling Boxes 
The Hercules Collar Oiling Bearings, in- 
stead of depending upon a wick, loose rings 
or chains for conveying oil to the journal, 
fixed collars are employed. 
Oil stored in large reservoirs in the bot 
tom of bearing is continuously and pos 
itively elevated to the top reservoirs by the 
means of Split Collars clamped to the Shaft. 
From the upper reservoirs it flows by gravity over the entire bearing surface. 
The bottom reservoirs are provided with partitions, which insure settlement of 
any dirt or grit, and the oil can be drained off by removal of screw plugs. 
Three or four revolutions of the Shaft and the Bearings are flooded. With other 


types of line shaft bearings it is necessary for the shaft to be in operation for some 
length of time before enough oil is conveyed to the journal to lubricate it. 


It is not only by the positive and copious means of oiling that the Collar Oiling Bearings 
gain in efficiency, for the Collars also serve as thrust collars and operate in a bath of oil 
and thrust against babbitted seats. 

As long as any oil remains in reservoir or oil chamber (one filling of which should 
admit of Shaft running from six to twelve months), there is absolutely no possibility 
of insufficient lubrication. ‘ 


Write for Complete Catalogue 110 


VALLEY IRON WORKS, Williamsport, Pa. 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 
HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 
EXPANSION TANKS 
STEEL SHIPPING BARRELS 





C 


PITTSBURGH, PA 
38 S.DEARBORN ST. CHICAGO 
26 CORTLANDT ST. NEW YORK 


wy a) 





GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 








*Royersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
*Valley Iron Works. 


*T. B. Wood's Sons Co. 
SHAEFTING, TUBULAR (MATERIAL FOR) 
Nation Tube Company 
SHEARS, SQUARING 
I’ Stow & Wilcox Co 


SHEAVES, MANILA AND WIRE ROPE 
Tl Hill Cluteh Co 
WW A. Jones Found: 
Medart Patent Pu 
George W 
‘'T. B. Woo 

SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 

SNIPS AND SHEARS 

Pexto The Peel Stow & Wilco 

DRILL 

“Cleveland,” Per- 


& Machine Co 





x to 





SOLDER, BAR AND WIRE 
Cr £0 Solder Companys 


‘*hicago I v 
SOLDERING COPPERS, FLUX, PASTE AND 


SALTS 
Chicago Solder Company 
SPROCKETS 
H. W Caldwell & Sons Co 
W \ Jones Foundry & Machi 
*Medart Patent Supply (« 
‘George W Pvott €« 


SQUARES, STEEL 

Stow & Wilcox Co 
STEAM SPECIALTIES 

American Injector Co 

(‘rane (o 

Detroit Lubricator Co 

Detroit Brass & Malleable Works 


*The Lunkenheimer Co. 
*Sherwood Manufacturing Co. 
*Sterling & Skinner Mfg. Co. 
Strong, Carlyle & Hammond Co. 
*The MeRae & Roberts Co. 
The Pickering Governor Co. 
*The Wm. Poweli Co. 
*The D. T. Williams Valve Co. 
STEEL STAMPS AND MARKING DIES 
*The Hoggson & Pettis Mfg. Co. 
Pittsburgh Stamp Co., Inc. 
STENCILS, SHIPPING 
Pittsburgh Stamp Co., Inc. 
STOCKS AND DIES 
*The Borden Company. 
Crane Co. 
The Oster Mfg. Co. 
*Teledo Pipe Threading Machine Co. 
STRAINERS 
*American Injector Co. 
STRAPS, LEATHER 


*Chieago Belting Co. 
*Chicago Rawhide Mfg. Co. 


STUDS, MILLED 
*Ferry Cap and Set Screw Co. 
TANKS, FOR AIR, GAS AND LIQUIDS 
Wm. B. Scaife & Sons Co. 
TANKS, SEAMLESS STEEL 
National Tube Company. 
TAPS, COLLAPSING 
*The National Acme Co. 


TILING, RUBBER, INTERLOCKING 
*New York Belting & Packing Co. 


TOOLS, BORING 
*Armstrong Bros. Tool Co. 
TOOLS, CARPENTERS’ 
The Peck, Stow & Wilcox Co. 
TOOLS, ELECTRICAL 





Knight Engineerng & Sales Co 
J. S. Electrical Tool Co. 
Wodack Electric Tool Co 

TOOLS, MACHINISTS’ 
*American Swiss File & Tool Co, 


*Armstrong Bros. Tool Co. 

*Nicholson File Company. 

The Warren Tool & Forge Co. 

TOOLS, PLUMBERS’ AND STEAMFITPERS’ 


*The Borden Company. 

Crane Co. 

The Oster Mfg. Co. 

The Peck, Stow & Wilcox Co. 
*Toledo Pipe Threading Machine Ce. 


TORCHES 
Eagle Manufacturing Co. 
TRADE CATALOG PUBLISHERS 


*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 


TRANSMISSION, VARIABLE SPEED 


*The Moore & White Co. 
*Reeves Pulley Co. 


TRAPS, STEAM 


Strong, Carlisle & Hammond Co. 
*D. T. Williams Valve Co. 


TROLLEYS, OVERHEAD 


*Lovejoy Tool Works 




















You are interested in 
“Pittsburgh” Letters and Figures 
from a sales angle 


If you can develop a pleasant and profitable business in 
Stamps, another source of complaint and 
dissatisfaction will have been removed. 


What you want is an article that will bring the cus- 
tomer back—not with a complaint but with an order for 
__ The usual quality of “Pittsburgh” Stamps assures 
a rapid turnover—and a handsome profit. 

Here is the assistance we will give to you in developing 
sales for “Pittsburgh” Letters and Figures: 

i—Typewritten 
the superior 
Made Stamps. 

2—Co-operation of our Advertising Department in furnish- 
ing cuts and writing copy for your next catalog. 

3—Polished sample stamp furnished for each o1 your sales- 
men to assist his talk. 

4—By appointment, our sales manager, Mr. Frank Weber, 
will coach your salesmen on the finer points of selling 
“Pittsburgh” 

Let us prove to your entire satisfaction that a quality 
product is cheapest—both to buyer and seller. 


“Pittsburgh” 


more, 


EST. 1913 


Pittsburgh Stamp Company, Inc. 
Canal Street, Pittsburgh 


Say it now on a postcard—“Send me details of your sales plan” 


sales 


Stamps. 


talks, 
selling points of 


for your salesmen, 
“Pittsburgh” 


outlining 
Machine 
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When You Want 
Good Packings, 
Buy Goodsell Brands 





Flexible All-metal Packing 


Goodsell’s ‘‘98’’ Stitched 
Goodsell’s “Dollar”? Packing 
Goodsell’s Rubber Back Flax 


Goodsell’s Polar Ammonia 


THs reputation that our products enjoy is the 
result of over forty years of manufacturing qual- 
ity packings. We have a packing for every purpose. 
Jobbers everywhere now sell Metalpac and Goodsell 
brands because their customers demand the best. 


Samples and Literature 
on request. 


Goodsell Packing Co., Inc. 
Maywood, IIl. 


Suburb of Chicago 








“INTERNATIONAL” 
Electric Glue ~Heaters 


—because Internationals are as economi- 
cal as they are efficient. 

Their fireless cooker principle of construc 
tion and operation cuts down current 
consumption to a minimum. And there ts 
no waiting for glue to heat—glue in the 
International is always at the correct tem- 
perature 


In sizes from one pint to 50 gallons. 


Over 10,000 satisfied users. 





ae 
SELECTRIC COMPANY 


|NTERNATIONAL Write for book. 


let “Economical 
Glue Handling” 


MANUFACTURERS 
ELECTRICAL HEATING APPLIANCES 





INDIANAPOLIS. USA 








“International Electric Heaters Are Better” 
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The enduring quality of 


Crescent 
Wood Working 
Machinery 


will eventually command the interested 
attention of all users of wood working 
machinery. Send for catalogue and price 
list so you will be prepared to quote when 
you receive inquiries. 


THE CRESCENT MACHINE CO. 
96 Columbia St. 
LEETONIA, OHIO 
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Save Two 
Tons of Coal 
Out of Every 

Ten 








This is the average saving where Sells Roller Bearings 
are used on line, counter and jack shaitts. 


| They—Fit your present hanger frames 
—Can be installed overnight 
—Are split throughout 
The American Agricultural Chemical Company has in- 
stalled Sells Roller Bearings in more than 25 of their 
plants. Look at these other installations. 
Profit by the comparisons and tests made by these 
concerns and you will install Sells Roller Bearings. 


We'll send our book, Anti- 
Millers Milling Company Sk ) ounee OT ssa i<e 
Aunt Jemima Mills Company I riction I ower I ransm! 


French, Shriner & Urnet s10on,. 
United Shoe Machinery Co 
Gillette Safety Razor Co 
American Agricultural Chem 
ical Co, 
} Newberry Cotton Mills 
Babcock & Wileox Mtg. Co 
sore Condensed Milk Co 
i a Mtoe apne 43. N. Sth Street 
American Car & Foundry Co 


Here are a few installations: 





Philadelphia, Pa. 


Royersford Foundry & Machine Co., 


SELLS 2022-Roarings 
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TUBING, STEEL *Jenkins Bres. *Curtis & Curtis Co. 
National Tube Co. *The Lunkenheimer Co. *Toledo Pipe Threading Machine Co. 
*The Ohio Brass Co. 
TUBING, RUBBER *The Wm. Powell Co. WASHERS, LEATHER 


OMew Works 7 Saree Sa *The D. T. Williams Valve Co. 
New York Belting & Packing Co. *Chicago Belting Co. 


UNIONS, BRASS AND IRON COMBINED VALVES, HYDRAULIC *Chicago Rawhide Mfg. Co. 
Iilinois Malleable Iron Co omen Valve Mfg. Co. WASHERS, RUBBER 
a eee a es Ce New York Belting & Packing Co. 
*Chicago wining oe err “sae ES. ‘Witams Valve Ce. WASTE, COTTON AND WOOL 
*Chicago Rawhide Mfg. Co. VALVES, POP SAFETY AND RELIEF *The J. Milton Hagy Waste Works. b 
VALVE STEM PACKING Crane Co. WATER CLOSETS, FROST PROOF 


*Detroit Lubricator Co. 


*Greer Twee te Co. . 
cene, Sweet « , *The Lunkenheimer Co. 


Jos. A. Vogel Co. 


VALVES, AIR *The Wm. Powell Co. WHEELS, GRINDING 
Detroit Brass & Malleable Works VALVES, PRESSURE REGULATING AND *New York Belting & Packing Co. 
*Homestead Valve Mfg. Co. REDUCING 


*The Lunkenheimer Co. 
The Penn Engineering Co 
*Sterling & Skinner Mfg. Co. 


Crane Co. 2s 
*Mason Regulator Co. WIPING CLOTHS, MACHINERY 


*The J. Milton Hagy Waste Works. 





















VALVES, BALANCED, FLOAT VALVES, PUMP OR RUBBER 
*Mason Regulator Co. Crane Co. WIRE ROPE 
VALVES, BLOW OFF *The B. F. Goodrich Rubber Co. Williamsport Wire Rope Co. 
Crane Co *Jenkins Bros, 7 
*Homestead Valve Mfg. Co New York Belting & Packing Co. WIRE SOLDER 
*Jenkins Bros ; 
*The Lunkenheimer Co VALVES, RADIATOR Chicago Solder Co. 
*The Wm. Powell Co. _ 9 o > 
*The D. T. Williams Valve Co Detroit Brass & Malleable Works. WRENCH SETS 
*Detroit Lubricator Co. ° str Bros. Tool Co. 
VALVES, CHECK Osenkine: EGK Armstrong 
Crane Co *The Lunkenheimer Co. WRENCHES, ADJUSTABLE 
*jJenkins Bros. *The Ohio Brass Co. - 
troit Brass & Malleable Works *The Wm. Poweil Co. The Peck, Stow & Wilcox Co. 
or Brass Co. . 2 . Willi s Valve Co. . wa sini 
Wm. Powell Co. ee a ee ee WRENCHES, ENGINEERS’ & MACHINISTS’ 
D. T. Williams Valve Co VALVES, THROTTLE *Armstrong Bros. Tool Co. 7 : 
VALVES, HIGH PRESSURE *Detroit Lubricator Co. “Pexto”—The Peck, Stow & Wilcox Co. 


*jJenkins Bros. s ° 
*The Lunkenheimer Co. WRENCHES, PIPE 


*The D. T. Williams Valve Co. The Peck, Stow & Wilcox Co. 


rane Co 
fomestead Valve Mfg. Co. 
*Jenkins Bros, 


*The Ohio Brass Co. ISES. NC 
*The Wm. Powell Co VISES, BENCH WRENCHES, SOCKET 
*The D. T. Williams Valve Co *The Chas. Parker Co. 


y y *Armstrong Bros. Tool Co. 
VALVES, GATE, GLOBE AND ANGLE 


Crane Co. ; ; YARN, LATH 
Detroit Brass & Malleable Works. Crane Co. 
*Homestead Valve Mfg. Co. *The Chas. Parker Co. E. T. Rugg & Company 


VISES, PIPE 











We have laid the 


foundation for your 
friction clutch 












business 
Efficient . 
HE EDGEMONT is Hoisting : 
not a new and untried @ f 
friction clutch We is sasily e 


have laid the best founda- 
tion possible for its sale 
through supply houses by securing its 
adoption as standard equipment by 
nearly a hundred prominent machine 
tool builders 


accomplished 
with a 
Wright 
High Speed 
Hoist. 
Machine tools require a clutch that can stand the 


heaviest wear and tear, and the Edgemont has 
stood every test 


It is speedy, 
safe, and 
always on 
Wherever there is an Edgemont-equipped machine, the job. 
you will find a customer for more Edgemont 


ae Try one. 
Clutches as he needs additional equipment ° 





Write for the Edgemont Catalog Have ye or 
and a list of the machine tool latest catalog? 


makers who install Edgemonts. 


+ Oe a Sandon, 








IGHT | 
EDGEMONT MACHINE CO., INC. MANUFACTURING 


DAYTON, OHIO . ' 
LISBON, O., U.S. A. 
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KMLL QUPPLUES 











This is New 


the Ad—not the Company 


California Tanning Company 


TANNERS AND MANUFACTURERS OF 
Chrome, Indian Tan and Raw Hide 


LACE LEATHERS 


Chrome Hand Leathers in Two Patterns and 
Three Weights—Leather Aprons 


1909 Shenandoah Ave., St. Louis, Mo. 











AMERICAN SWISS FILES 





SYMBOL oe 
Every 
of File 
; and 
QUALITY Package 














The Precision File Made in U. S. A. 
for 
Die Makers, Tool Makers, Machinists, Jewelers. Ete. 
American Swiss File & Tool Co.. 


Sales Office Factory 
26 John Street, N. Y. Elizabeth, N. J. 


PARKER VISES 


seize the work with a bear-like grip and stand 
the zeal of the brawniest man. One of many 
notable features is a solid steel strengthening 
oc bar cast into the slide the full 
si length. This makes Parker 


Vises strong where strength is needed. 


= Send for Folder No. 7. 


q SOUS STEEL STRENG 


eo Te 


> arker Co. 
Master Vise Makers 
Meriden, Conn. 








(FLAKE) (AMORPHOUS) 


GRAPHITE 


Lubricating Graphite Boiler Graphite 

Pipe Joint Compound Graphite Grease 

SUPERIOR FLAKE GRAPHITE CO. 
76 West Monroe St., Chicago, Il. 








McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 




















Independent, 

i} Combination, 

| Universal Geared 

& Scroll, 

Universal Geared 
crew, 

Box Body, 2-jaw, 

Round Body, 2- 
jaw, 

Face Plate Jaws, 


Drill Press Vises. 
THE 
HOGGSON & PETTIS 
MFG. CO. 


New Haven, 
Conn, 




















TWIST DRILLS & REAMERS 


AKRON, OHIO. U.S.A NEW YORK LONDON 








MYERS 
GIANT 


Door Hangers 


and Track 


You know the Kind of weather 
when the Myers Giant Tandem 
Adjustable Hanger anid heavy 
Tubular Girder Steel Track wil 
be appreciated most t requires 
an extra heavy door or a mil 
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Other 
My ers 
Products 





Pumps 
and 
Hay 


Tools 


he opener 
through 
Friendly in fair as well 
storiny weather, always fit) and 
ready for service, the Ss \ 


The F. E. Myers & 
Bro. Co. 


ASHLAND, OHIO 





¥ 7 
(BUMPS co#F err cuRnpde) 
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Twenty-Iwo Years of Service 
—and— 


Yet to be Oiled! 


The Arguto bearing illustrated above was in constant use on 
the countershaft of an 18-in. Lodge & Davis engine lathe for 
5 , , twenty-two years. Then, upon overhauling the plant, the fol- 
View through bushing, show- - - 2 


ing highly polished interior lowing’ data were obtained. 
surface. S 





Shaft Diameter-—1 7/16 in. Bushing, outside diameter—2'4 in. 
R. P. M.—230 Bushing, length—55¢ in. 
Wear of shaft—.003 to .004 in. Bushing, inside diameter—1 7/16 in. 
Highly polished—not cut Wear inside diameter—.0124 in. 
Inside polished like a mirror 
Smoother 
Bes Can the Value of Such 
yrease 


Engineering Service 


Outwears the be Estimated? 


Best Bronze 
Metal eae ; ; 
This is but one of many cases reported by users of Arguto 
bearings. You, too, can reduce the production and operating 

costs with Arguto Oilless Bearings. 


Write now for information. 


Arguto Oilless Bearing Company 


151 Berkley St., Wayne Junction 
PHILADELPHIA 


7. 1B) ¢ |, wham fom 


*We have other bearings in our possession that have run nineteen, 
seventeen and fifteen years and are still in excellent condition. 
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The Clutch Pulley, Showing 
ARGUTO Bushing in Position. 
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After All— 
WE SELL BUT ONE THING 


EOPLE do not buy nails“or bolts, pipe, shovels or machin- 

ery for the materials of which they are composed, or for 

the manner in” which they are made and finished. They 
buy them for the service they will render and that alone. 
Therefore the thing we rea sell is service—and with this idea 
in mind we ma ure the things we sell will render the highest pos- 
sible degree of Service. 


Our Phone number is Court 4860—Lines 101, 102, 110 
or 204 will connect you with the Sales Department. 


Somers, Fitler & Tod 
327 Water St - Pittsbu: 
MACHINERY and SUPPLIES 








Once get a man to 
make a compara- 
tive strength - test 
of Mac-its and the 
set-screws he is 
using and you 
have another Mac- 
it customer solidly 
established for an 
indefinite period. 





